, = Paid Circulation of this Issue 23,585 


Nov. 23 
1944 








This is the time of year when we 
would normally be talking to you 
about the Enterprise Home Butch- 
ering Supplies Campaign. 
Started in 1939 . . . bigger in 
1940 and 1941 .. . bigger still in 


Make More Profit This Season 1942... this Enterprise-sponsored 
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HOME merchandise, displaying it to- 
BUTCHERING - mS, tae gether, selling it in association, 
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YOUR tarmer camer ate pending money la dicaan VLE war shortages. 
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not only for the Home Butchering 
market, but for the year-round 
market in the home and on the 
farm that Enterprise products will 


satisfy. 


ENTERPRISE 


PHILADELPHIA 33 


Manufacturers of Food Machinery for Home and Farm for 78 Years 








BRUSHES, TOO, CONTRIBUTE 
TO History - oe 
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Service men will return home with a keen 
appreciation of WOOSTER’S Foss - Set 
nylons because, many of them used these 
outstanding brushes while in the armed ser- 
vices, or stood by and watched their buddies. 
They have seen, and frequently discussed, 
the many qualities possessed by these nylon 
brushes and they can be expected to be 
among the first to express a preference for 
nylons. When it comes to paint brushes, 
the painter's first thoughts naturally turn to 
WOOSTER. 


OSS SEY BRUSHES 


e WOOSTER, OHIO 
1851 — THRU 4 WARS: 
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PANEL OF 
PROMOTION PLANS 


During 1944, Yale & Towne’s Wartime 
Progress Plan creates four campaigns 
to help you push available merchandise 


While Yale’s wartime commitments have made 
it difficult to supply dealers with Yale Locks and 
Hardware during the war years, Yale’s Wartime 
Progress Plan has furnished dealers with ideas for 
group promotions of goods related to important 
civilian projects—victory gardens, fuel saving, 


home maintenance. 


Shown here are the 1944 promotions, each con- 
sisting of SATURDAY EVENING POST advertising, 
a Victory News (full of suggestions for dealers) 
and other material. We hope you are using these 
ideas and finding them profitable. We shall appre- 


ciate having your comments. 





YALE PUTS 3 BIG SALES MOVERS 
INTO YOUR BUSINESS 
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Soon after the European phase of the 
war is concluded, West Bend will be 
back with this all-aluminum vacuum-type 
coffee maker. Then it will be easier than 
ever to make really good coffee. And 
the hostess will be delighted with the 
serving section —it’s a beauty at the table. 
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* methods of plant operation learned in 20 years of radio 





THE WORD... 





















WHEN UNCLE GIVES 


You'll Get Radios 
by 


STEWART-WARNER 


yen PEARL HARBOR, the radio division of Stewart- 
Warner was among the very first to shift entirely 
into war production. 


And, when “Uncle” gives the “go ahead,” you can 
rest assured that Stewart-Warner will be among the 
first to deliver civilian radios to you! 

The secret of Stewart-Warner’s ability to shift pro- 
duction speedily lies in highly perfected and flexible 


manufacturing. 





These methods have resulted in amazing war pro- 
duction records. In fact, since Pearl Harbor, Stewart- 


Warner has shipped more than 12,000,000 pounds of Look to STEWART-WARNER 


radio, communications and direction-finding equip- for the Class of the Radio Field! 
ment to Army and Navy forces. This volume totals ; 


more than 1200 freight carloads or a train nearly 12 © EXPECT great things from Stewart-Warner. You'll not be 

a 1 ‘ disappointed. The line will be a “best seller” because each 
miles long! And shipped on time ! model will be built with that in mind and based on pre-war 
experience plus trends for post-war, Furthermore, Stewart- 
Warner Radios will be backed by BIG advertising, merchan- 
Warner Radios you will get will be the last word in dising and selling power! So, hold everything until you see 
performance, workmanship and dollar value. It will what Stewart-Warner has for you to sell. 


pay you in profits to wait and see for yourself. 


All of this equipment is doing a job. And the Stewart- 




















RADIO DIVISION OF STEWART-WARNER CORPORATION, Chicago 14, Illinois 
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Twelve small cut-outs 





A big four-color cardboard reproduction of 
the Pyrex ware national ad for your 
counter or window! (There'll be 75 
million of these messages going into 
homes this Christmas season through 
magazines and newspapers.) 


in full color to at- 
tract extra atten- 
tion to your Pyrex 
ware counter and 
window! They’re 
handy—fit right 
over Pyrex dishes. 












Two free mats for your own news- 
paper advertising! One features 
the individual dishes advertised 
nationally. The other promotes 
these same dishes as a set (which 
you can make up out of open stock). 
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Free newspaper mat with 
special Thanksgiving 
Day appeal! Use it to 
boost sales just ahead of 
the biggest food day of 


the year. 












Parts Price Cord... a new 
sales help that will not 
only make your clerks 
work easier but will make 
new friends for your 
store! If you want extra 
copies after you see it 
just ask for them. 





Ask your distributor's salesman for Pyrex Ware Dealer Helps or write direct 
to Corning Consumer Division, Corning Glass Works, Corning, N. Y. 
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New Price Catalog (8'4 x 11” 
size) for store and counter 
use! Four colors. 
line. 
selling ideas. Supplied in 
reasonable quantities free 





complete 


on request. 
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<> Pesteated 


Shows 
Includes 


Clerk's Train- 
ing Manvel... 
a fresh view- 
point in sales 
training! Takes only seven 
minutes to read. Every clerk 
will want a personal copy. 
Your quantity sent free. 











Small Consumer Folder in 
full color for counter 
hand-out or monthly 
statement use! Sup- 
plied in reasonable 
quantities—imprinted 
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Pre-War “WATERHOUSE” Dryers 
With POSTWAR IMPROVEMENTS 


We're back in production and again taking orders for our 
“WATERHOUSE” Dryer! Basically, it’s the same revolving 
. clothes dryer which has proved its usefulness and sturdy dependa- 
bility for more than 30 years. Again with galvanized steel pest and 
steel ground socket. But, postwar improvements... NOW ... new 
aluminum castings and brace arms make it pounds lighter, stronger 
and more durable than ever! 




















Why 11a Gest Sller.. 


JOBBERS | * EASY TO HANDLE. To open, merely set post in ground socket 
.. place dryer on post ... presto! It opens automatically. 
Our postwar plans call for opening 
new territories in various sections of e ‘ 
I le EO RN epee SAVES STEPS. Stand in one spot to hang clothes. The line 
dis fniteiads te dai tae inet ine comes to you. Counterbalanced to revolve freely at slightest 
dealers will be asking. breeze . . . laundry dries in half the time! 
Vhe line for you © SAVES SPACE. Take it down when clothes are dry. No unsightly 





clothesline. Keeps the accent on backyard glamour! 








AVAILABLE IN THREE SIZES: 
#1 — 100 ft. of line #2 — 125 ft. of line +3 — 160 ft. of line 
For prices and full details contact your nearest jobber or write direct. 





CLOTHES DRYER 





BUTTS MANUFACTURING CO. REG. PATENT OFF. 
3319 EAST PICO BLVD. @ £065 paneer: 23, CALIF.’ | 
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... the Quality feature 
that sells more of your 
cusfomers an 


Qste, MASSAGETT 


(Home Massage Machine) 





You enjoy assurance of pleasing customers with this 
home-size model of the famous Oster massage machine 
that is standard equipment among professionals . . . 














The growing recognition of the benefits of massage creates 
widespread customer interest in the Oster Massagett for 
home use. 





Massagett turns this interest into buying action. For it has 
utility features that “make sense” to customers — the same 
features that have made Oster’s professional machine long a 
favorite with physicians, masseurs, beauticians, and barbers. 


tim 


mee 


Oster — and only Oster — provides suspended motor 
action — patented construction that imparts to the finger- 
tips rotating-patting movements that are easily controlled 
for mild or deep massage. 









Many hardware men enjoyed an edge on competition be- 
fore the war, by featuring the Oster Massagett. Put yourself 
in the same position after the war—and cash in on the big 
home market — by stocking and promoting the Massagett. 









Ask your jobber to let you know when Oster Massagetts 
are again available. H-6 


JOHN OSTER MFG. CO., Racine, Wisconsin 
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entinel Radio 


Starting Saturday, October 21st and every Saturday afternoon there- 
after, Sentinel Radio Corporation is bringing you and all your prospective 
customers John W. Vandercook, eminent news analyst. Mr. Vandercook will 
help you keep abreast of the times with his thoroughly informed comment on 
the stirring events of these times. 

This series of broadcasts, over NBC’s entire nation-wide chain of 142 
stations will keep Sentinel Radio before the public—will make the Sentinel 
name known as radio that makes good programs sound better! This public 
acceptance will result in even greater sales for post-war Sentinel Radios. . . 
more profits to Sentinel dealers! 


LISTEN to John W. Vandercook as he talks to “your customers” for Sentinel Radio. 
SENTINEL RADIO CORPORATION, 2020 Ridge Ave., Evanston, Ill. 





#* See your for the rebroadcast time of this program. 
Hibbing . Rochester, Minn.. KROC Tampa d 
Houston K Safford .. KGLU vane Haute. 
Rion 





The following stations have been ordered: 


Aibuquerque KOB Easton...... ; 
e ‘ 


Cincinnati. ... . 
Ci burg. 
Cleveland... 


Columbia... ... 
Corpus Christi 
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Fort Worth 
Fresno. . 
Globe. . 
Grand Rapids 
Greenville 





Hartford 
H 
: 











Fort Wayne. ... 


Greenwood . . . 


lous’ Los tol jord..... 
Hutchinson... . eeeeee Saginaw..... 
Madison........ 


Indianapolis. . . 
Jackson : 
Jacksonville... 


Milwaukee...... 


Lafayette, La. 
LakeCharles,La. 
Lal 2 WE 


Minneapolis- 
St. Paul 
ikeland . i 


Oklahoma City. .WKY 
Omaha er 





Pensacola wco 
Philadelphia... . 
Phoenix ose 
Pittsburg, Kan... 
Pittsburgh, Pa.. 
Pocatello . . KSE 
Portland, Me.... 
Portland, Ore. 


t. Cloud 

t. Louis....... 
alt Lake City. . 
an Artonio.... 


san Diego 
an Francisco. . 


Savannah 
Schenectady 





Trenton. . 
Tucson........ 
Tulsa..........KVOO 
Twin Falls..... 
Virginia........WHLB 
— Ww 


Wichita... .. 


Le eee 
Yuma. 
Zanesville. 











IRONERS 


WASHERS 





FREE—MATS and ELECTROTYPES 


Tie in with Mortite’s National Advertising Campaign running in magazines, newspapers, on 


radio stations. 


Advertisements in your local papers will bring customers to your store for Mortite Utility 


Tape. It’s fast selling and profitable. Order through your Jobber. 


Here are some of the mats and electrotypes furnished free to merchants who handle Mortite. 
Write for them by number to J. W. Mortell Co., 508 Burch St., Kankakee, IIl. 





THE UTILITY TAPE OF MANY USES 


A pliable plastic that comes all ready 
for use inside or outside. Unrolls like 
ribbon. Adheres to any clean, dry sur- 
face. Just press into holes and cracks 
with the fingers and it stays put. Will not 
\. crack, shrink or chip off. Can be painted. 


= 
a 
@ A good plugger- @ Permanent oa. % 


upper to seal cracks in ing for wood or metal 
and woodwork, sash 
around screens, win- 
dows, casements, tran- @ Plugs leaks around 
Tee £ oie 


_ 


soms, U toilets, sinks, 
© Keeps out dirt, dust laundry tubs, etc. 
and vermin 


© Stops rattles 





@ Makes good pack- 
ing and gaskets 


About 80 feet to box, 
enough for 5 windows 





W-290 Electrotype of complete advertise- 
ment for newspaper use. 

W-290M Mat of complete advertisement for 
newspaper use. 


UTILITY TAPE 


BETWEEN YOU 
and the COLD 


New pliable plas- 
tic stops heat 
leaks— saves fuel. 
Weatherstrips 
windows, doors, 
baseboards, case- 
ments. Keeps out 
dust and dirt. 
Plugs cracks = — 
around drainboards, bathtubs. 

Use inside or outside. Can be 
painted. 


EASY TO APPLY 
Unrolls like ribbon. Just pressinto place 
and it stays put. Does not crack, chip or 
shrink. A roll covers about 80 feet, enough 
for 5 windows. 


At your Dealer’s . . . . $1.25 
Higher West of Rockies and Canada 











W-296 Electrotype of complete advertise- 
ment for newspaper use. 

W-296M Mat of complete advertisement for 
newspaper use. 





_, 














W-292  Electrotype for all uses, 2” wide. 
W-292M Mat, 2” wide. 

W-293 Electrotype, 4” wide. 

W-293M Mat, 4” wide. 




















Electrotype for all uses, 2” wide. 
W-294M Mat, 2” wide. 
W-295 Electrotype, 4” wide. 
W-295M Mat, 4” wide. 











UTILITY TAPE 





W-283 Electrotype, 1%” wide. 
W-283M Mat, 134” wide. 
W-284  Electrotype, 3” wide. 
W-284M Mat, 3” wide. 
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DISPLAY 


Attractive 2-wing dis- 
play printed in 2 colors. 
15” high, 21” wide. Set 
it up on counter or in 
window with several 
boxes of Mortite Util- 
ity Tape from stock 
and watch it make sales. 








W-281 Electrotype from woodcut. 
W-281M Mat from woodcut. 





W-282  Electrotype from woodcut. 
W-282M Mat from woodcut. 








W-273  Electrotype for all uses, 2” wide. 
W-273M Mat, 2” wide. 

W-285 Electrotype, 4” wide. 

W-285M Mat, 4 wide. 
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Admiral auto. 
changer wil] be fool- 
" impish 
Curiosity won't impair its automatic 
efliciency, An entirely new 
tone arm wil! Sive better 
tion and longer life to you 
Changing time between re 
be shortened. B 
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will be amazi 


Admiral’s Postwar radio line will be 
complete. There’|| be table and con- 
sole models, Portables, “Bantams” 
and farm sets, all built by the world’s 
» electronic largest Manufacturers of radio- 
reproduc- Phonographs with automatic record 
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CHICAGO 47, NLLINOIS 
World's largest Monutacturer of Radio-Phonographs with Automatic Record Changers 
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A complete re- 
modelling program for 


the radio and appliance 


Prepared under the supervision 
of George W. Walker, nationally famous 


industrial designer 5 
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It’s ready for you now... FLEX-O-PLAN by Admiral... 
a 48 page book of remodelling ideas for the radio and 
appliance store of tomorrow. In it you will find basic, 


over-all store plans attractively illustrated in full color and 
complete with detailed blueprints that can readily be 
adapted to any size or shape of store. Other pages present 
designs for a model kitchen, model laundry, self-service 
record department, back-ground fixtures, etc.; each com- 
plete with essential construction data. 


To the successful radio and appliance dealer, showman- 
ship is an essential part of his business. Your store is a 
Stage ... your customers the audience. To help set the stage 
for successful post-war sales, Admiral presents FLEX-O- 
PLAN. If you previously reserved a copy, don’t bother to 
write again... it will be delivered to you shortly. If you 
haven’t written and would like a copy of FLEX-O- 
PLAN, simply address your request to Admiral Corpora- 
tion, 3800 W. Cortland St., Chicago 47, Ill. 
















... then roll down this NEW 
low-cost skid-proof rot-proof 
heavy-duty FLOOR RUNHER 


Everywhere you look today you find Rubberlike—in factories, hospitals, 
institutions, office buildings, schools, hotels, apartments, and restaurants. 
For a Rubberlike Runner is the modern way to cover worn floors; to make 
slippery floors safe; to make floor cleaning eosy; in fact to protect 
floors and people in heavy traffic lanes. 





Roll it down anywhere: no installation is necessary. Rubberlike re- 
quires no special care; it won't crack, split or curl. You can roll it and 
store it, again ond again. 

Scientifically built, Rubberlike has been proved by heaviest wartime 
traffic. Waterproof and rot-proof, Rubberlike’s deep corrugations 
make it slip-proof when wet. Try Rubberlike on one problem floor, and 
you'll understand why thousands of users ore enthusiastic about this 
modern type floor runner. 

Order it now from your supply house. Two widths 27” and 36”. 
Rubberlike needs no priority. Write Bird & Son, inc., East Walpole, 
Mass., for a free sample. 


THE 10-SECOND STORY OF 


Low-cost * No special upkeep + Skid-proof + Water-proof 
Rot-proof - Long-life » Heavy-duty - Hugs any floor» No priority 
Extra resilient. » Speeds and quiets traffic + Preserves floors 
Rubberlike is another example 
of Bird's exclusive method of 
CONTROLLED PRODUCTION 








“——— | =" INDUSTRY 


Sa S————————qqq—————SSI——O— 








HARDWARE AGE 








He Has a Right to be Proud: 
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HE IS THE 
SHERWIN-WILLIAMS DEALER 


Dealers desiring to become Sherwin-Williams Full-line Dealers after the 
4 war should write NOW to The Sherwin-Willams Co., Cleveland 1, Ohio 












IN THE CROSLEY refrigerator, it’s the Shelvador* 
—a patented exclusive added convenience that a 
woman appreciates more and more every time she 


opens her refrigerator door. 


Opening the Shelvador* is like opening two ordi- 


nary refrigerators at once. 


For the shelves on the inside of the door double the 
amount of front-row food within easy reach. There at 
her finger tips a woman quickly finds just what she 
wants — without any juggling, or stretching, or han- 


dling of other foods. Time is saved. Door is closed 


*Reg. U.S. Pat. Of. 


every Crosley product 


‘ 





sooner. Less cold air escapes. Electricity is saved. 
Food receives better protection. 

Like every other Crosley product, the Shelvador* 
matches other refrigerators feature for feature. But, 
over and above quality of materials and precision of 
manufacture, in every Crosley product there is always 
a plus—a priceless extra which is a result of the Cros- 


ley policy of product development. 


In all our postwar developments you will find this 
Crosley policy expressed in products of extra utility 
and excess value—a user-plus you can actually see, 


or hear, or feel. 


GROSLEY 


CORPORATION 


THE CROSLEY 


Peacetime manufacturers of Crosley refrigerators, radios, oiiter nousehold appliances and the Crosley Car. Home of WLW,“The Nation's Station” 


16 


CINCINNATI, 


CHIO 
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No other fron 
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Does everything an automatic 






Set the dial—the 

temperature stays 
put... fabries 
are safe! 







electric iron will do... does 
| MORE than any other 


steam iron will do! 







































ved. 
SILEX... A MUST FOR ALL FABRICS—A woman knows that a steam 
iron will do a better job on ALL fabrics—whether old or new. 
And she’ll know the minute she sees the Silex Automatic Electric 
dor* Steam Iron that SILEX will do the best job of any iron, steam 
or dry, because it’s the ONLY iron with the 3-way grooves that 
But, send steam all over the sole plate, from heel to tip. 
And Silex has that wonderful fingertip lever that switches 
n of from steam to dry heat instantly. Flip . . . it’s steam... flip... 
; it’s dry heat! 
ye ' Big Ads tell the Silex story to millions! 
ros- i Sally Stlon - Silex advertising paves the way for the speediest possible over- 
: Fil the-counter selling and the biggest possible profits! ° 
3 Look! rsa are Limited production will soon start. Keep in touch with 
¥ pose yr gene peg your distributor for your allotment. 
this tween iron and fabric! | THE SILEX COMPANY, HARTFORD 1, CONNECTICUT 
lit and ST. JOHNS, QUEBEC, CANADA 
Hy 
= SJ ILE X automatic electri 
Steam iron F 
Ll 
ion” a 
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TO HELP YOUR 
POSTWAR SALES 


get off to a 
fast start 





America’s final victory over a// her fue 
approaches fast. 

+ - . 
The wise business, while helping to 
hurry this triumph, now plans ahead for 
its postwar sales. 


That is why we ask you to read carefully 
the advertisement reproduced here. 


It is one of a series talking regularly to 
your customers through columns of 
leading sporting magazines. 

. ° . 

The sole purpose of this advertising can 
be quickly stated. 
. . . 

It is to get your postwar customers to 
buy from you immediately, and in goodly 

numbers, when the war ends. 





Note how this advertising is designed 
to accomplish this desirable purpose. 

7 .* . 
First, it reminds your customers of the 
high quality of the BRISTOL products 
you have always sold them. 

. . . 
Then, it promises those customers even 
finer, more advanced BRISTOL prod- 
ucts at your store when the fighting’s 
over. 


Don’t you think this advertising will be 
a big aid in taking you out ahead of 
competition quickly with the victory? 
The Horton Manufacturing 
Company 


Bristol, Connecticut 





Rach Time Fighters 
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Give Me 
Shoulder 


Comfort 
.. ULL OO 


BETTER 


Ta-pat-co 


WITH THE RED RUST-PROOFED HOOKS. STAYS PUT 


THE AMERICAN PAD AND TEXTILE CO. GREENFIELD, OHIO 
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Anvil Tools = 
Awls E 
Bars — Ripping Oficial O.W.1. Photo E 
Bit Braces = 
Boring Tools ' 
ca Drills A. army of steel workers with dependable, tough Stanley Tools = 
Chisels — Cold turned millions of tons of construction steel into mighty weapons of 
= 
Chisels — Wood industry and transportation. The tools had to be good, and Stanley = 
Hammers Tools met every test. e 
Hand Drills j ; E 
Levels There’s more to be done and more tools will be needed to build ‘= 
Marking Gauges and reconvert for peace. As the emergency passes, Stanley will be 
Mitre Boxes able to produce these same tough tools in fine finishes, neat, modern 
: : : , 
wen packaging, with eye-arresting displays for your counters and win- = 
Rules dows. Plan ahead for profit with Stanley Tools! =i 
Saw Sets 






Scrapers - 
Screw Drivers 
Sledges 


Soldering Irons 
(Electric) 


Spoke Shaves 
Squares 
Vises 


\ a STANLEY TOOLS, 111 Elm St., New Britain, Conn. 


STANLEY 


THE TOOL BOX OF THE WORLD 
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PROOF COIL & BBB CHAIN 


Electric welded in sizes 3/16” to 54”. Heavier sizes 


fire welded. Natural finish .. . For greater strength 
we recommend Super Steel Chain and Sterling 
Dredge Iron Chain for Sling Chains. 


THIS CHAI 


— 


LIBERTY COIL CHAIN 


Twist Link. Electric welded. Bright finish. 9 sizes 
. . » Packed 100 feet in a carton. 


ML 


| 
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LIBERTY MACHINE CHAIN 
Twist or Straight Link . . . Twist link supplied un- 


Electric welded. 
9 sizes. 


a an me am i 


BUCKEYE OR BROWN PATTERN CHAIN 


Also known as Brown Pattern. The most popular 

type weldless steel wire chain . . . Made in 10 

sizes. Finishes: Bright, Electro Galvanized, Hot 
Galvanized or any plate. 


SASH, FURNACE, SAFETY CHAIN 


All popular sizes and finishes. Packed in handy 
bags or on reels. 


Bright 
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SLIP AND GRAB HOOKS 


Drop-forged from steel. Regularly furnished self- 
colored. Also supplied in —— finish when re- 
quired. 





Quality Chain Since 1869 


Pioneer Manufacturers 
Ne 


ELECTRA RED SWIVEL TRACE CHAINS 
When war restrictions are recalled 
these famous trace chains will be sold 
again. Customers always remember 
their extra strength, extra long-wearing 
quality. They ask for the Trace Chain 
“with the Red Swivel’. 
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in hardware stores all 
over the country... 


What a pleasure—that day when once again you open 
for business with a store full of the best in hardware 
merchandise — all genuine leading brands—no substi- 
tutes. That’s the day you will want to have a good 
stock of Welded and Weldless Cleveland Chain out 
in plain sight! Dependable, well known Cleveland Chain 
has been a steady seller in hardware stores for genera- 
tions. You can rely on it to sell again! 


THE CLEVELAND CHAIN & MFG. CO. 
CLEVELAND 5, OHIO 


Associates: DAVID ROUND & SON, Cleveland 5, Ohio 

CHAIN & MFG. CO., Bridgeport |, Conn. -« SEATTLE CHAIN & MFG. CO., 

Seattic 8, Wash. . ROUND CALIFORNIA CHAIN CORP., LTD., Se. San Fran- 
cisco and Los Angeles 54, Cal. 


LEVELAND 


« THE BRIDGEPORT 








Flat Metal Chains 


Welded and Weldon [HAIN 


















KLEIN quay 


PROVES ITSELF 
ON THE TOUGH JOBS 


If you have ever been up on a 50-foot stick with a winter wind whistling 
around your ears...if you have ever had to’work on tough-stranded 
cables, or heavy insulated wire under these conditions, you know how 
important good pliers are. 

Tough jobs are the best laboratory to test the true quality of tools, 
and in this laboratory of actual use Klein’s have been proving their 
high quality “since 1857.” 

You can’t sell Klein pliers to everyone, but the man who knows good 
tools will have nothing else. When war conditions permit, be sure to 
have a complete stock of Klein pliers for this discriminating market— 

ges) a market made up of men who know the value of 
N\he good tools and demand the best. 


N's 


Since 1857 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: International Standard Electrical Corp., New York 


This book on the care and safe use of tools 
will be sent without charge upon request. 


oom NO LE EN 


3200 BELMONT AVENUE CHICAGO £8 Se eB eee 
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regulations a 
heating equipment will be available 
when wat restrictions are lifted to 
ermit manufacture Jllustrate 

| Ts) 
s Angeles, Californi 
nia 


literature, catalogs of performance 
data and details of Utility's market- 
ing plan are available of request. 


485 
1S. Alameda Street 
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Prepare for larger 
gun sales when 
millions of young 
men return from 
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FOR MEN WHO SELL GUNS! 


@ Know more about rifles, ammunition 
and shooting 














@ Make yourself more valuable 


@ Have FUN! 


TAKE BASIC SMALL ARMS TRAINING COURSE 


Here’s a real opportunity for gun and hardware salesmen and sales- 


larger 
women to become expert “shooters” and to know firearms from 


when 
muzzle to butt. 


young 
“Sl Besides great sport, you will gain valuable knowledge helpful to 
you and your organizations—and will also be able to give better and 
more interesting advice to customers and prospects. Ft 
You will also open the door to becoming affiliated with a Rifle Club 
or Class—and so make valuable social and business contacts. 


Just send for the free “Guidebook to Rifle Marksmanship” and details 
on how to get rifle training under the government-approved program 
. sponsored by the National Rifle Association, Washington, D. C.—the 
same training as given in the U. S. Army-approved Pre-induction Rifle 
Training Course. 7 





We are glad to bring you this grand opportunity to better yourself of 
and have a good time while doing it. 7 


Ps 0.F. 
@ MOSSBERG 
Pi & SONS, Inc. 
@ 41611 St. John St., 


New Haven, Conn. 


_ SSRs 





eee 







4 Sirs: I am interested in the 

, 4 Basic Small Arms _ Training 
Pd Course. Please send me _ your 
“Guidebook to Rifle Marksmanship”, 
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A COMPLETE NEW LINE! 


@ CENTRAL Shs 


MICROMETERS 2, 


FOR IMMEDIATE DELIVERY! 


No. TIORL No. 120RL 


No. 320RL ‘* ¥ 


© The entire line of individual 
Micrometers and complete sets 


iMlustrated ond fully described. — 


es 210RL No. 220RL 


No. 520RL No. 620RL 


No. 745RL No. 765RL 


fe © © lhe ew tahatiad pelted Weems Micron: i 
eters in 1” and 2” sizes * %& % The new black 
enamel finish Micrometers in all sizes from 1” to 6” 
% % & Also available with ratchet stop, lock nut 
end 10,000ths graduations * * * A full range of 
Metric Micrometers in addition to complete sets in 
leather covered cases—0" to 3”, 0” to 4” and 0” to 6" * 


Write today to The Contral Too! : 
' Ce., Avbura, thede ae 2 
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NUCUT means new file-cutting effici- 
ency. Try a NUCUT and you'll im- 
mediately see why this is so. The 
coarse teeth cut clean, deep, true. The 
fine teeth level the surface smooth. 

This improved combination of both 
coarse teeth and fine teeth in the 
patented NUCUT “Wavy Teeth” 
construction makes possible two fil- 

ing operations at the same stroke, 
—without scraping or skidding. 


MORE CUTS WITH NUCUTS 


NUCUT Files are made in types, 
shapes and sizes for practically 


See ee eS. 


TH 
ee 
‘Tc 


every filing need,—for cutting, shap- 
ing and finishing such materials as 
stainless steel, iron, aluminum, brass, 
copper, slate, wood, fibre and plastics. 
On these and other materials, a 
NUCUT demonstrates time and again 
that it does more work, faster, easier, 
and with less effort. 

Your jobber will be glad to suggest 
the proper lengths, shapes and cuts 
you need to meet your particular 
requirements. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers 
Good Tools Since 1836 
Newark 4, New Jersey °* Newcomerstown, Ohio 


WUT 


TEETH 


WAN ° 


Be wWiTH THE WHITE TANG “= 
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Lalerera dluseraced fer pubic end pov vate buslbongs all over 
the coumery, the 9 floors Navn Linolewm 
heowa-tor over tall ¢« century tor os beaury sed.qualicy 


When you select the Mee ter your own 


LINOLEUM 


CONGOLEUM-NAIRN INC. KEARNY.) 


A MERCHANT 
LOOKS AHEADI... 


! 

i 
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i 

, E. P. Simmons, President of Sanger 
Brothers, Dallas, Texas, says, “Our plan 
i and strategy for the days to come are very 
, simple. We want to plan and look ahead 
i with nationally known, quality-right mer- 
1 chandise and labels that have built a cus- 
i tomer acceptance.” 

I 
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Congoleum-Nairn Lays the Foundation for 
This Post-War Plan with two dramatic adver- 
tising campaigns . . . One—A Special New 
Campaign in The Saturday Evening Post. 


featuring NAIRN LINOLEUM as the recog- 
nized “No. 1 for the Big Jobs”... selling 
Nairn as No. 1 for home, office or store! 


One of Congoleum-Nairn’s dramatic 
new advertisements appearing this 
fall in the Saturday Evening Post. 


——— oe ee ee oe ee ee oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee oe ol 


“Talking a homemaker’s language” is the 
appeal of this advertisement for a series 
going to the 34,000,000 readers of the 
top eight home and women’s magazines. 


> 


The other, our regular magazine campaign to 
the 34,000,000 readers of these eight top- 
flight home and women’s magazines. . 
Better Homes & Gardens 
Ladies’ Home Journal 


Progressive Farmer 
True Story 


l 

I 

I 

I 

I 

I 

I 

Woman’s Home Companion I 
McCall’s Magazine i 
Parents’ Magazine | 
Country Gentleman i 
That’s proof that Congoleum-Nairn is giving you i 
the finest foundation for your post-war plan of ! 
‘‘nationally known” products with ‘consumer I 
acceptance’’. i 
These advertising campaigns assure that Gold Seal i 
Congoleum and Nairn Linoleum will be ‘‘more 
I 

I 

I 

I 

I 

i 

i 

! 

i 

i 

I 

i 

i 
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wanted” than ever before in the post-war period. 


CONGOLEUM- 


NEVI) a, 
revorrom | 


MAKERS OF GOLD SEAL CONGOLEUM 
AND NAIRN INLAID LINOLEUM 
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BACK THE ATTACK! 
BUY MORE WAR BONDS THAN BEFORE 


fewer weet ete eS eS eee eee eee eee eee 
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day, 


you know best as makers of colorful, durable floors, are also making 
weather proofed fabrics, and vital parts for shells and bombs.) 


or eee Seren Be - 
gadgets cehetinameun eee Wetebaskist me ecamee thin 
dealer helped us with all sorts of 1B suggESLONS and exciting 
new ideas . . he dee puesta’ Gnetoen bese . - and the super-size 
endnanntiag auch to Gatentines eens ae 
tomorrow, 
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DISPLAY CARTON 


each package of 10 G-E Neon Glow 
Lamps comes packed in an attractive 
display carton for counter use. 


Look at All These Profit Opportunities for G-E Neon Glow Lamps! 


There are dozens of household uses for night lights . . . in 
bedrooms, bathrooms, living rooms, kitchens, hallways, and 
basements. G-E Glow Lamps cost only a nickel a month to 
operate 24 hours a day. 

Ample supplies now available for immediate delivery with- 
out priority. Two sizes packaged 10 lamps per carton: NE-30, 
1 watt, retails at 40c per lamp; NE-34, 2 watt, 50c. Fit standard 
sockets, or use socket adapter to plug-in. Standard voltages. 


@ eT = yd LAMPS 
SPECIAL INTRODUCTORY OFFER pn phon drrrncrnet 
Here’s a complete package to help you sell more a 
G-E Neon Glow lamps: With each display carton 
of lamps, you receive a colorful counter display 
card and a supply of sales folders .. . all in one 
complete package, ready to start your profits roll- 
ing in. There’s a big demand for night lights. Better 
order a supply from your G-E wholesaler—today. 


KEEP BUYING WAR BONDS—KEEP THE WAR BONDS YOU BUY! 


NELA SPECIALTIES DIVISION LAMP ae 


GENERAL QQ ELECTRIC 


1 Newark Street, Hoboken, N. J. 
Hear the General Electric radio programs: ‘‘The G-E All-Girl Orchestra’’, Sunday 10 p. m. EWT, NBC; ‘‘The World Today’’ news, every weekday 6:45 p. m. EWT, CBS. 
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Actual size 
of display 
cord, 
9” x 12", 
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Country Gentleman 174 56.5% 


Cray just completed Farm Journal & F.W. 63 20.5% 






shows they rate rural Successful Farming 37 12.0% 
Capper’s Farmer 20 6.5% 
magazines like this: icantiahe “a 4.5% 







Here’s the question an independent 





research organization asked a coast- 










to-coast cross-section of rural hard- 
ware dealers: “What rural magazine WHAT’S MORE, in 7 other surveys— 








would be most effective, from an ad- among rural druggists, lumber dealers, gro- 
vertising standpoint, in helping you sell cers, electrical dealers, auto dealers, imple- rf AT 
your prospects?” At right, the answer ment dealers, bankers—Country Gentleman abi 
they gave. was far and away Ist Choice in every field, 





G ae 


No. | with FARMERS + No.1 with DEALERS + No.1 with ADVERTISERS 
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I by similarly large margins! 
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ANT TRAPS 


(Still made with Thallium Sulphate—world’s finest medium of ant control) 
IN ONE EXTRA-PROFIT V-DEAL YOU GET: 
2 display cartons, each containing one dozen TAT Ant Traps............ Retail $6.00 


48 TAT Ant Traps packed in bulk for refills... cteeeeeeeeeeee Retail 12.00 


FREE—4 TAT Ant Traps............... 
; Total Retail Value 


FREE, attractive 


point-of-sale material 





: DEAL #2 TAT INSECT 
> . 
; ums REPELLENT LOTION 
: SD Ge, Bete TG Pi iret ccstcvccctenstninastnct Retail $12.60 
; FREE—THREE 2-07. bottles...........ccccc. cscs: Retail 1.05 
Total Retail Value. ........ ........000 $13.65 
, 
al west no’ §=—'veun cost 

ply caren “Dealer” co ONLY 

rated) 25e each. JUMBO 

SIZE, Dealer cost $2.80 








AT LAST! A wall paper re- 
mover that penetrates wash- 
able wall paper—STRIPSOFF. 
Penetrates tough washable wall paper. 
Dissolves paste and makes removal easy. 
Better because if's wetter. STRIPSOFF 
can't harm hands or stoin woodwork. 

4 oz. Bottle makes 1 gol. Retails 50c. 
Your cost $3.60 dozen. 

8 oz. Bottle Retoils 85¢. Your cost $6 
dozen. 








Paint-of-sale meterio! available. 





0. E€. LINCK CO.,ImCc. monrciair, nN. J. 


(formerly Soilicide Laboratories) 
Manufacturers o f 
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SRE Lotte see Tea sa aaE Te ees inaan tid Usteacisaaee Retail 1.00 





YOUR COST 
ONLY 


dozen. 35¢ each. 


Sparked by a powerful advertising campaign in 
scores of key markets, TAT Insecticides ride high 
on a tidal wave of sales. You know what hap- 
pened in '44 . . . we were swamped, sold out 
before the season was over. There's no guarantee 
that THALLIUM SULPHATE will be more plentiful 
next season. Avoid the risk of being left out in 
the cold. Anticipate your needs and order today. 
Our generous V-DEALS offer you an extra in- 
ducement! Available for limited time only. 


ORDER FROM YOUR JOBBER TODAY! 


TAT 


.56 
A 


TAT FOR 








No wonder dealers are rushing 
their orders for | 4A Tf PRODUCTS 






America's first and original 
scientific ant trap. Sold on 
Money-back Guarantee. Na- 
tionally advertised. One 
dozen to display carton. 
Dealer cost $2.00 per dozen. 
Fair Trade Retail 25¢ each. 


(rary 


TAT 


INSECT 
REPELLENT LoTion 
Ketes 


* AWay *O5 
ou 
SAND Pies, Amat Tors, 


TAT Insect Repellent Lotion 
repels mosquitoes, gnats, 
chiggers, flies. Prevents in- 
sect bites. Does not contain 
citronella, pennyroyal and 
other less effective agents. 
Does not remove nail polish. 
One dozen to display car- 
ton. Dealer cost $2.52 per 
dozen. Retail 35¢ each. 


TAT 
ANT BAIT 


GARDEN ANTS 


A specially prepared 
bait in jelly form, 
contains THALLIUM 
SULPHATE. Packed in 
easy-to-handle tubes. 
Unsurpassed for con- 
trol of outdoor ants. 
Fair Trade retail 35¢ 
each. 1 dozen to dis- 
play carton. Dealer 
cost $2.80 ner doz. 
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atch hunters, 


wise in the ways of 
the bob-white, reach 
for Winchester Ranger 
Shotshells in the famil- 
iar boxes carry- 
ing the big Red 


When the War Guns 
Cease Firing... Watch 


1944, WINCHESTER REPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE co. 
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LOASED SHOT SHELLS 
smoutitss 


Quail-hunters have 
long depended on 
the game-getting, 
uniform patterns of 
Winchester Rangers 
for quick, clean kills 
... satisfying, eco- 
nomical shooting. 
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eS CK APPLIANCE WILL HAVE IT! 


le 
Ptr eR ee a 


4%, 


Mark well those two words . .. NEW and BETTER: Separately 
they may mean little when applied to manufacturing develop- 
ments. Together they can spell leadership . . . such as Delco 
Water Systems have long enjoyed. 

Delco Water System dealers, present and future, can be sure 
of one thing—that whenever new and better developments take 
place in this particular industry, Delco Water Systems will 
have them. 

Right now Delco Appliance is planning water system equip- 
ment designed to fit modern postwar homes and buildings, and 
for the modernization of older ones. And these products can be 
counted on to keep pace with industry . . . to afford Delco Water 
System dealers an expanding and profitable business not only 
in the immediate postwar period, but in the years to come. 

It will pay you to find out ifa Delco Water System franchise is still 
available in your community. Address your inquiry to Delco Ap- 
pliance Division, General Motors Corporation, Rochester 1, N. Y. 


A _ WAR HALF WON IS NOT A VICTORY. KEEP ON BUYING WAR BONDS! 
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[ Ameriaa’e Lorgest Monutecteres ot Feet ot Meeting Apotionses 


ba Sega one corre Sat 


In All These 
Magazines 








Make This Coupon Well Worth Sending! 
cece ta Wt ae 


DUO-THERM Division of Motor Wheel Corporation 

Department L-4, Lansing 3, Michigan 

| would like to have additional information about the 24,000,000 Amer- 
ican families who have no automatic hot water, and the interesting story of 
Duo-Therm dealer franchises still open in good territories. There is no 
obligation to me. 





Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION \Ggeem LANSING 3, MICH. 
Nome 


AMERICA’S LARGEST MANUFACTURER Address 


OF FUEL OIL HEATING APPLIANCES City. 


County 
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« Bath F McKinney dealers 


You’ll be a “Doctor of * 


meet postwar competition 
Water Closets” with a stock of 
FIT-ONE-FfT-ALL Tank Balls! ” McKinney’s new war work (the making of parts 

for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
proper operation on all size flush valves. ing McKinney more broadly known than ever 
before. 


Designed with a tapered seat to assure 


Made of a tough, black synthetic 
Add that to McKinney’s 75 odd years of ex- 


compound for top-notch performance. perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 


COMPACT, COLORFUL 
COUNTER DISPLAY Keep McKinney in mind for wartime building 
ars ... then talk McKinney and display McKinney 
12 Individually peck- for building after the war. 

aged FIT-ONE-FIT-ALL 


Tank Balls to the handy 
counter unit. SEE 
YOUR JOBBER TODAY. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago G 


provi 
your 
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Goulds Water Systems will provide the sound 
foundation for establishing a Goulds Water Sys- 
tem Department as an exceedingly important and 
profitable part of your future business in the rich 
rural market. 

After you sell a Goulds, its owner becomes a 
likely prospect for many running water accessor- 
ies, from milk coolers to bathtubs, from garden 
hose to washing machines. 


For your full share of this profitable business, 











Water System Department successful. 


We will furnish you with a complete program 
of advertising and merchandising and promotion 
support, including a highly effective direct-mail 
campaign to secure prospects at low cost; will 
provide you with full facilities for instructing 
your salesmen in installation work and servicing. 














depend on dependable Goulds to help make your »* 














BETTER and BETTER PUMPS... and ONLY PUMPS... for 96 YEARS 


for a Harvest of Profits 


Waiting for you to come and reap it on the farms of your com- 
munity is a harvest of more profitable business than you ever 
dreamed of. 


Among the many things that Mr. and Mrs. Farmer are deter- 
mined to buy are milk coolers and bathtubs, dairy cups and 
washing machines, stock tanks and laundry tubs, and a great 
variety of other things that all relate to one another through 
their use of running water. 


But first you’ve got to sell Mr. and Mrs. Farmer a water system 
in order to pave the way for the sale of these other things. 


By all means sell them a Goulds—for economy, dependability, 
and adequate capacity. Goulds Water Systems, in efficient, 
trouble-free service on thousands of farms, are making good 
friends and good customers for the dealers who sold them. 


They will do the same for you. 


Production of water systems is still restricted, but conditions are 
gradually improving. Just as soon as possible, we will take care 
of ail your needs for Goulds Water Systems. 


In the meantime we urge you to prepare oo get your full share 
of the enormous market that is opening up for you. 





Goulds Cid” Deep Welk 
Pumping Unit. 


Goulds Cid” Shallow Well 
Pumping Unit. 


Goulds Jet-O-Matic— 
one unit for shallow or 
deep well operation. 


| GOULDS PUMPS, Inc., Seneca Falls, N.Y. 





be ES ARE POPULAR EVERYWHERE 
of USERSOF FRICTION AND RUBBER TAPES 
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BiG JUMBO 
SIZE 59¢ 


Retails 











takes the place of dirty dust cloths 
and ae cleaning rags . . . elim- 
inates their use. 


NUTEX is easy and economical to use. . 
a handful goes a long way. 

NUTEX is a new all-purpose textile yarn comprised of 
long, soft, absorbent, white cotton threads that EAT 
dirt. NUTEX makes a quick, pleasant duty of house- 
hold cleaning, polishing, waxing and dusting. Best 
of all, NUTEX is disposable. Simply discard it after 


using. 


Sold through recognized %, 


Poe 


independent wholesalers Ht 


HAZARD INSULATED WIRE WORKS — 
Division of The Okonite Company OS 
Wilkes-Barre, Pennsylvania 


oe re - « "ne . te 
wit ANNOUNCEMENT! 
We are pleased to announce if 
appointment of ci 
MR. PAUL CRISSEY bd 
of the ROBERT B. PAYSEE 
ORGANIZATION i 
As Sales and Merchandising Manager § 
for Nutex 


NUTEX , KAupers - steuser co. 
& RUBBER DIVISION W 221 NW. LA SALLE ST., CHICAGO 1, Itt \ 
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POSTWAR 
QUESTION MARK 


All your life you’ve heard about PLYMOUTH SHIP BRAND 
MANILA Rope—now allocated to the Armed Forces. You’ve 
probably read about tough, springy nylon rope for towing 
gliders, glass rope for industry and ropes made of plastics. 


How much use there may be for these new kinds of rope is a 
big question mark. But, you can be sure of this: the leadership 
that has produced these and other amazing Plymouth develop- 
ments is ever at work seeking to improve products, and methods 
... directing every effort to the manufacture and distribution of 


the highest quality rope. 


PLYMOUTH 


THE ROPE YOU CAN TRUST 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts and Welland, 
Ontario. Division Offices: New York, Chicago, 
Houston, San Francisco. Warehouse Stocks: 
New York, Beston, Baltimore, 
Houston, Chicago, San Francisco. 


Looking up the “dangle angle” of a nylon glider 
towrope. Plymouth’s knowledge and facilities for 
rope making contributed greatly to the develop- 
ment of nylon rope for the armed services. 


This is a corner of the Plymouth laboratory . .. the 
home of innumerable rope making improvements. 
The work of the Plymouth organization in labora- 
tory, testing room and proving ground is never 


finished. 





NEW i Tue art Selling 


MmMeUCAt MOLDED PLASTIC UNITS 


AMERICAN MOLDED PLASTIC  #£=AMERICAN 


SINK STRAINER MOLDED 
PLASTIC 


HAT AND 
COAT HANGER 


(Also handy for cloths, uten- 
sils, etc., in closet, bathroom 
and kitchen.) 


Will carry the heaviest over- 
coat. Sketch shows steel rein- 
forcement for rigidity. Steel 
plate backs plastic base panel. 
Steel arm extends entirely 
through hollow hook and is 
integral with steel base plate. 
Base measures 14%”x2%4”, ex- 
tends out from wall 2%”. 
Furnished with two screws. 

Here is a strong, colorful, de- 
pendable hanger that will not 
chip nor fade. Beautiful solid 
colors. Smart new style, In- 
stant appeal wherever shown. 


Wire or write at once for illustrated deseriptive Bulletins 
and prices. 





Note cross brace rib design for greatest strength. Prevents sagging. 


Maintains rigidity. 
300 PER CENT more draining area than in ordinary strainers. AMERICAN 
BASILY CLEANED. Will not stain scratch, nor mar sinc. WiLL = Q)AOLDED PRODUCTS SALES CO. 


NOT RUST. WILL NOT CORRODE. Retains original handsome 
finish. Light and easy to handle, and—made of tough plastic for 1758 N. Honore Street, Chicago 22, Illinois 


longest service. Telephone: ARMitage 3045 


<2 
MP ans . 


most effective, labor-saving way to rid 
livestock of grubs, wolves or warbles, lice, flies, scab, skin 
diseases, etc. Saves hides! Saves fences! Saves labor! Is 
always on the job. Allows livestock to treat themselves 
when and as needed. Used by leading livestock producers 
and feeders everywhere! 


Aduertisedin act. tue BB Oe ew ee 


Here is the proved, 


t such immediate 


LEADING LIVESTOCK PUBLICATIONS [Resa i-R MMM aS Eo 

As a result of intensive national advertising [RARE RnTIaRT himtart= ty Tlants| Pi tanent mn tT 
continuously for more than 2 years... such was the case with Automatic Currying 
there’s a ready-made demand for Automatic [IRsgmMsMs sisi )msistsAiii asia: sia taeiaiien 
Currying and Dipping Machines in your ter- ~ apc nalinegse ape eres ae . 
ritory! DEALER FRANCHISE PLAN 
Write Today For DESCRIPTIVE FOLDER and MIRAI Ohh Mas Bal el 


ish i 


DEALER FRANCHISE PLAN eres ee ee ee * ee 


‘EQUIPMENT MFG. CO. pepr. 60+ Riaegisran yr tar anne than 


iy aw 28 HF 
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* ASK our veterans 
returning from the far 
corners of the globe 
and you'll find that the 
CRESCENT WRENCH wears a lot of 
ribbons too. It has worked on everything 
from bulldozers to bombers ... on more 


than one occasion it has spelled the 


difference between getting back and 


getting “taken”. 


Someday, this famous Crescent Wrench 
will be back at work rebuilding for Peace. 
In the meantime, make the ones you 
have last. Available Crescent Spare Parts 
will keep them working. 





NOVEMBER 23, 1944 





The edge, after all, is the business end of a tool; 
and only craftsmen of long experience grind 
the cutting tools for which Briddell is famed. 

“Pooh,” Foreman Jimmie Stephens might 
say, “it’s no trick to put an edge on a Briddell 
tool when you always get fine steel, correctly 
tempered, to work on.” But Jimmie’s modest. 
For over 25 years tool-grinding has been his 
specialty at Briddell’s; and his unique “know- 
how” is reflected in every cleaver, fish splitter, 
jungle knife, every cutting implement Briddell 
puts out. 

Down here on the Chesapeake there’s a firm 
where craftsmanship counts. All through the 
Briddell plant quality is the big idea. Nobody 
for one minute forgets that the tools made here 
are destined to help other folks make a living. 

Flag awarded January 4, 1944 


Star awarded June 24, 1944 x 


WARTIME MAKERS OF ROCKET PROJECTILES 


INC. 


YH < 





7 T ~ - 
j - 5 a, m 
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Crisfield, Maryland + Craftsmen in Metal since 1895 


ie 





After the war, when merchandise is plentiful, people 
will again demand products of known merit—bearing 
trade-marks of manufacturers they know and trust. 


That’s when a good name like Schlueter’s DE LUXE 
Quality Heavy Metalware will prove its value to you 
... helping you regain your post-war trade, winning 
new customers, making sales easier, more profitable. 


Right now, of course, Schlueter’s DE LUXE Metalware 
is not available because all of our energies and manu- 
facturing facilities are serving Uncle Sam. But when 
we are again able to manufacture civilian goods, you 
may be sure that every item in our extensive line 
will uphold the reputation for quality products which 
Schlueter has enjoyed for years. 


In making plans for your postwar metalware inventory, 

remember the store prestige and sales power of a 

good name, a well-known trade-mark, a guarantee of 

quality. And with inventories as low as they are today, 

you have plenty of opportunity for a fine postwar start 
_by stocking such dependable, salable mer- 
chandise as Schlueter’s DE LUXE line of 
metalware. It's a good name to have on 
your metalware. 


CHLUETER 


MANUFACTURING CO. 
ST. LOUIS, MO. 
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The “U” Plan for “V” Day inaugu- 
rated over a year ago was the first 
indication of Universal’s forward 
march to market. Full page color 


14 national magazines delivering 
more than 40 million “U” Plan 
messages to consumers. Over 16,000 dealers are 
taking advantage of the “U” Plan Local Promo- 
tion Program and its supplementary services such 
as the “100 Letter Plan,” the “Dealer’s Digest,” 
Store Planning, Planned Selling and Sales 
Training. 
Universal's Own Planning for “V”" Day 


While offering dealers a systematic, down-to- 
earth post-war plan, Universal has also been busy 
putting its own house in order. Personnel and 





advertisements are now running in, 





physical plant facilities in every department have 
come in for careful consideration. New products 
have been added to Universal lines—old models 
have been eliminated. Universal housewares and 
appliances have been completely redesigned for 
post-war production. 


Ask your nearest Universal Distributor for a pre- 
sentation of “FORWARD MARCH TO MARKET”—the 
fascinating story of Universal’s preparation for 
post-war appliance selling. Find 
out how you can secure the 
valuable Universal franchise in 
your community. 





Universal Electric Appliances 
Distributed in Canada Exclusively by 
Northern Electric Company, Ltd. 











RLANDERS, ERARY& Gt 
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A Complete Line 
of Extra-Value 


LINOLEUM 
SUPPLIES 


For the home and commercial user, here is every 
item in linoleum adhesives and accessories for which 
there is a real demand. Packaged in convenient 
units. Priced to allow full margins for you and at 
the same time unusual value to your customers. 





LUCKY jot 
HIS MOTHER 
IS GIVING 
THEM HER 


AUTOMATIC f 


LAUNDRY 
QUEEN 


WASHER! 





me 


Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 


UECEM 








Lino Wax—Self-Polishing Floor Wax 
Linoleum Paste 

Waterproof Cement 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 
Asphalt Emulsion 

Cut Back 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 
Semi-Saturated Felt 62 Lbs. 
Semi-Saturated Felt 42 Lbs. 
Combination Linoleum Felt 42 Lbs. 
Dry Linoleum Felt 34 Lb. 

Asphalt Tile Cleaning Powder 
Dehydrated Linoleum Paste 


WRITE TODAY! 


For complete price list and name of nearest distributor. (Dis- 
tributor's Note: Some territory still open—write fer details.) 


INO-PASTE CO. 


1948 CARROL AVENUE 
CHICAGO, ILL. 


oe exclusive makers of linoleum adhesives 
in the country” 
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Kryocide (Straight) 1 —S= SS - 
a 2 - -- ee a 
wh . 


Kryecide D-50 (ready-mixed) 
1 lb. shaker can 
Also in 3 Ib. begs 


is every 

for which 
nvenient 
1 and at 
ers. 


Kryocide—Natural Greenland Cryolite such as 
government agricultural authorities recommend 
for pest control—has proved its economy, effec- 
tiveness—proved its’ worth for years with large 
truck growers from coast to coast... proved its 
worth to thousands of victory gardeners. NOW LET 
KRYOCIDE PROVE ITS SALABILITY TO YOU! 


Twice as many large growers used Kryocide in 
°44, as used it in °43. And a brand new market— 
the home gardener—has “discovered” Kryocide. 
Finally Kryocide is backed by hard-hitting, per- 
sistent advertising. Kryocide ads appear regularly 
in farm and garden sections of metropolitan 
newspapers—in state farm papers—in ten lead- 
ing garden magazines reaching nearly 4 million 


readers. 


So stock up with this fast-selling garden insecti- 
cide. Don’t delay...order your supply of 
Kryocide early. Write to Dept. HA. 


PENNSYLVANIA SALT 
MA 


N F CTURING C PANY 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


New York « Chicago « St. Louis « Pittsburgh ¢ Cincinnati * Minneapolis « Wyandotte * Tacoma 
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PROMPT 


DELIVERIES! 


LINE-UP 
PROFITS 
SALES 

WITH THIS 


LINE-UP 
OF 
FULLER 








~ 





$106 Assortment 


TOOLS 


| 


$950 Wood 
Chisels. 25¢ each 
Retail. Natural 
Hardwood han- 
dle with steel 
butt. Finest chisel 
tool steel. 


$839 Amber 
Handle Wood 
Chisels. 50¢ 
each Retail. Fin- 
est chisel tool 
steel. 


$249 Mar-Proof 
Amber Head Mai- 
lets. 49¢ each Re- 
tail. Genuine Hick- 
ory handles. Soft 
face amber head. 


£X877 Assortment of 24 
Screw Drivers. 10¢-35¢ 
each Retail. Unbreakable 
amber handles. Tool steel 
blades. 


of 2 doz. Solid 
Grip Steel Butt 
Screw Dr : vers 

x ch Re- 
i} eS Hard- 
wood handles. Tool 
stee! blades. 


























FULLER TOOL CO., 207 West 25 St., New York 


NEW YORK REPRESENTATIVE: A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
a, Fale haan Lynn-Paul Associates, 219 No. Jefferson St., Pee mM. 


IM CANADA: Fuller Tool Co., Ltd., 404 St. Heary St., Montreal 3, P. 





HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
Pe kind. 


“A cmp” 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The ex- 
clusive ball bearing feature 
makes ““Acme’’ the out- 
standing caster of the trade. 


The manufacture of “Acme” an will 
the We 


BALL CONTACT 
WITH FLOOR 


THE SCHATZ MANUFACTURING CO 


U.S.A 
EPRESENTA vets 
Tower * Ch 

e| 7 


HARDWARE AGE 




















QUALITY that brings you 
REPEAT BUSINESS 


Sell your customers on the last- 
ing satisfaction of “ShurEdge” 
quality cutlery. Fine, high car- 
bon steel, hand-grodnd to stay 
sharp longer... plated in bright, 
easy-to-cleaan chromium... 

smartly styled handles for com- 
fortable, effortless use. 
















Millions of readers 
see “ShurEdge” 
Cutlery advertise- 
ments in The Sat- 
urday Evening 
Post, Liberty and 
House Beautiful. 


CUTLERY 


Pocket eral) 


for Ail Uses 


sold 
Quality Household 


Sportsman's Cutlery 











BOOK ENDS, Colored Beautifully 


Completely illustrated price list Z sent to any HARD- 
WARE DEALER on application. 


We carry a complete line of GIFT GOODS ranging in 
price from $1.80 to $90.00 per doz. 





LARGE ASSORTMENT OF 




























NO. 4099Z COLLIES. 634 inches high, 
weight 32 Ibs. to doz. pairs. $18.00 per 
doz. pairs. Packed 1/6 doz. pairs in 
carton. 


From $18.00 to $45.00 per doz. pairs. 



























115-119 Z 
South Market St. 
Chicago 6, Ill. 
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p THE LUCKY DOG KIND. 





Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 


duction difficulties. 


it is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home froat 


and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 
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These strong, protective work gloves are the product of an 
one of America’s largest textile mills. They are Riegel- 
controlled —in one plant — from raw cotton to finished 

glove. This single close supervision of every detail wR 

results in unexcelled quality — durability — economy. Ie’: 

Sold by Leading Wholesalers flo. 

po: 





"The Right Glove See 23) For Every Job” 








RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 
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eo THE IDEA THAT 


PUTS MONEY IN YOUR POCKET! 


A $6,000,000 ADVERTISING PROGRAM and the soundest 
idea in merchandising history will help you cash in 
on the postwar market for 12,000,000 Gas Ranges. 
The merchandising idea is the famous “CP” Seal*. 


GAS RANGES BEARING THIS SEAL will be built by 20 manu- 
facturers to meet the highest performance 
specifications of engineers and home economists of 
the entire Gas industry. But that’s not the only 
exclusive feature. Every “CP” Gas Range will be 
tested by independent laboratories to provide a certified 
and recognized consumer buying guide. 


write ropay for the big “CP” Business Building Kit! 
It’s packed full of sales helps and ideas to increase 
floor traffic now and build profitable prospects for 
postwar sales. 


*Registered Trade Mark of the Association of 
Gas Appliance and Fquipment Manufacturers 


THE FLAME THAT WILL BRIGHTEN YOUR FUTURE 
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A-B STOVES, INC. 

AMERICAN STOVE CO. 
CALORIC GAS STOVE WORKS 
CRIBBEN & SEXTON CO. 
DETROIT-MICHIGAN STOVE CO, 
THE ESTATE STOVE CO. 


These Leading Manufacturers Will Build 
Matchless “CP” Gas Ranges For You 


O'KEEFE & MERRITT CO. 

ROBERTS & MANDER STOVE CO. 
GEO. D. ROPER CORP. 
STANDARD GAS EQUIPM’T CORP. 
THE TAPPAN STOVE CO. 
WESTERN STOVE CO., INC. 


GLENWOOD RANGE CO. 


JAMES GRAHAM MFG. CO. 
GRAND HOME APPLIANCE CO. 
HARDWICK STOVE CO. 


IN CANADA 


CLARE BROS. & CO., LTD. 
GURNEY FOUNDRY CO., LTD. 


A. J. LINDEMANN & HOVERSON CO. MOFFATS, LTD. 


MAIL COUPON FOR YOUR “CP” KIT NOW! 

















Assn. of Gas Appli and Equip 
60 East 42 Street, New York 17, N. Y. 


I'm interested. Please send me the “‘CP’”’ Business Building Plan Kit. 
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Runs rings around the field. Farm Journat—the largest, best 


known rural magazine—reaches 2,500,000 prosperous farmers, 
influences the buying choices of 10,000,000 people. In two 
counties out of three Farm JourNAL has more readers than 
Life, The Saturday Evening Post or Collier’s. 


FARM JOURNAL Fin: Wz 


Washington Square, Philadelphia 5 Graham Patterson, Publisher 
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Official U.S. Navy photo 


LANDING CRAFT 
must have ROPE 


Rope is an implement of war. The ever-increasing wartime fleets carry 
more than a normal store of lines . . . and miles of rope must go ashore 
with all invasion troops. 


Rope is on the sea ... on the land . .. and in the air. The Barrage Balloon 
over the heavily-loaded “Rhino Ferry” is harnessed with rope. 


All hands at Columbian Rope share in the momentous task of supplying 
rope to the demands of war. 


COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” N. Y. 


COLUMBIANXoze 
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Ta-pat- 
fitting- 
free us 
Prever 
Give a 
ible. 
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advertisement runs the risk 


of being called a “stunt!” 


It’s an advertisement that is suggesting you do not buy. 
Instead of urging you to action, it is advising you to wait. 


T ISN’T A “STUNT.” It is written in real 
earnest. And it does counsel against buying. 
It does urge you to wait. 

The timeliness of this advice is obvious, we be- 
lieve. For the gradually increasing production of 
civilian goods is bringing into the market adven- 
turers in new trade marks and opportunists in 
merchandising. 

While the manufacturers of products long 
established as standards in their fields continue to 
carry on the lion’s share of the burden of war pro- 
duction, opportunists are entering many markets. 
They can do this, at the moment, with almost no 
resistance from the strongest brands or the most 
traditional quality. 

The conditions that make this possible will pass 
away however, and the names, and products upon 
which dealers have built sound retail establish- 
ments will enter the field again. 


It should not be necessary long for a dealer to 
maintain a buying policy of expediency. Expan- 
sion of inventory with merchandise whose sale 
represents a detour from past experience may not 
prove to have been wise when such products are 
called upon to face the faithful quality and pub- 
lic prestige of the war-occupied “old timers.” 

Ta-pat-co will be back. It will be back with a 
line improved by innovations and war-developed 
advancements. It will be worth waiting for— 
worth a policy of limited buying now in the inter- 
ests of a constructive approach to the promising 
postwar market ahead. 

So we urge—on your behalf, on our behalf, and 
on behalf of every other war-producing “old 
timer” —hold back the buying and keep up the 


waiting just a little longer. 


THE AMERICAN PAD AND TEXTILE CO. 
GREENFIELD, OHIO 


Ta-pat-co advertising still talks to its millions of consumer friends 


regularly. The latest current advertisement is reproduced on the 


opposite page, 


5 


Ta-pat-co life-save vests—snug- 
fitting —light—flexible—permit 
free use of body. Double-bend 
Prevents binding. Vent sides 
give access to pockets. Revers- 
ible. 
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Added ‘to the famed Ta-pat-co 
sleeping bag line is this new war 
baby —the JUNGLE HAM- 
MOCK. A perfect answer to 
nights in the open — any time, 
anywhere. 


The live-save swimming aid for 
the kiddies. Mother needn't 
worry when Johnny or Jane pad- 
dles about in a Stay-A-Float. It's 
a feature item. 


Approved buoyant sports life- 
save cushions. Gay in color. On 
the porch or lawn, in the field 
or on the water, they spell com- 
fort and safety. 





How much REPAIR WELDING 


GOES ON IN YOUR TRADE AREA? 


Today arc welding is being used around homes, farms, garages, 
etc., for the repair and maintenance of all kinds of metal parts. 
It is depended upon as never before to keep what they have in 
service. Now, instead of losing time in waiting for replacements, 
welding is used to rebuild and hard surface .. . getting the 
article back on the job in a matter of hours . . . and at far less 
cost than new parts. hy 


P&H provides welding electrodes 
for all repair “and maintenance 
welding requirements -——for use 
on any job... any make of 
welder . . . any kind of metal. 


General Offices: 4616 West National Ave., Milwaukee 14, Wis. 


NISCHFE: . 


TION . Aap 
ANG WELDERS « aie Cae MOTORS ~ HOISTS - WELDING ELECTRODES 
$a 


Canadian Distribution: The Canadian Fairbanks-Morse Co., Ltd. 


P&H alse builds a complete line 
of AC and DC are welders 














WIRE ROPE CLIPS | 


@ Wire Rope Clips are made in a full range of sizes, 
galvanized or japanned finish. Lamson nuts fit U- 
* bolts accurately. Malleable iron saddles have stand- 
ard “bull-dog” grip. Wire Rope Clips are packed in 
bulk in kegs for stock for your jobber’s distribution. 

A copy of the Lamson “Ready Reference” List, a 

handy visible indexed catalog and price list, is ready 

Jor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 


| 
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Superior 
Features 


1 A Parallel Action 
2 Open Throat 
3 Compound Leverage 


Dealers—Do you have our catalog? 


ne vu. SGHOLLAORN cour 


P. O. Box 1944, New Haven, Conn. 
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ROYAL HEATERS have been a prized pos- 
session for many years in thousands of 
homes. Increase your profits by focusing 


your sales on ROYAL GAS HEATERS. 
Write for complete information 


CHATTANOOGA IMPLEMENT & MFG. CO 


CHATTANOOGA Gh, TENN 
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SELL “PENNVERNON” 


... not just “Window Glass” 


FOR QUALITY WINDOW GLASS, the build- 
ers of the Whitesboro Central 
§$chool, Whitesboro, N. Y. chose 
Pennvernon. The freedom from 
distortion and the brilliant sur- 
face finish which fit Pennvernon 
Window Glass for exacting jobs 


like this... + 


Stig a. 


Architect: A. RF. Gee ; oe. 
rt. 


INSURE SATISFACTION for your cus- 


tomer when you sell him Penn- 


svernon Window Glass to replace 


broken panes like this. 7 


Sell Pennvernon ... the win- 
dow glass that has made a name 
for itself! 


PENNVERNON Window glass 


PITTSBURGH PLATE GLASS COMPANY 


GRANT BUILDING, PITTSBURGH 19, PA. 


"pirrsBuRGH’ stands for Quality Glass and tint? 
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THE FORTIFIED 
RED SQUILL 
FORMULA 
does the work! 


- « « Gnd the attractive 
—— QUICK-DEATH 
Counter Display makes the 
sales! Here's the quick 
easy way to sell a non- 
poisonous rat killer that's 
proving the quick, easy 
way of killing rats. 2 of 3 
cards can advantageously 
be placed throughout any 
store—and you ri up 
$1.80 profit per card. For 
quick, steady self-selling, 
don't delay featuring 


Quick's 
QUICK-DEATH 


“OS Made by Suick—t Does the Work” 
cick Seirk's Sect Remover 
4 Quirk's Lacquer Thinner 


And other Quirk Household and Auto Specialties M Q li , li 2 C tf u h d b M t ; 
eans Quality...Delicious Coffee Untouche eta 
Order Now from Your Jobber, or Write for Literature y : J 
DOMINATES for Eye Appeal, Advertising, Price-Maintenance 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO CORY GLASS COFFEE BREWER CO., CHICAGO 10, ILLINOIS 








WHAT DO PEOPLE WANT MOST 
- IN THEIR POST-WAR HOMES? 


92% want the latest 
clothes closet tixtures 
according to a recent 
survey. K-Veniences 
are the answer with 
over 40 metal fixtures 
(for all apparel) that 
double the hanging 
capacity of any closet. 
Also roller tracks for 
sliding doors, adjust- 


Rx for PROFIT! 


Quality products — highly specialized for lubricating 
efficiency 

plus outstanding merchandising packages—Motor Oils 
in 5-gallon UTILITY CAN, 1 and 5-quart lithographed 
sealed cans—15, 30 and 55-gal. steel drums. Miscellane- 
ous Farm Oils and Fly Spray in 1 qt., 1 gal., and 2 gal. 
oblong screw cap cans, 5 gal. Utility Can and drums. 


plus aggressive current selling promotion. That's the 
APEX formula for hardware dealers to make money 
selling oils and greases. Write or wire, giving name of 
jobber. 


Jobbers in 40 states, Canada and Mexico sell APEX Products. 


able shelf supports 
and extension drawer 
slides. At Hardware 
and Building Supply 
Dealers right after the 
war. In the meantime, 
include K-Veniences 
in your plans and— 


Buy More War Bonds! 








: b stented ay This advertisement is appear- 
ax “hee age, Sheet - hicar ing in Building Publications. 
APEX Ol PRODUCTS CO. Pe KNAPE & VOGT MFG. CO 
ee ae be GRAND RAPIDS, MICH 


eee cago 
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WET eels 


Your customers need So-Lo NOW! If you haven't .. 5. kit contains 
already set up your display of So-Lo, get it on your large can of So-Lo 


s * Plastic, tube of So- 
counters and in windows at once. ‘a Saas Theat Ret 


ber Cement, and 


Don't Miss Sales, Profits **:= 


Check your stock of So-Lo today and rush your order if 
you need a supply. 


NATIONALLY ADVERTISED 


FEATURE 





























7 FOR PROFITS 
So-Lo is a household word in Saturday Evening Post For 15 years So-Lo has been the MILLIONS USE 
millions of homes, factories, Collier's quickest and best way to repair So-Lo for 
ofices, repair shops, and on Good Housekeeping aeything se of cabbies, loci, 
millions of farms. One happy. Better Homes & Gardens So-Lo to millions of new users, 
user tells another. And year Country Gentleman suddenly faced with the need to 
ft Seta tan & d Farm. Journal keep in repair their rubber tires, 
a  ~=—s Sornar's Sarnter shoes, raincoats,” boots, and hun- 
vertised in the key magazines Pathfinder dreds of other articles. <More than 
to tell the So- 1 20,000,000 packages of So-Lo have 
« “ : es ar a Popular Mechanics been sold. For you, So-Lo means 
latest merica. So-Lo ads make Parents Magazine certain, constant profits —AND 
cures sales for you. A partial list Popular Science NOW YOU CAN GETALLTHE | and all articles 
ecent of the magazines currently Outdoor Lif So-Lo YOU CAN SELL—IM- genet a 
‘- . MEDIATELY! Act now to stock ee 
or used follows: Grit and many others up with So-Lo! . 
wi 
‘tures S L 
me me CHECK YOUR LISTINGS for these other YO-LO PROFIT-MAKERS 
ae PORCELAIN GLAZE : 
i STAIR TREADS CfrmasSEH] Whitens chips THE COMPLETE LINE 
Dorts » *Waterproof cracks, dark ? ad 
ware K * Non-Skid 4 a | lain or enam- includes: Liquid Solder, Wood Glue, 
wig N *Easy to = ¥ eled surfaces. Pot & Pan Mender, Wood Plastic, 
ie Apply Retails _...10c Pipe Joint Compound, Linoleum & 
ogre ése FLAT ;, Stair Tread Cement, Fix-Iron, Auto 
raha Retails.. 1c es BLUE BOND Cement, Airplane Cement, etc. 
1 IN 
onds! + sd ig ” ie RUBBER Order These and Other Profit 
a t 9x18 NOSING CEMENT Makers from Your Jobber 
Retails.. 20c WORLD'S LARGEST 


ations. Ba 924,Nosine ee SELLING RUBBER | So-Lo Works 


A BIG a INCORPORATED 
SELLER! RETAILS LOVELAND, OHIO 
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PAPER TWINE 


MADE BY 


FITLER 


Smooth— 
Strong— 
Flexible 


Made from Strong 
Northern Kraft 
Twisting Paper 
and sold under the 
Fitler Trade Name 


“WOOD FIBER TWINE" 


7 
PUT UPS 
On Wood Reels Approx. 50 Ib. each © In Strand Form M/E 
Coils 100 Ib. each © In Balls 5 and 10 Ibs. each 
e 


THE EDWIN H. FITLER CO. 
Manufacturers of 
Quality Rope for Over a Century 
ESTABLISHED 1804 
* 
MAIN OFFICE 


5625 Tacony St., Philadelphia 24, Pa. 














"tures plus Matehless 
It's the Quality line that leads in sales 
, from coast to coast. 


FEATURES THAT SELL 





They 
Seleable difference. . 
WRITE FOR LITERATURE 


FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


Ald, Deehen Rests tase Gio oie bet Gey ae Se 
and Blue Flame Pilot Light. unequalled burner performance plus the 
= 5 ol eae d aoe 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave., Chicago, lil. 3625 8. Grand Ave., Les Angeles, Calif. 











GIMLET POINT LAG BOLTS 


@ Lamson gimlet point Lag Bolts penetrate wood 
faster, bite quick and dig deep with hand starting. 
Carefully rolled threads insure uniformity of size. 
Shanks are uniform, concentric with threads and 
heads are true and square. Black finish or galvanized. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 








With the dawn 
of the new day, 
Wright Wire 
Products, im- 
proved by les- 
sons learned in 
the war, will 
meet every re- 
quirement of 
quality and 
service. 


GE WRIGHT iniceco 


WORCESTER: MASS. 
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Utel / NO WHEELS? 


Silly. Isn’t it? Imagine buying a modern car— 


with a superb power plant, but... no way of 
realizing its “end use”— transportation. 

Clean, dry, ironed’ clothes are the “end result” 
that people expect from the home laundry oper- 
ation. Many postwar 


buyers of home laun- 


effortlessly — and then tackle the toughest two- 


thirds by obsolete methods. 


Those buyers who contact a Blackstone dealer 
won't have to. And this dealer’s unit sale, inci- 
dentally, will be approximately three times that 

* of the dealer who 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. sells just washers — 


A Divison of Jamestown Metal Equipment Co., Inc. 


“instead of every- 





dry equipment sim- 


ply won’t be satisfied 


thing for the home 


ST D1 DCUCTONE km 


PRODUCT 


oF 


AMERICAS OLDEST WASHER MANUFACTURER 





NOVEMBER 23, 1944 











HALF-A-CENTURY ON A DOOR 


| This is the Time 
This is one of 


the hinges that for 


swung the big 
front door of HOPPE *S ™ 

the old Bank of fe G 
Manhattan, 


40 Wall Street, This is gun cleaning time. The time when gun cleaner 
New York City, sales are at their peak and there's nothing better 
from 1880 until than Hoppe's No. 9 for removing primer, powder, 
lead and metal fouling, or preventing rust and pit- 
ting. All shooters recognize these facts. So— 








the old building 
made way for the 


present one. Cash in NOW on 


The hinges are 
still in excellent HOPPE ADVERTISING 


si 2 Keep Hoppe's No. 9 Solvent up in front. Put 

Hoppe’s Gun Cleaning Patches, Hoppe's Lubricat- 
ing Oil, Hoppe’s Gun Grease and Hoppe's Gun 
Cleaning Packs, with the Solvent and make a real 


display. Now is the time ¢ the harvest of de- 
seteaaviens attend ” SOMMER mand “net Vesas Advertine: bas ‘en ak oo. 


vated th hout th . Products 
NOW and )BOMMER( POST-WAR | ceoy:tp ebteln, Onder teeur iiug Jeler Soe. 
| FRANK A. HOPPE, INC. 


BOMMER SPRING HINGE CO. Inc. Brooklyn, N.Y Tl ost9a North Sth SF. Philadelphia 33, Po. 
Chicago Sales Office: 180 N. Wacker Drive 






































The 


‘HYDRO-COMMANDO’ 
RAINCOAT 


Sold Exclusively thru 
Hardware Dealers! 





A YEAR-ROUND SELLER — 
MEETS STRONG DEMAND AT 
LEAST 8 MONTHS OF THE 


4 YEAR 
Duration Zuality | . 

Until R/M Woven Glass and woven asbestes wicking can be had For Fishermen, Hunters, Farm- 
again, R/M Tri-Ply Wicking will do...and do very weil. Here's why: ers, Industrial Workers, ete. 





1. Hard outer ply resists wear and tear. Equally Suitable for Street 
2. Middle layer of c:imped asbestos felt sends fuel Weer. 
racing-to-the-rim. 
3. Inner layer of soft asbestos paper keeps fuel-supply STURDY — WATERPROOFED — Also 
uniform. Unique in that it will not crack, 
4. Rippled construction permits wick to be rolled without stick or mildew—Will not harden HYDRO-TEX APRONS 
buckling. in cold weather—Always soft and ee a 
5. Tri-Ply construction effects complete fuel-vaporization. pliable—All seams double turned ustrial, Ma- 
of K mo se 8te e against leakage—Smartly Styled chinists’ and Laboratory 
R/M Tri-Ply Wicking comes %", 1", 1", and 1%" wide— > cinatscieiak. Giiew Grasien-te eet. Wateatio—Rete- 
ge ’ icals—vari- 
SIX FEET TO THE BOX, 12 boxes. to the carton. Also in cartons | dividually patiinged. as Gates Ga 


of 100 feet. Ask your jobber. 
| | PRICED RIGHT FOR THE HARDWARE TRADE 
Distributed thru Jobbers 


aaa TEX CORP 564 WEST ADAMS ST 
ie s CHICAGO 6, ILLINOIS 
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BESTOS-MANHAMTAN, INC. 
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A lot-.of industrial distributors 
are doing some tall thinking 
these days. Maybe it goes some- 
thing like this: 

We're all in the midst of the 
most turbulent mess this old 


world has ever brewed. Your 


customers have been yelling 


bloody murder for delivery—de- 


livery — delivery — and you in 
turn have been singing the same 
wail to your suppliers. 


The going is still tough—but a 
little sunshine is beginning to 
show around the edges. 


Perhaps the stresses and 
strains of trying to keep afloat 
during a global war have thrown 


a new light on post-war align- 
ments. 


Maybe it would be worth 
while for you to check into the 
DURO Story—and learn how this 
organization did its level best to 
treat its distributors fairly during 
the most feverish sellers’ market 
the world has ever seen. 


Maybe it would be profitable 
to learn why the _ statement 
“DURO design means better 
value for your customers” is a 
fact and not just a selling story. 


Out here at DURO—where our 
facilities are devoted exclusively 
to the making of quality tools— 
there are some important things 
in the making—things that can 
mean a great’ deal to any dis- 


tributor in the light machine tool 
field. 


So—before you choose up 
sides—it will pay you to hear 
the DURO story. Just drop us a 
line—and we'll arrange it. 


DURO “VOOlLS 


‘ 1-2 On > @ Oy B uy OR OF Fame OP O'S E-P EOR | 
ig GRE a DURO METAL PRODUCTS CO., 267% N. KILDARE AVE.. CHICAGO 39, ILL 


ALSO MAKERS OF DUROQO HAND TOOLS 
ILLINOIS 


RE AGE 
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GOOD NEWS 
ALUMINUM SOLDER 
for Immedtate BITITIAD 


DISPLAY CARD PACKING 








Automobile Repairmen—Aviation Mechanics—Radio 
Workers — Pattern Makers — Non-Ferrous Metal 
Workers — and For Quick Repair of Aluminum 
Household Utensils. 


Prompt delivery on Lenk Aluminum Super-Solder. For all aluminum 
to aluminum or brass, copper, etc. bonding work. No acid or flux 
needed. Low melting point... high 
tensile strength . . . virgin metals. 









USE LENK SOLDERS 
AND SOLDERING 
EQUIPMENT 








Type 2001 The ‘'Tripiex” 





The greater part of our production is still going into the war 
effort where most types of Chicago Spring Hinges are used in 
plant construction and for the ships of our Navy. After Victory 
many types not now available will again be ready for distribution 
through the hardware stores of America. 


Chicago Sy} Spring ‘Hinae Co. 


CHICA NEW YORK 

















Soldering Equi 


Simce 1919 Paary “Ye 
ADORESS: Post « OFFICE BOXER cs : 









































Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


LINOLEUM 
PASTE 
Ready for use 


for laying and 
patching. Also 








TIGERGRIP 


No. 101 





= Triple-Tread Steel Wheels 
MTD) becrds and eair 
treads. 
Packed: Youth of Yesterday Say: 
Pinte—Quarts—Gallons “CHICAGOS” pack speed, health and 





° smooth sailing. They enjoy these 
tons. Also 2—5—I0-Ib, Bags. famous Roller Skates today in many 
lands. They like their smooth running, 
CONSUMERS speedy action and long life. Their 
CRACK children, too, will know this high 
FILLER iy. DAInT BRUSH regard for“CHICAGO” Roller Skates. 


OR WOOD PUTTY 


Mixes smooth, eicitanes 
dries hard and | ; STYING eet 


The Old Reliable 





stays put — will 
not chip, crack, 
shrink or peel. 
Fille holes, cracks or breaks 
in wood, stone, etc. 
5-oz. and 1-lb. cartons. 


When skates are again available you 
can recommend “CHICAGO” Roller 
Skates, knowing their performance 
will back up a champion’s choice. 

















CONSUMERS GLUE COMPANY CHICAGO ROLLER SKATE CO. 
SINCE 1906 er Skotes for Over 40 Years 


ST. LOUIS [18] MISSOURI 4456 WEST LAKE STREET CHICAGO, ILLINOIS 
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it’s Just Human Nature! 


OU can’t blame a fellow for 

letting his enthusiasm enlarge 
harmlessly reports that are pleas- 
ing to him. Sure, the fish that got 
away is always a big one. Hunting 
trips are always more pleasurable 
as they are re-lived. 

And so it is with good news! 
























L&H PRODUCTION IS NOW DEVOTED 
TO MAKING THESE WAR GOODS: 





trical control cabinets; containers for bomb 








parachutes; cartridge belt webbing: assembly 
of air compressors on U.S. army trucks; steel 
cases for truck tools and parts; Kadar parts. 





— 


NOVEMBER 23, 1944 





7 


Pins for tank tracks; anti-aircraft shells; elec. tos 


We’re getting a lot of mighty wel- 
come news from overseas. We’ve 
had some welcome news from the 
War Production Board, permitting 
the manufacture of a limited num- 
ber of gas and electric ranges — 
where it will not interfere with war 
work! Yes, there will be some 
ranges and stoves made — but un- 
fortunately not nearly so many as 
most people want to believe and 
are actually expecting. Here at 
L & H, war production comes 
first — and it will as long 

as we have a war to win. 









This same condition exists in 
many large plants. 

We're sure you put winning the 
war above all else—as we do here 
at L&H. So let’s all try to make 
the housewives of America under- 
stand why civilian goods can’t be 
rushed on the market — and ask 
them, too, to be patient. As the 
manufacture of civilian goods in- 
creases, L & H will produce its 
share. We’re on the road to Vic- 
tory! Let’s do all we can to 
speed the day when our 
boys come marching home. 


‘Noa 


A. 3. LINDEMANN & HOVERSON CO. 


Since 1875 
Sot MILWAUKEE, WISCONSIN 


gus ALCALRE 


Manufacturers of ELECTRIC RANGES + ELECTRIC WATER WEATERS © GAS RANGES + OIL STOVES + PORTABLE OVENS + GIL NWEATERS + Wicks 
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A oe 
No. 399 


TWO POPULAR 
STEVEN’S LEVELS 


Stevens No. 399 Torpedo Level, Black walnut, 
highly polished, one level, one plumb, one 45° 
vial. Plated steel top plate. Weight each 3 ozs. 
Weight per doz. 24 lbs. List price, each: 75 
cents. 

Stevens No. 400 Torpedo Level. Beautifully 
finished in natural cherry. One level, one 
plumb. Plated steel top plate. Weight each 
2% ozs. Weight per doz. 244 lbs. List price, 
each: 50 cents. 

When victory is won we expect to present a 
complete line of “precision built” levels, made 
of wood and the various metals. Keep STEVENS 


in mind. 


E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 


No. 400 





=) 













































AVENT 
Flue Stops 


Note the Modern design 
which eliminates unsightly 
flue openings found in most 
kitchens. Note also the 
modern construction; while 
used as a flue stop— 


FRONT VIEW 


They Air Condition the Kitchen 


by allowing the natural chimney draft to remove all 
cooking fumes. Avent Flue Stops appeal to house- 
wives because made in colors to harmonize with any 
kitchen color combination. Fit any size flue opening. 
Made to last of heavy ga. steel 9% ins. in diam. 
Colors: Green, White or Ivory Enamel. 1 doz. in car- 
tons. Send for complete literature and trade-prices. 
Available for immediate delivery. 


THE 
METALOID 
COMPANY 


5815 Kinsman Rd. 
Cleveland 4, Ohio 


which fit any size opening 

















REAR VIEW showing fasteners 














THERE COMES 
=——' A TIME 


When a Roof Can 
Cause SOMEONE 
Considerable Trouble 























NUROOF 
ROOF SAVER SERVICE 


A quick out—a lasting solution 
to roofing troubles. 


Used by thousands of the 
nation's industries. NUROOF 


has become an essential prod- YOUR 

uct. An asbestos liquid roofing 

... it gives year-round service HARDWARE 
... GUARANTEED 10 YEARS JOBBER 


by the producer. 


THE ACORN REFINING CO., CLEVELAND 2, OHIO 











ELECTRIC 
BROODERS 


WARNER 


FOR OVER 10 YEARS, the industry’s standard; 
Warner Electrics (now all-steel, except the fa- 
mous SPACEMAKER) have proven that Reflected 
Heat (patented) with Warner reflectors and 
Chromalox heat rings—do the best job. 


YOU SHOULD HANDLE WARNERS. Write 
today for literature and prices on all models. 
Priced from $19.50. 


THE NATIONAL IDEAL CO. o‘wr's 
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Not a water paint, Flatlux 
requires no special priming or 
mixing. Just stir and it’s ready 
for use. 








isteners 
ening 
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NOW...America’s Biggest Selling 
Oil-Base Wall Paint 


IT COVERS 
WALLPAPE 


Get the Sole Right to Sell 
Flatlux in Your Community 


Its distribution is regulated, your profits are protected 


When you think of a good paint you always think of one made with Oil. 

Flatlux—Patterson-Sargent’s new Wall Paint is Made with Oil. That’s 
why it’s already known as the Smash-Hit Seller of the year. 

With Oil as its vehicle—Flatlux has a more durable finish—it’s easier 
to apply—it leaves no brush marks—it has no chalky appearance— 
spreads better—covers solidly and is truly washable. 

Flatlux is a Real Paint—it’s made with Oil! 

To secure the exclusive Flatlux franchise in your community, write 
BPS today. Remember—just one such franchise is allotted—your profits 
are protected! 





“the 


<r ae 


wrerrIrr se 


Supporting a Tank’s Attacks... 
Speeding a Locker’s Schedule 


ITs ROARING GUNS. . . its quick starts and sud- 
den stops... its steep climbs and thudding 
drops. . . all combine to give a tank a beating 
no other vehicle is asked to take. Its bolts and 
nuts must be made of rugged stuff . . . tough 
metal, strong heads, sturdy threads. . . sub- 
jected to scrupulous inspection 

A locker leads a lazy life in use... but 
sluggishness on the assembly line can throw 
its production schedule out of gear. Here, bolts 
and nuts must be accurately dimensioned and 
clean-threaded for quick get-away and speedy 
run-on 

Maximum resistance to*every strain your 
customers’ products must stand top as- 
sembly speed that guards against bottle-necks 


and mounting costs: these are built into every 
RB&W fastener 

To prove it, tell your customers how the 
constantly improved strength, accuracy and 
finish of RB&W products have resulted from 
99 years of continuous research and progress. 
Remind them that this progress, starting with 
RB&W's development of the first automatic 
cold-header, has been sustained by great 
investments in the most modern manufactur- 
ing equipment and most up-to-the-minute 
methods for quality control from raw material 
to finished fasteners 

Those customers of yours can’t help but 
agree with you when you suggest that RB& W's 
proved ability to put the ideal combination of 


that make Chmerica sthoug 














strength, accuracy and finish into fasteners is 
the reason why the RB&W EMPIRE brand is so 
generally specified in the best farm implements, 
automobiles and aircraft; by railroad and con- 
struction engineers; in power and transmission 
equipment; and by general industry . . . and 
why RB&W products can help them make 
their products stronger and faster. 


Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, tl. Sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portiand, Seattle. 


LHIP ADS VOLS LEST FE. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
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Chicago, 


We're telling these farmers about YOU! 


ARMERS with run down build- 

ings like that in the above illus- 
tration need your advice and services 
in rehabilitating their property as 
soon as material is available. With 
their incomes at an l-time high, 
they are laying money aside for the 
day when they can begin not only to 
replace worn-out or obsolete equip- 
ment but also to modernize their 
present buildings or build new, more 
efficient structures. 

We’ve been making preparations 
for that day. First of all, we’ve been 
telling your customers how war has 
proved the value of steel as a build- 
ing material and how well suited it is 


for farm structures, either conven- 
tionally built or prefabricated. And 
we've been urging them to prepare a 
specific rehabilitation program for 
their own farms so they will lose no 
time when building restrictions are 
lifted. 

We’ve brought you into the pic- 
ture, too, by telling farmers to keep 
in touch with you as a dealer in 
U-S:S Steel Roofing and Siding 
Sheets. We are making your store a 
“planning headquarters” by offer- 
ing, through you, free plans and lists 
of materials for modern, economical 
farm structures. This helps you make 
contacts and build future business. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
United States Steel Export Company, New York 


U-S°S Steel Roofing and Siding 
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FREE PLAN SERVICE 

You'll get the greatest benefit from 
our extensive advertising if you help 
your customers with their planning. 
Display your portfolio of free plans 
in a conspicuous place and send im- 
mediately for the plans your cus- 
tomers want. Be sure your plan file 
is complete. Currently available 
plans include a cattle shelter, ma- 
chinery shed with shop, poultry 
brooder house and poultry range 
shelter. If you do not have the deal- 
er’s Farm Plan Service Portfolio, send 
for it at once. Write Agricultural Ex- 
tension Bureau, 621 Carnegie Build- 
ing, Pittsburgh 30, Pennsylvania. 
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COPR., 1944, WINCHESTER REPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE CO. 
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PHOENIX AND JUNIATA 
HORSE AND MULE SHOES 


If America is to bring in a 
bumper crop in 1945 there can 
be no work-lag, and horses and 
mules, to give their best, need 
that extra protection afforded 
by Phoenix and Juniata long-lasting work shoes. 


You can help your customer-farmer speed his 
work by stocking and recommending these finest 
of shoes and calks that help keep work animals 
in peak condition ... and you'll find it profitable. 


Phoenix manufactures a complete line of horse 
and mule shoes and calks from the finest ma- 
terials. They give greater protection .. . wear 
longer ... and allow a good margin of profit for 
the dealer. When you stock and recommend 


Phoenix you’re serving your customer the best. 


Phoenix and Juniata horse and mule shoes are. 
sold by leading jobbers through regular trade 
channels. Check with your jobber today. 


the booklet you've been waiting for. It ex- 
plains fully the proper care of the feet of 
horses and mules. It’s available to you and 
your customers . . . free. Authoritative. . . 
concise . . . easy to understand . . . fully 
illustrated. 

Endorsed by leading horsemen and veteri- 
narians. Write for your copy and details of 
distribution. 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLIN ols 
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In Electro-Line, beauty is a good deal more than skin 
deep! Down even to small details you will find careful 
workmanship —competent handling —the unmistak- 
able trademarks of production skill and efficiency. 
Electro- Line controllers are supported by national 
advertising. Every Electro-Line distributor and deal- 
er is receiving the benefit of Electro-Line’s consumer 
educational program. This expanding program is 
the result of careful study of stock-handling prob- 
lems of farmers, and is designed to prove the true 
worth of electric fencing. 

Let Electro-Line help you share the benefits df this 
new program by allying yourself with Electro-Line’s 
progressive policies. There’s an ever increasing con- 
sumer trend toward the Electro-Line controller — 
because it has so satisfactorily served so many of the 
nation’s farms. 

Electro-Line controllers are moderately priced and 
modernly styled — their impelling eye appeal in the 
dealer’s store demands attention —their satisfying 
service makes lasting friends. 


et IE | hata NY 
FARM FE N C E 


i CONTROLLERS o 


MODEL NO. 

Dual t h prpgee Control 
ist P: thy 52 

Shipping Wet. 154 Ibe. 
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Only 


ELECTRO-LINE FENCE COMPANY 


120 ‘North Broadway 








Milwavkee 2, Wisconsin 












70 


--- ACCURACY AND EXPERIENCE SHOULD BE 


At Wickwire Brothers Mills in Cortland we begin the making of Miscella- 
neous Wire Nails and Brads by manufacturing our own steel to our own rigid 
specifications. We draw the wire—make the nails and brads on accurate 
machines, and carefully package them in attractive boxes. Our training and 
experience cover over 70 continuous years in wire and wire Product 


production. 


That is what is back of our Nails and Brads. . . your insurance of satisfaction. 











WICKWIRE BROTHERS INC., CORTLAND, NEW YORK 
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The SAME PUMP for SHALLOW 
or DEEP WELL SERVICE! 


SIMPLY ATTACH PROPER <jecto? ASSEMBLY 
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A MESSAGE 
TO MYERS DEALERS 


The same pump and motor for shallow or deep 
well installations — that means a substantially 
reduced investment for Myers dealers. Simply 
by attaching the proper ejector to the pump and 
tank assembly it becomes either a shallow or 
deep well system. By stocking fewer pump and 
motor units — and extra shallow and deep well 
assemblies — a wide range of conditions can be 
met with minimum inventory. Pump and motor 
assembly — and all Ejector assemblies — are 
packaged separately. More convenient to stock 
and handle; require less stockroom space. 


Through advanced designing and construction, 
many unusual features are provided in the new 
Myers “H” Series Ejecto. It’s a distinguished 
new leader, insuring increased sales and better 
profits for Myers dealers. 





NOTE: Under wartime restrictions and present maximum 
production capacity, it is Myers policy to confine current 
production to Myers dealers and distributors only. 











For SALES and REPUTATION 
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IMMEDIATELY AVAILABLE - - UNIVERSALLY APPEALING 


IN HANDY PACKS (% size) OR STANDARD SHEETS, Behr-Manning Flint 
Paper and Emery Cloth are fast selling staples that have fortified stores’ repu- 
tations for quality since 1872. 

One of those bright, three-color cartons of Handy Packs with the price so 
prominently displayed and the added attractiveness of assorted grits in the most 
convenient size for household use, will bring in many an extra dime. 

A sandpaper carton or two near your paints; emery cloth near the tools, and 
you’re set. 

For the local artisans there are the full sheets, the emery cloth done up in 
paper wrapped quires for protection and convenience. 

Give Flint and Emery an extra push this fall. They’re items you can get, sell 
and replace promptly. 


Ha NORTON ABRASIVES 
BEHR-MANNING (DIVISION OF NORTON COMPANY) TROY,.N. : 2 
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A DREAM ~~ 
COMES TRUE, 


BOSTON WOVEN HOSE & RUBBER COMPANY 


WORKS: CAMBRIDGE, MASS., U.S.A P.O. BOX 1071, BOSTON 3, MASS., U.S.A 
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GLAD 
RAG, 


GLAD RAG 
GLAD RAG 

GLAD RAG Auto Wiping Cloth 
GLAD RAG Window Wiping Cloth 


#16 


GLAD RAG Woodwork Wiping Cloth 


#16 





Silver Polishing Cloth 


#2 and $7 


Furniture Dust Cloth 



























GLAD RAG PRODUCTS CORP. 


305 €&. 43ra 3f., Meow York 17, N. Y. 








Make Your Store 


Waterproofing Headquarters 





You can stand 
squarely back of 





It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 


Any one can apply 
it. Goes on like 





For— 





Concrete 
Cinder Block Walls 


Retaining Walls 
Brick Walls and Piers 


Copings 

Setneing Pools 

Stucco Surfaces 

Fish Ponds 

Pump, Boller and Elevator 
Pits 






Field and Quarry Stone 


also can be used as a mor- 
tar for pointing up brick 






concrete. 
Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 Ib. bags. It comes in 
Grey and White. A 10 Ib. package will waterproof 100 to 150 sq. ft. 


Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 
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and masonry, also to patch | 


KAY-TITE | 











MILWAUKEE 


WROT WASHEOS 


Since 1887 


© Shakeproof Lock Washers 


© Riveting Washers © Malleable Iron Washers 
® Light Steel Washers © Split Repair Washers 
© Square Washers © Fibre Washers 

© Machinery Bushing Washers © Expansion Plugs 

© Carriage Washers © Screw Machine Products 
© Brass Washers © Stampings 


WROUGHT WASHER Mic. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 











}| War Work Limits Supplying All Demands for 





CHICAGO LOCKS 


ee @ but ee @ 


We Look Forward to the Day When We Can 
Again Fully Supply All Our Customers 


In the meanwhile, please remem- 
ber—All CHICAGO Locks—lock 
BOTH SIDES of Shackle. . . 

This ‘‘Double-Locking — Double 
Security’’ promotes quicker, easier 
sales—with every sale winning ex- 
tra Customer Good Will—for YOU! 


There's a "CHICAGO" 
Lock for Many Needs 
Padlocks, “Ace” Locks, Cylinder 


Locks, Single, Deuble Bitted Locks 
for Burglar Alarms and Airplanes. 
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Drawer Lock No. 1970 
Shown Half Size 
Zone 14 


CHICAGO LOCK..COr? ects" 


Cut Open View, Actual Size 
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We've been pleasantly surprised at the 
demand all over the country for the new 
McKee Glasbake Nurser. But then look 
at its long list of outstanding features: 
Famed Glasbake quality, replacement 
of bottle if broken by heat, double 
gauge to measure contents, ease in clean- 
ing, non-rolling and all for only ten 


cents retail. Remember, too, there’s a 











McKEE 





Here’s the fast selling, heat resisting McKee NURSER 


GLASBAKE — RANGETEL 











and it retails for only 10c! 


(15c in Canada) 


high dealer markup on this Nurser, 
and a smart display stand is packed 
in every carton. You can have an attrac- 
tive counter card, that holds one bottle, 
also. Stock up now to get your share of 
McKee Nurser profits. Get in touch 
with your Jobber, our Sales Representa- 
tive, or write: McKee Glass Company, 
Jeannette, Pa. Established 1853. 


OVEN WARE wot TOP-OF-STOVE WARE tug. 1. 
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THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 


















In every trade, in every business many 
customers feel rightly or wrongly that 
they've been “pushed around” during 
this war period of shortages of critical 
materials. In beans, butter, beef and 
hardware, too, they've taken substitutes 
and had to like it. 

Tomorrow these buyers — your cus- 
tomers — will be once again “in the 
saddle”. Substitute-shy and hard boiled, 


“DON’T YOU 
KNOW THERE'S 


they'll have the money to buy the qual- 
ity products they long couldn't obtain. 
Corbin Locks are among those products. 
For real profit and satisfied customers it 
will pay you more than ever to Stock 
Corbin, Display Corbin, Sell Corbin! 


Corbin Extruded Padlock #2883 '%. 
Installations of the aboye lock in 
master-keyed systems make profitable 
sales and satisfied customers. As you 
know priorities are required at present. 


CORBIN CABINET LOCK CO. 

















New Britain, Connecticut 


THE AMERICAN 


HARDWARE 


CORPORATION. SUCCESSOR | 


HARDWARE ACE 








WE PROTECT YOUR PROFITS WITH 


METAL TRIM 


The makers of Superior Trim play ball with you. Send in the coupon 
today and get the profit facts. 

We have no hidden profit schemes. You buy at one price. You 
make your chunk on each sale of Superior Trim, and you don’t have 
to build up a sky-high volume to do it. Neither do you have to sit up 
all night trying to figure out how much you made on trim sales. You 
know at all times with Superior Trim. 

Fast-moving Superior Trim demands fast action. That's why we have 
warehouses in Atlanta, Georgia; Columbus and Cincinnati, Ohio; 
Indianapolis, Indiana; Philadelphia, Pa.; and Youngstown, Ohio. 


Forget large, space-consuming, high in- 
terest bearing, never-what-you-need inven- 
tories. For bulging pockets, get the trim 
you want, in the quantities you want, when 
you want it, from us. We can make over- 
night shipment to any place in the eastern 
half of the country when shapes are avail- 
able. Add the sparkling quality, the on-the- 
spot service, plus right price of Superior 
Trim and you get—BIG PROTECTED 
PROFITS. 

Get the illustrated folder showing the Superior 
aluminum shapes and easy-to-use price list. Get 


to your customers first before the other fellow gets 
there. Send in the coupon Now. 


More than 80, yes 80, proven,money-makers, aluminum 
Superior shapes available now. All of them have been volume 
sellers, and you can make money on them Now. Superior Metal 
Trim has the eye-appealing finish, sales appeal, and uniform 
dimensions . . . handles, cuts, and miters eagily. Send in the 
coupon today. 


DON’T WAIT ANOTHER MINUTE 


Company Name 
Buyer's Name 


Address 


ete 
Put me on your list to get the latest metal trim information first : 


YOUNGSTOWN MANUFACTURING, INC. 66-76 S. Prospect St., Youngstown, Ohio g 
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Stones . 


FOR EVERY PURPOSE 





Included in the Macklin line are knife sharpeners and home and 
garden sharpening stones. 

The three sharpeners illustrated are particularly suited for sharp- 
ening knives, shears, hoes, axes and many other edged tools. These 
stones are furnished with various colored handles. Also available 
in attractive counter displays. 


Write for full particulars on the Macklin Sharpening 
Stone line and the complete line of Grinding Wheels. 
"Sharpen up with Macklin.” 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U. S. A. 


Distributors in all principal cities 


Sales Offices Chicago - New York Detroit Pittsburgh Cleveland - Cincinnati - Milwaukee - Philadelphia 
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To meet the needs of your farmer- 
customers, Bethlehem Barbed Wire 
is made in four popular styles: 





OTHER BETHLEHEM PRODUCTS 
FOR FARM USE 


Like barbed wire, these other Bethle- 
hem products for the farmer are now 
available in limited wartime quantities: 


WOVEN-WIRE FENCE BALE TIES 
FENCE POSTS 
WIRE NAILS BRADS STAPLES 


GALVANIZED SHEETS FOR ROOFING AND 
SIDING 


BOLTS AND NUTS 
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BETHCO 
two-point round barbs 4 in. apart 


CAMBRIA SPECIAL 
Light Weight 
two-point round barbs 4 in. apart 


INVINCIBLE 
four-point barbs 5 in. apart 


CONEMAUGH 
four-point short half-round barbs 
5 in. apart 


Bethlehem Barbed Wire is well-gal- 
vanized for protection against rust, 
and is supplied on 80-rod reels. 
Strands are uniformly twisted. Barbs 
are sharp, tightly wrapped and equi- 
distant. 





... at pyle siyltd 


BETHLEHE 


STEEL 
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Consult your Lincoln Wholesaler 
or write us for Catalog No. 272 


Model 1271A 


A 25-lb. capacity grease gun for 
the lubrication of machinery, farm - Model 1041B 
implements, automobiles and 
trucks where high-pressures are 
required to lubricote close fitting 
bearings. Will pump heavy fibrous 
os well as fluid lubricants and 
develops 3,500 Ibs. of pressure 
with ease. 


A sturdy lever gun of exceptionally high- 
quality construction, designed for lubri- 
cating all types of farm machinery, imple- 
ments, trucks ond possenger cors. This 
gun develops high-pressure with 

little effort. Fills easily by suction. 

Has 17-ounce capocity. Compare 

the quality of this gun with that of 

ony other make. 
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Model 1103A 


Here is o grease gun that is populor 
with the farmer. Short pumping head 
makes it easy to contact fittings 
located in close quorters. Its perfect, 
balonced design permits one hond 
operation without tiring the wrist. 
Available in 9 ond 15-ounce co- 
pocities. 


Model 987 


Lincoln Grease Fittings You con sell this high-pressure oir-operoted 

grease gun to every former thot hos on air 
Lincoln manufactures o complete line of compressor. Dispenses lubricant direct from 
grease fittings—KLEENSEAL Push-Type and original 25 or 50-\b. refinery pockages, or 
Button Head—a fitting for every purpose. i will dote 60-ibs. in bulk. 
Made of the highest quality materials, they Container is dust-proof ond has o leak-proof 
ore standard equipment on many leading lid held in position by four screw-type hold- 
automobiles, trucks, tractors and farm imple- down bolts. Carrying handles give it eosy 
ments. A small, but very profitable item portability, or special two-wheel truck con 
with a ready sale. be furnished ot additional cost. 


« NATIONALLY ADVERTISED TO THE FARMER x x 








Beginning with the February issues, Lincoln agricultural 
lubricating equipment will be advertised in leading farm 
papers. This advertising campaign is designed to create 
added farm sales. If you have not already stocked the 
Lincoln Line it will pay you to get in touch with your 
nearest Lincoln wholesaler or write us. Right Now is the 
time to stock up on this Nationally advertised, fast 
moving line. 


* * BUY EXTRA WAR BONDS NOW * * 





oe 


é NC UL N NcoLNe 


NOVEMBER 23, 1944 








-assures Greater Sales- taster jurnover 


-Better Frotits/ 








1-Beam Handle Re- 
inforcement. 








You’re right on the road to volume shovel busi- 
ness when you offer these premium feature tools 
to your trade. FIRST—because you have shovels 
with EXCLUSIVE CONSTRUCTION FEATURES 
.. . distinctively different from ordinary run-of- 
mine shovels. SECON D—because these shovels are 
as different in durability as they are in features ... 
with an ability to stand up in the face of the 
toughest kind of jobs. STUART and WILSON 
BRAND SHOVELS sell better, because they per- 
form better; assure better profits, because they 
earn repeat orders. 





fang handle met 
n bac j 
Shovel with Steet fii 
1-Beam Handle 
Reinforcement. 
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. . < ‘The EXCLUSIVE Steel! I-Beam | 
~ Handle Reinforcement 














A National Organization Specializing SS 
Adds 30% and MORE 


Exclusively in Shovels, Spades and Scoops. STRENGTH where 65% 
of handle breaks occur. 
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lt shouldn’t take much longer! 


if American boysand their allies are pouring iton. 
It shouldn’t take much longer to finish off 
| the Nazis. 

But until Washington gives the word, the 
ACCO Giant has got to keep turning out 
chains for war needs ahead of civilian and 
commercial. 

You can’t imagine all the places chain is 
needed by Army, Navy, Coast Guard, Mari- 
time Commission, and Lend-Lease. The pic- 
ture above is an example. But we know that 
you need chain, too. And we’ll be happy when 
we can serve you promptly again. 

Oh, what a beautiful morning that will be! 





































~ ue mete AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE 


BRIDGEPORT, CONNECTICUT 


In Business for Your Safety 
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Informal Editorial Comments... 





Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








yee is a good 


question. The answer depends 
very largely on what action 
tax-paying American business 
men really take on this ques- 
tion. 

Ben McCabe, whom I don’t 
know and have never met, 
talked at the recent conven- 
tions of the Pacific Northwest 
and Montana retail hardware 
associations. He is president 
of the National Tax Equality 
Association, which has head- 
quarters at 231 So. La Salle 
St., Chicago 4, Ill. I have 
checked his organization and, 
so far, am 100 per cent with 
him and it. Naturally, Mr. Mc- 
Cabe talked about the unfair 
tax exemptions enjoyed by 
consumer cooperatives and 
other government protected 
and/or owned, non-tax paying 
institutions which compete 
with tax-paying businesses. 

Mr. McCabe has also ad- 
dressed several other less for- 
mal hardware groups and has 
enlisted, thereby, some finan- 





Will the Co-Ops Pay Taxes 
On Their 


“Margins or Not?:— 


cial and moral support for 


what I consider a_ splendid 
start toward doing a real and 
proper job—through the group 
which he heads as president. 
It is difficult to understand 
why all hardware associations 
don’t readily and actively join 
in this fight. 

The subject received rather 
casual attention at the recent 
Atlantic City convention. The 
wholesalers and sheet metal 
distributors listened to a paper 
on the subject and passed reso- 
lutions (See H. A., Oct. 26, 
1944, p. 160 and p. 167). The 
manufacturers gave no atten- 
tion to the subject. 


If this question of consumer 
cooperatives paying a tax on 
their so-called “margins”— 
(the same as tax-paying busi- 
nesses with which they com- 
pete pay on their “margins” — 
called profits) is to be given 
only superficial treatment by 
business men and their trade 
organizations, nothing much 
in the way of progress can be 
expected. 





On the other hand, if tax- 
paying business operators 
large and small really get in- 
terested in this subject some- 
thing beneficial and proper 
could happen. As yet, con- 
sumer cooperatives are only a 
small minority among voters 
—but they are a militant, or- 
ganized minority and are not 
“push-overs.” If every hard- 
ware man decided to take real 
action on this subject, enlisted 
the aid of fellow townsmen 
operating tax-paying business- 
es and with them decided to 
insist that the various trade 
bodies to whom they pay dues 
be equally active, something 
could happen on the right side 
of the ledger. 

It isn’t fair to expect the 
more articulate and active 
trade group officials, paid or 
unpaid, to carry the torch un- 
aided in a fight of this kind. 
They should have the keen and 
constant support of all tax- 
paying business men. 

There isn’t any fiscal or 
even any political reason why 
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consumer cooperatives should 
enjoy tax exemption privi- 
leges on their “margins” ob- 
tained through wholesale 
and/or retail competition with 


tax-paying distributors. But 
they will continue to enjoy this 
uneconomic and unfair advan- 
tage until tax-paying business- 
men make themselves heard 


Oo oO 


Here's Something on Co-Ops 
To Think About:— 


N the current bulletin of the 

Illinois Federation of Re- 
tail Associations, distributed 
weekly by its efficient execu- 
tive secretary-treasurer Joe 
Meek, we find some very inter- 
esting comments on the co-op 
situation. From this bulletin 
we quote: 


“SOUTHERN CONSOLI.- 
DATED COOPS, INC... . 
We have a good analysis of 
this new organization which 
—thank Heaven—is still on 
‘paper’... We'll send it to 
you if you like—and you 
can chat with your Con- 
gressman about it . .. The 
idea is to make and sell ‘just 
about everything’ . .. It’s a 
‘super-dooper’ idea backed 
‘by a national cooperative 
service bureau at Washing- 
ton for aid in devising laws, 
giving technical assistance, 
doing research . . . assisting 
coops inthe U.S.’ ... There 


would be $10 individual 
memberships $100 
county memberships and 


$1000 memberships for 
State associations . . . ‘Re- 
gional associations would 
. be financed for $3,000,000 
(state memberships $900,- 
000; RFC and/or private 
bank loans on facilities and 
operations of $2,000,000) 
. . . It is ‘further proposed 
that the government make a 
$5,000.000 loan to the su- 


per Co-op’ for 40 years at 1] 
per cent interest to be used 
as a revolving fund for 
loans to its members as re- 
quired’... if we were you 
—we’d read a bit about this 
one... 


“Speaking of co-operatives 
. . . We quote from a letter 
written by a grain company 
to its members suggesting a 
change from a corporation 
to a co-operative association 
... The profits (if we make 
this change) will revert 
back to the people who do 
business with us on a pro- 
rata basis . . . Money that is 
turned back to customers 
will not be subject to income 
tax by us... In the past, we 
have paid thousands of dol- 
lars to the government for 
income tax... if we had 
been a cooperative we could 
have paid this money to our 
oO 


oO 


and felt in both state and fed- 
eral legislatures and _ the 
longer they wait to do this the 
more difficult will become the 
task. 


customers... Who pays the 

tax bill? ... Who gets the 

benefits of what tax monies 
buy? ... The issue here can- 
not be ignored!” 

What Joe Meek calls the 
“super-dooper” co-op would 
not only have government aid 
from the tax exemption angle, 
but tax money paid in by busi- 
ness enterprises with which it 
would compete would be used 
to finance this big and new 
proposed co-op. Yes, as Joe 
says, “.. . if we were you— 
we'd read a bit about this 
one!” We would read and 
then we would TAKE REAL 
ACTION protesting to our 
Senators and Congressmen and 
we would really stir things up 
through every organization of 
which we were members. 

Don’t ever forget that some- 
body must continue to pay 
taxes or there cannot be any 
consumer cooperatives enjoy- 
ing the benefits of the Amer- 
ican way of life—it is the best 
way of life there is, but it does 
cost a lot of money. 


o 


Canada Is Now Considering 
Taxes on Consumer Co-Ops:— 


A READER who did not sign 
his name sent me a clip- 
ping from some advertising 
journal which reads as fol- 
lows: 
“Canada will take up prob- 
lem of taxing co-ops as part 
of shakeup in all tax mat- 
ters soon. Following usual 
trend we will follow after 


change is made and claim it 
is new.” 
Laugh this off, if you can. 








Latest News on 
PRIORITIES 


and 


WAR-TIME ORDERS 
on page 128 
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That is what we have outlined for Lockwood Franchise 
Dealers — for those men who will head their builders’ 






hardware departments. The purpose of our new 







LOCKWOOD TRAINING PROGRAM 


is to provide a thorough grounding in everything connected with the manu- 








facturing and selling of builders’ hardware. The more a man knows about 


what he’s selling, the more he can sell. Here at the factory we’ll show how 






Builders’ Hardware is made . . . demonstrate every variety of finished product, 














together with its many applications. In short, we’ll show you what goes into 


Builders’ Hardware — and what comes out of it! 


Builders Are Ready... Are You? 


Millions of dollars have long been earmarked for the greatest building boom 
this country has ever known. Where will you be when the big parade starts? 
. . . Lockwood Franchise Dealers will be well up in the procession. Certain 


territories are still open, act now on this opportunity to join them. Send the 





coupon today. 1a 


| LOCKWOOD HARDWARE MFG. CO. 


LOCKS ? USE | Fitchburg, Mass. H. Age Nov. 28 ' 






Please arrange to have your representative call with I 
your Lockwood Franchise Portfolio. 


HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS t Address........... 


' 

f 

i | 

1 | 

| Name eee | 
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THE POST-WAR 


By A. J. LUTHER 
Archer-Daniels-Midland 


Company, 
Minneapolis, Minn. 


; sales opportunities in 


post-war hardware stores probably will likely be 
larger than in any other period in our history, com- 
petition will undoubtedly increase in the same pro- 
portion. A careful check of chain, voluntary and 
other competing stores in many sections of the coun- 
try indicates the existence of extensive promotion 
programs to insure their share of sales at modest 
consumer prices. 





Light, colorful, exciting stores will be more pleasant 
and interesting for customers and salespeople alike. 


Hardware stores can be set up to sell more goods— 
to operate more efficiently—at a faster pace—and, in 
some cases, overhead can be reduced. Lower oper- 
ating percentages can come from an increased sales 
volume through better merchandising, and lower dis- 
tribution costs from closer cooperation between re- 
tailer, wholesaler and manufacturer. 

The box on page 90 indicates 10 check points 
that each hardware store can use as a guide in its 
own post-war planning. Now is the time to make a 
careful analysis of your post-war opportunities and 
competition and make plans to capitalize on every 
sales possibility. 

In general, the more successful post-war hardware 
store will be larger, lighter, more colorful, more 
efficient, have more life and action, and a greater 


EDITOR'S NOTE:—Our thanks to the following firms for 

valuable assistance: Armstrong Cork Company, Floor 

Division; Pittsburgh Plate Glass Company; Westinghouse 

Electric & Manufacturing Company; General Electric Com- 

im W. C. Heller & Company, and Kawneer Co., Niles, 
ich. 


Beginning a two-part description 
will be together with an outline 





Departmental signs draw customers from one part of 

the store to the other and help fill in blind spots. 

They will be placed parallel as well as at right 
angles to store fixtures. 


degree of self-service. It will be more pleasant and 
interesting for customers and salespeople alike. Much 
of the stiffness of the pre-war hardware store will be 
eliminated. 


Showmanship Will Make Stores 
Appear Popular and Exciting 


Whether it’s winning a wife or winning customers, 
first impressions are important. 

Stores will use showmanship principles to woo 
trade. On entering any store it is evident at once 
that it either has “merchandising atmosphere” or 
that it is just another “ho-hum” store. In general, a 
stimulating atmosphere can be obtained by creating 
an appearance 





Show a maximum of goods at the easy-to-buy level. 
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HARDWARE STORE 


of what post-war hardware stores 


of the reasons for these changes 








The trend is to lower shelving and plain pricing. 


—Of general brightness and cleanliness. 


—That customers are eagerly shopping from dis- 


play to display. 

—Of having a wide selecfion of attractive products. 

—That it is a busy active place where customers 
can get all their wants quickly and conveniently. 

—Of large, interesting, inviting displays or mer- 
chandise with no bare spaces or awkward fixtures. 

—That merchandise is bought and sold in large 
quantities at fair prices. 

—That it is a good place in which to trade. 

These favorable impressions are obtained by the 
proper color scheme, lighting, floor covering, mir- 
rors, island arrangement of tables, mass displays, 
talking signs, department layout and the use of 








fee 
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The old-fashioned ledge is fast disappearing. 


NOVEMBER 23, 1944 





EDITOR'S NOTE: For more than 20 
years, Mr. Luther has been a keen 
student of store arrangement and 
display and an accepted authority 
on the subject and its relation to 
competitive merchandising. 


pennants and banners. Air conditioning and sound 
proofing attract and hold customers. 

The post-war hardware store will make greater use 
of mirrors. They reflect merchandise from all parts 
of the store and, therefore, make your stocks look 
larger and more complete. Women appreciate the 
opportunity of checking their appearance. They help 
keep salespeople well groomed. 














Built-in shelving opens up possibilities for new dis- 
play treatment in several departments. 


Pennants and banners will carry sales messages, 
add life and action and hide uninteresting bare walls 
and ceilings. Department signs, placed parallel, as - 
well as at right angles, to wall fixtures, will draw 
customers from one part of the store to the other 
and help fill in blind spots. ° 

Many additional showmanship points may be con- 
sidered. 


Self-Serve Fixtures Speed Sales— 
Save Time and Effort 


Good fixtures are like good picture frames. They 
enhance and set off the product and yet remain 
entirely in the background. 

Fixtures are designed to attractively and effectively 
present a maximum amount of merchandise at the 
easy-to-reach level. Wall shelving and platforms have 
not had the time and attention that has been given 
to display tables with the result that progress has 
not been as great. Trends in fixtures are: 


More self-service—All merchandise within reach 
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More action and 
motion displays 
will be used in- 
side the store as 
well as in the 
windows. 





and plainly priced. Trend to lower wall shelving, 
elimination of ledges. , 

More colorful—Lighter, more varied colors with 
separate color schemes built around certain depart- 
ments for greater sales emphasis. Care should be 
taken that merchandise and not the color predomi- 
nates. 

Better lighting facilities—Built into fixtures for 
handy spot displays of feature merchandise. 

Better visibility—Simpler construction, more open 
wall sections, fewer end panels. More glass, less 
wood. Elimination of most ledges which permits 
use of lower sections for self-service selling instead 
of storage. 

Built-in-shelving—Opens up possibilities for new 
display treatment in several departments. 

More flexibility—To handle the wider variety of 
merchandise to be carried in many stores. 

More action and motion displays—will be used. 


Color an Important Sales Tool 


Color is one of the greatest sales stimulants we 
have. Its general effect on customers and _ sales- 
people cannot be over-estimated. 

A new planned color treatment in a store gives 
every one a lift—makes them feel better—makes 
salespeople more alert—increases their confidence— 
makes them conscious of what paint and color can 
accomplish. 

Before the war started there were definite signs 
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Color is one of the greatest sales stimulants there 
is. Spots and sweeps of it highlight profitable lines. 
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indicating a far greater use of color. There was a 
big demand for richer and more varied hues in home 
interiors, more colorful upholstery fabrics, curtains 
and floor coverings. At the same time, there was an 
increased use of grayed or softened colors. Com- 
plete trains, automobiles, the movies and transpor- 
tation centers were starting to use color on a grand 
scale. 

Color will be an even more important sales tool 
after the war. It will be effectively used in making 
merchandise more attractive and saleable. Color 
and fashion have sold far more style merchandise 
than has utility. 

Hardware stores will use more color as a back- 
ground—ceiling, walls, floors and fixtures. Depart- 








10 Post-War Check Points 


What's Your Score? 


1. Showmanship that makes stores appear 
popular and exciting? 


2. Self-serve fixtures that speed sales—save 
time and effort? 


3. Use color—an important sales tool? 

4. Smart floors that attract trade? 

5. Take full advantage of new lighting 
ideas? 

6. New style, open view front? 

7. Larger selling space for broader lines? 


8. Handle more customers through more self- 
service? 


9. Promotion plans started now? 


10. Greater cooperation between retailer— 
wholesaler—manufacturer? 








ments may be set off with separate color schemes in 
keeping with the merchandise displayed. Spots and 
sweeps of color will be used to emphasize high profit 
lines and direct traffic. 

This greater appreciation and use of color by 
stores and customers will lift the paint department to 


Simple lines and sweeps of color will be used to 
draw customers into certain parts of the store. 
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art- A narrow establishment can be made to appear wider 
by using bands of color across the store’s floor. 





an even higher position in the store as a sales and 
profit maker. The beauty, color and inspiration of 
paint will be dramatized wherever one looks. Each 
store will provide a complete instruction course in 

ar what paint and color can accomplish. It will be 
proof selling at its best. 


Smart Floors That Attract Trade 


The day of considering a floor merely as some- 
thing to walk on is over. 
Modern stores will use attractive floor coverings to 





Spot-lighting doubles the sales of “pick-up” items. 




















—Create an attractive general store atmosphere. 

—Provide a fitting frame for merchandise dis- 
played. 

—Make stores look larger. 

—Direct traffic by the use of simple lines or 
sweeps of color. 

—Segregate departments by a spot of color or @ 
special floor design. 

—Change room proportions. For example, a nar- 
row establishment can be made to appear wider by 
using color bands across the store. 








Three Colorful Combinations for Store Interiors 


Combination No. 1 


The linoleum pattern is marbelized with several colors 
giving an all-over effect of not too light or too dark a 
floor, either one of which would be more likely to show 
dirt. 

The walls are a soft shade of gray and the ceiling is 
= light green carrying out one of the colors in the linoleum 
and with enough intensity to reflect the artificial lighting. 
n Counters and wood trim are in mahogany stain and 

dark green, gray and brown can be distributed on the 
d many small areas requiring a color. 
t If venetian blinds are specified, an interesting effect can 
be achieved by painting them gray, a shade darker than 
the walls, and using a dark green color for the tapes. 
y For radiators, baseboards, or other areas where paint 
> is more adaptable than stain, a shade of eggplant may 
be included. 


Combination No. 2 


Combined shades of brown and beige in the Marbelle 
linoleum create a pleasant medium tone on the floor. Lino- 
strips of brown and chartreuse can be used to form an 
individual floor design. 

Walls of soft yellow-green and ceiling of ivory form a 
soft shell of light-reflecting color. 

With this scheme, brown counters, shelving and inci- 
dental paint trim would be smart and suitable. 


Combination No. 3 


A linoleum pattern of varying shades of deep, rich red 
with inset bands of turquoise and white make a strikingly 
handsome as well as practical and efficient floor. 

The wall color of turquoise is a splendid complement 
to the red floor, creating a fine balance of warm and cool 
tones and offering an effective background for the display 
of merchandise. A cool white ceiling is used for maximum 
light reflection. 
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Gray tones can be used for counters and shelving, also 
for other incidental touches throughout the room. 
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A series of shelf lights will be used to emphasize feature displays. 


—Advertise your firm name or trade mark. 
—Save cleaning time. 


Lighting a Powerful Silent Salesman 


The improvements in wartime industrial illumina- 
tion have made many customers more conscious of 
good lighting. 

Lighting will soon take its place as one of the most 
important merchandising aids in the store. In addi- 
tion to showing merchandise more effectively, light- 
ing can be used for the following purposes: 


What Lighting Will Do 


1. Stop traffic and bring more customers into the 
store. 

2. Direct store traffic to various parts of the inte- 
rior of the store. 
. Spotlight complete departments. 
. Double the sales of selected profitable items. 
. Move slow sellers. 
Hasten buying decisions—lessen returned goods. 
Make ordinary merchandise more attractive. 
. Help create a general and lasting impression 
of a bright, cheerful, successful store operation. A 
good store in which to trade. 


On & Cw 


PrN 








Sporting goods and other displays may be framed with 
fluorescent lighting. The photo mural serves to make 
the entire department or section look much larger. 
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In many stores the usual string of globes down 
the center of the store will be replaced with fluores- 
cent lighting for general illumination and the incan- 
descent lamp for spot-lighting. Proper fluorescent 
lighting plans provide soft, even shadowless general 
lighting at a low cost and the incandescent lamp 
furnishes the brilliance necessary for the spot-lighting 
of feature displays and departments. 


The Use of Spot Lights 


Spot lights to feature selected profitable items or 
move slow sellers will be inset in the ceiling, attached 
at various points throughout the store and concealed 
in front of shelves. Colored lights are effective but 
care should be taken that the white light doesn’t wash 
out the effect. Every store can experiment with the 
value of spot lighting now. 

Open wall cases will have their own illumination 
concealed in the top of the case. A solid projection 
from the top of shelving will carry fiuorescent units 
for the lighting of entire sections of shelves. The 
trend in general illumination is toward concealed 
and indirect lighting units. 

Just as the elimination of lights in a part of the 
store will produce a blind spot, so will extra light- 
ing attract customers to that section and therefore 
increase customer circulation. Stores have found 
that by maintaining a brighter daytime store interior 
than the natural light outside they can convert more 
sidewalk traffic into store traffic. 


Consult Lighting Engineers 


Because good lighting is an integral part of the 
complete plan of store layout, design, color scheme 
and merchandise display all these factors should be 
considered together. Lighting engineers should be 
consulted when making new plans. 

The stopping and selling power of good window 
lighting has been tested and proved many times. One 
week’s sample test showed that properly lighted win- 
dows increased the number of people stopping by 
48 per cent. 

Every opportunity will be taken to get more nat- 
ural daylight into the store by the use of open-view 
store fronts and glass blocks wherever possible. 
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Features Paint in Center of Store— 






Doubled Sales Are the Result 


Robert F. Illian concentrates the 
line in two specially-made, 7 ft. 
fixtures which attract business 





A SPECIAL paint 


display arrangement at the center 
of the store up near the front 
entrance has helped the Robert F. 
Illian hardware store, Milwaukee, 
Wis., double its volume from this 
line. This display setup gives Mr. 
Illian a mass display which helps 
to sell the merchandise. It con- 
sists of two display sections, all 
made of solid oak and very well 
reinforced to hold the heavy cans. 

Each display section has round- 


Robert F. Illian behind one of his specially 
made display fixtures for featuring paints. 








ed corners with three large shelves 
as well as a top counter display 
area and each is 7 ft. long and 
3 ft. high. Each section cost 
$137.50 to build or a total of 
$275, but Mr. Illian says that the 
money was well spent for sales 
have increased tremendously as a 
result of this arrangement. He 
formerly had paint displayed on 
a sidewall location and it did not 
get the attention which is now 
accorded it. 

“This is an attractive varnished 
display stand,” says Mr. Illian, 
“and it brings paint to the atten- 
tion of customers. People always 
stop and look over the paint stock 
as they come into the store. Fre- 
quently, they will pick up a can 


or two and buy them. Thus extra 
sales are made.” 

At the center of the paint dis- 
play area the sections are placed 
2 ft. apart, which gives a clerk 
chance to enter from both sides. 
The interior of the area has in- 


(Continued on page 151) 








Front view of one of the fixtures. Rounded 
corners permit easy flow of store traffic. 














JOHN T. BARTLETT 
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hardware dealers are giving seri- 
ous thought to trends in post-war 
credits and collections. I know, 
because they are putting questions 
to me. War-time has brought ex- 
traordinary help in credits. In 
samples I have taken, here and 
there, of the day’s business on the 
books, the percentage of past dues 
has been remarkably low in com- 
parison with pre-war experience. 


Cost Is Less 


During war-time, it has cost far 
less to maintain a credit depart- 
ment than probably in any pre- 
vious period in trade history. 
Credit refusals have not been nu- 
merous, and yet the proportion of 
cash business has been very high. 
Credit accounts have been met 
with exceptional promptness. Fol- 
low-up effort, when made, has 
usually found provisions which 


could be handled for eventual sat- 
isfactory settlement. Receivables 
have been the least of any mer- 
chant’s headache. 

In making post-war plans, how 
much importance should a hard- 
ware dealer attach to his credit 
dealings? What policies should 
he tentatively plan? 


Risk Eliminated 

During the war, retail trade has 
benefited from extraordinary con- 
ditions operating to take the risk 
and expense out of credit sales. 
Great general prosperity has pre- 
vailed. The Federal government 
introduced special credit regula- 
tion, operating to prevent credit 
inflation. Citizens have been pre- 
vented because of the operation of 
priorities, from making invest- 
ments in equipment, buildings and 
homes. 

Individual families, during the 
war, have and continue to be bene- 
fited by conditions favoring the 


principal bread-winner, and from 
the incomes of one, two, or three 
other members of the family in 
war employment. Obviously, the 
post-war period will bring funda- 
mental changes. People are going 
to be able to buy—when avail- 
able—many things they have not 
been able to purchase. Most fore- 
casters expect the general level of 
employment, subject to ups and 
downs, to remain high—but the 
most optimistic do not plan on the 
full-family employment to be near- 
ly as high as at present. 


A Matter of Convenience 


One reason people ask for 
credit is the convenience of pay- 
ing an account once a month in- 
stead of paying every time a 
purchase is made. Regular writ- 
ten statements are an aid in rec- 
ord-keeping. And credit is also 
used, of course, as a form of 
financing. It obviously takes less 
actual cash to run a business if 
settlements are made at regular 
intervals, rather than from day 
to day. 

That being the case, why did 
credits in pre-war days lead many 
hardware dealers to trouble? In 
the first place, credit is a sales- 
promotion device. That is why 
enterprising; merchants have ac- 
cepted it as a form of service. It 
became much easier to reach a 
desired volume on the basis of 
credit than on a straight cash 
platform. However, credit much 
too often got out of bounds, caus- 
ing the merchant large losses. 
When credit selling proved injuri- 
ous to a hardware store, the rea- 
son usually reposed in one or more 
of three adverse circumstances: 

1. Weak buyers, not entitled to 
credit, coaxed and wheedled hard- 
ware dealers until the unqualified 
buyers were granted eredit. 





“They shall beat their swords into ploughshares 
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Hardware stores should determine 


to keep post-war credits as well 


as collection conditions upon a 


safe, sound and profitable plane 


2. Hardware dealers used credit 
as a competitive device, becoming 
less careful in extending it and 
more “liberal” in’ permitting buy- 
ers to take long periods in which 
to pay. 

3. Credit and collection man- 
agement within the individual 
store was in the hands of incom- 
petent people—perhaps the mer- 
chant himself,’ unskilled in credit 
matters—perhaps an employee. 

Customers, on an average, will 
enter the post-war period in bet- 
ter financial condition than in 
pre-war days, a highly favorable 
factor. The basis should exist for 
extension of credit on a scale 
larger than before the war, yet 
on a basis of higher average 
safety. Note carefully the word, 
“average.” 


Credit Competition 


But credit competition will enter 
the picture. A great many hard- 
ware dealers, like their average 
customers, will be in a stronger 
financial position. Old-established 
stores will have greater average 
ability to finance credit accounts. 
And the story of the new units in 
the business, the post-war crop of 
new competition, remains to be 
told. It seems likely that many of 
these will be adequately financed. 

In this situation, there is likely 
to be general extension of credit, 
a sharply-rising volume, at the 
‘war’s end. 

Because war-time has brought 
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such general conservative policies 
in credit extension there should 
be no wild orgy in this direction. 
There should be a general deter- 
mination on the part of hardware 
store credit grantors to keep credit 
and collection conditions on a safe 
and profitable plane. 


Will Take More Skill 


A final cause of disorganized 
and costly credit extension is han- 
dled by incompetent persons. It 
will take more skill to administer 
credits and collections after the 
war than 1941-44 experience has 
called for. Customers will begin 
to take more time. And from 
month to month there will be a 
larger number of creditors com- 
peting for their dollars. 


The individual hardware dealer 
not absolutely confident of his 
ability to handle credit problems 
should tie up with the local credit 
bureau manager. If he accepts 
the credit bureau manager’s over- 
all and detailed counsel, he will 
be able to proceed safely, though 
in the preliminary period exten- 
sion of credit may be on a very 
limited scale. 


Extraordinary Opportunity 


Extraordinary opportunity is 
presented hardware dealers as the 
war’s end comes in sight. Granted 
that with peace there will be buy- 
ers applying for credit who are 
entitled to it but have an imme- 


By JOHN T. BARTLETT 
Co-Author, Retail Credit Prac- 
tice, Credit Department Sales- 
manship and Methods of In- 
stallment Selling and Buying 
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Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


diate need without cash. And 
granted that merchants in general 
will tend to be more liberal; 
granted that we are certain to have 
periods when business activity is 
depressed. Granting all these 
things hardware dealers have un- 
precedented opportunity, against 
the war period of very conserva- 
tive credit management, to hold 
the public to high performance in 
paying accounts and to require 
high standards and to require 
high standards of qualification be- 
fore opening accounts. 


Cooperation Essential 


{f retail merchants cooperate 
with local credit bureaus retail 
credits can be kept for a great 
many years, on a permanently 
high level of profit and efficiency. 
The goal of the individual hard- 
ware merchant should be to man- 
age credits and collections on a 
far more favorable, sound basis 
than before the war. Such an 
attainment is fully possible. 


and their spears into pruning hooks.”..... ii. 4; Michah, Iv, 3 
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Toys are shown on 
the balcony. Sign 
and stairway lead 
both children and 

parent to them. 















Toys Are Featured Throughout the Year es 
At the McCabe Hardware Co. ; 


Window and interior displays a 


factor in keeping up constant 
{am have been de 


sales at Petoskey, Mich., store 
veloped into a year ‘round busi- ; 
ness by the McCabe Hardware Co., 
Petoskey, Mich., by the use of 
window and interior display. A 
wide selection of toys in various 
price ranges and appealing to dif- 
ferent age groups is carried on 
the spacious balcony of the store. 
A wide stairway leads up to this 
balcony and the climb is not too 
strenuous for children and their 
parents. 

The balcony location for the 
toy department has been further 
enhanced by an effective sign, 
reading “Good Toys” which has 
been placed just below the railing. 
The copy in black against a light 
cream background has excellent 
legibility and can be seen from all 
the front areas of the store without 

(Continued on page 101) A corner of the toy department where an abundance of games are found. 
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REMINGTON “HI-SPEED” 22’s 
CRASH THROUGH SEVEN 
7%" THICK PINE BOARDS 








Bridgeport, Conn., Nov. 23. Tests 
show that for extra speed and smash- 
ing power there’s nothing better than 
these walloping little cartridges. 
Remington Hi-Speed 22’s have plenty 
of power for long range rim-fire 
shooting —a big selling point to small 
game and pest hunters. 


When you supply a hunter with 
his quota of rim fire cartridges this 
year—sell him Remington Hi-Speed 
22’s with Kleanbore priming. He’ll 
appreciate the extra power and long 
range. You'll gain his confidence and 
assure repeat sales for years to come. 
Because, once a shooter has used 
Remington ammunition, he knows 
that “If It’s Remington, It’s Right.” 


er 23 





WHEN 


Remember that gangling teen- 
age kid who used to come into your 
store to buy Remington 22 cart- 
ridges? He’s not a kid any more. 
He has been in the Army, Navy or 
Marine Corps for two or three 
years—and now he is a man. 

A million or more service men al- 
ready have returned, and G. I. Joe 
—the “‘kid’”’ from your home town 
—is coming back some day. He will 
have seen much of the world, will 
have faced greater tasks, greater 
responsibilities than most of us face 
in a lifetime. 

Anything that you and the other 
folks at home can do to help G. I. 








G. |. JOE RETURNS 


Joe re-adjust himself to normal ci- 
vilian living will establish with him 
a bond of Jasting friendship. The 
hardware or sporting goods dealer 
fills an important post in this 
scheme of things—for your store is 
where Joe will come to fit himself 
out with spare-time equipment such 
as hobby materials, sporting goods, 
guns and ammunition. 

Thus you have a task to perform 
for G. I. Joe when he returns. You 
will want to discharge your respon- 
sibility to him by offering helpful 
advice and by stocking a full line 
of outdoor sports equipment when 
available. 
















“| said a pound of 10-penny nails— 








not 10 pounds of pennies!’ 
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JOBBERS AND DEALERS FIND THE NEW REM- 
INGTON AMMUNITION INDEX NUMBERS HELPFUL 


Middletown, U.S.A., Nov. 23. The new 
system of ammunition index numbers 
now used by Remington is proving 
helpful to jobbers and dealers. ‘They 
are finding that the new system, in 
which each index number is a key to 
a load or caliber, is particularly useful 
to those in the trade who handle am- 
munition orders, stock records, prices, 
and billing papers. 


In the Remington shot shell line the 
index number shows the brand, gauge, 
and shot size. For example: Reming- 
ton Express long range shot shells are 
identified with the symbol RX so that 
the index number of 12 gauge Rem- 


ington Express loads with No. 4 shot 
is RX12-4. 


In the metallic ammunition line, all 
items are identified with numbers 
having four digits. The last two digits 
identify the caliber, and the first two 
arrange the line in numerical sequence. 
For example: item 1022 is a 22 caliber 
cartridge and item 2330 is a 30 caliber 
cartridge. For full information, write 
for Retail Merchandisers’ Club Bul- 
letin, Volume 3, No. 4, Remington 
Arms Company, Inc., Bridgeport 2, 
Connecticut. 


Kleanbore, Express and Hi-Speed are Reg. U.S. 
Pat. Off. by Remington Arms Co., Inc. 
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The dinnerware is 
featured upon two 
display tables in 
the center aisles 
and attracts the 
attention of all 
feminine patrons. 
Glassware also is 
shown upon one 
of these fixtures. 





M.. display of 


china, glassware and gifts has 
helped Sauser’s Hardware of 
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Mass Display Doubles | C 


Manchester, Iowa, to more than 
double its business on these lines 
during the past few years. Millard 
C. Mills, owner, reports that peo- 
ple come from considerable dis- 
tances to buy china and allied 
lines at the store. 

“We like to get as much of our 
merchandise before the buying 


Here is a view of 
the other central 
aisle table which 
is devoted to the 


number of teapots 

and other china- 

ware items are on 
higher shelves. 

















public as possible,” says Mr. 
Mills. “We want to avoid over- 
crowding, but we do find that 
when you have a lot of merchan- 
dise displayed, the public will stop 
longer and look over the stock. 
And when they do that they usual- 
ly buy.” 


Change Builds Sales 


Mr. Mills reports that several 
months ago the ovenware stock 
was on a table which faced the 
left aisle of the store—the aisle 
down which the men come to buy 
farm goods and other items. Sales 
were slim, so he changed the dis- 
play over to the right side of the 
store, near the aisle where women 
browsed. The result was that oven- 
ware sales went up considerably 
in a very short time. 

Attesting to the fact that china, 
glassware and gift sales run into 
considerable volume at this store 
is the evidence that two wall sec- 
tions on the men’s side of the store 
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Sidewall shelves 
upon the women’s 
side of the store 
are devoted to a 
number of inter- 
esting lines. Here 
we see an assort- 
ment of colored 
pottery and gifts. 
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are devoted to a showing of the 
lines, plus a number of center aisle 
tables and also four wall sections 
on the women’s side of the store. 
This wide diversity of stock gives 
the women shopper just about as 
much of a choice as she desires 
in china, glassware and gifts. 


Displays Are Popular 


In dinnerware, Mr. Mills re- 
ports that prices range from $5.95 
to $20.00 on about 12 patterns. 
This dinnerware is displayed at- 
tractively and in_ considerable 
quantity. Mass displays appeal to 
both town and rural customers in 
the area and an increase in din- 
nerware sales was noted when they 
were installed. In the post-war 
era the firm will experiment fur- 
ther with the mass display idea on 
other lines. 

The dinnerware is displayed on 
two different center aisle tables 
and makes a fine showing. “See 
through” display shelves are used 
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China and Glassware Volume 


Added emphasis on display of the 
feminine lines pyramids sales for 
Sauser’s Hardware, Manchester, lowa 


in both instances. 
cupies part of the space on one 


of the tables. 


Gifts in pottery 
and china are on 
step - up fixtures 
which were made 
in the firm’s own 
service shop. 
Many items of 
seasonal nature 
are shown to ad- 
vantage upon 
these step-ups. 


Glassware oc- 


Some Very effective step-up ar- 
rangements are used on narrow 
aisle tables where gifts, such as 














Day after day, screw-buyers find constant full value in every 
gross of American Screws. That’s because every screw is 
individually inspected for physical fitness of head, thread, 
and point ... and because each package is weighed auto- 
matically to assure full piece-count. What’s more, buyers 
find that American stocks are always adequate . . . because 
of high-speed production in three big plants. That’s why 
more and more buyers a// the time are marking every one 
of their orders “American brand — don’t substitute.”” And 
that plainly marks American as the No. 1 fastening line for 
you to handle, both right now and after the war. 


AMERICAN SCREW COMPANY 


PROVIDENCE 1, RHODE ISLAND 


~ 


Chicago 11; 589 E. Illinois Street Detroit 2: 502 Stephenson Building 


AMERICAN brand only! 


... that’s my new standing order when I| buy 
SCREWS & BOLTS 































American’s new 
partitioned pack- 
age keeps bolts and nuts 
im separate compart- 
ments . .. saves you 
trouble in counting. . . 
and saves your custom- 

~ ers the extra operation 
of running off the nuts 
before using the bolts. 
This new package, al- 

a year in use, has 

earned the O.K. of deal- 
er and user alike... 
gives you another Ameri- 
can advantage to mer- 
chandise to your trade. 
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and here’s another 
reason to order 
American Stove Bolts 


Put the Screws 


on the Enemy... 
BUY MORE BONDS! 





















ON AVAILABLE GOODS 


flower vases, etc., are shown. 
These step-ups were built in the 
store’s service shop and work out 
very well for many types of sea- 
sonal merchandise. There are 
many items in the store ranging 
from vases to figurines, etc., that 
people buy as gifts for various 
occasions at prices ranging from: 
50 cents to $5.00. In fact, many 
people buying gifts for showers: 
make a practice of coming to this 
store, as they are sure from past 
experience that they can get what 
they want there. 


Aid to Customers 


“We think we have gift stock. 
that appeals to the person who 
has only one dollar to spend and 
also to the person who has five 
dollars to spend,” says Mr. Mills. 
“In the sale of gifts, especially, 
so many people ask us what to 
buy for this or that person. This 
gives us an opportunity to judge 
the customer and to pick out gifts 
we think will fit the occasion.” 


Feminine Assistance 


Mr. Mills is assisted in the 
china, glassware and gift depart- 
ments by his wife. She has some 
excellent display and sales ideas 
and keeps the department looking 
in fine condition at all times. Both 
Mr. and Mrs. Mills see a fine 
future in the china and allied de- 
partments in the post-war era, but 
they add that good display and 
salesmanship will be needed in 
order to get a satisfactory volume 
of business. 

Because the store has a large 
rural trade, Mr. Mills carries a 
large stock of mixing bowls in va- 
rious sizes as well as crocks up to 
the 30-gal. size. The rural trade 
also buys considerable amounts of 
china and glassware. 
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. Toys Are Featured 
Throughout the Year 


(Continued from page 96) 


any difficulty. Fluorescent lighting | 


throughout the store helps to call 
attention to the toy section and the 
sign near the stairway. 


Demand for Games 


“We carry a large selection of 
games for children, as we have 
found that these are in consider- 
able demand throughout the year,” 
says T. E. Lesher, president of the 
firm. “Parents always seem to be 
looking for games to give as gifts 
for birthday parties and other 
juvenile affairs. The larger toys 
seem to sell best at specific sea- 
sons, and our continuous display 
of them has brought additional 
sales during spring, fall and sum- 
mer months. Wooden war toys 


are also very popular here with 
children.” 


Seasonal Displays 
The McCabe Hardware Co. has 


two excellent display windows and 
uses them in season to feature 
toys. This helps considerably in 
working up a 12-months’ toy busi- 
ness, 

Petoskey is located in the heart 
of one of Michigan’s finest and 
most popular summer resort sec- 
tions. The area annually — at- 
tracts numerous vacationists from 
Chicago and other parts of the 
middle west. These vacationists, 
Mr. Lesher says, like to buy toys 
during the summer season for their 
children to play with while on 
vacation. Vacationists generally 
are in a spending mood and, for 
this reason, a well-stocked toy de- 
partment brings them into the 
store many times during the sum- 
mer. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 128 | 
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A veritable electric “breakfast chef” . . . compact and complete! At 
one end, out pops the toast .. . rich, golden brown. At the other end, 
the coffee is brewing or eggs are frying on the built-in tubular cooking 
element. All encased in gleaming chromium . . . the entire appliance 


covered by a liberal, long-service guarantee (details later). 


This Merit-Made Duo-Appliance is one of a distinguished family of 
toasters, including a pop-out model without the cooking unit and a 


handsome quick-flip, 2-slice toaster. 


Distributors are now being ap- 
pointed. Perhaps your terri- 
tory is still open. Write for 
details. You can “Make Money 
with Merit-Made.” 


MERIT - MADE 
PRODUCTS 


Division of 


Allied Machine Contractors Closed View . . . Beautifully 
98 Elm Street Buffalo 3, N. Y. Streamlined and Compact 
























Furniture Represents 25 Per Cent 


Of This Firm’s Total Volume 





This second floor department carries everything from complete suites to single pieces. 


Second floor location does well 
but Lawrence Mattix expects new 
ground floor store to increase 
present business by 25 per cent 


A PROFITABLE 


furniture department, housed on 
the second floor at the present 
time, constitutes about 25 per cent 
of the store’s annual volume, ac- 
cording to Lawrence Mattix of 
Scottville, Mich. Mr. Mattix has 
secured another store location, ad- 
jacent to his present store and will 
cut an entrance from one estab- 
lishment to the other. This will 
give him street floor locations for 
both his hardware and furniture 
departments and a central connect- 
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ing doorway between the two de- 
partments. 

Moving of the already profit- 
able furniture section to the first 
floor should result in a 15 to 25 
per cent increase in total furniture 
volume, believes Mr. Mattix. He 
thinks that furniture and hardware 
fit in very well together. 


Rug Display a Feature 


One of the features of Mr. Mat- 
tix furniture department is a large 
rug display. The rugs hang from 
a special rack which enables the 





prospect to view them in their en- 
tirety and thus help to promote 
sales. The sale of rugs also leads 
to the sale of other floor coverings 
such as linoleum, says Mr. Mattix. 
For a number of years the store 
has done a fine volume in lino- 
leums and expects to increase this 
volume in the post-war years. 
This firm carries a complete line 
of furniture including living room 
suites, dining room suites, bed- 
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This range was bought by our 
customer 34 YEARS AGO and is 
in constant use today. 
MART HARDWARE CO. 
Onaway,: Michigan 






Our stove is just as good as new, and 
that’s a good recommendation for 27 
YEARS of constant use. 

MRS. WILLIAM ABEL 
Edmonds, Washington 


We have handled MONARCH Ranges 
since we opened the doors of our business 
23 YEARS AGO. It has been one of the finest 
products we have handled and it has built 

a great deal of goodwill for our organization. 


DIXON-TAYLOR-RUSSELL CO. 















SUPER-HEATER 


Employs new gas-burn- 
ing principle. Patented 
down-draft flues send 
fresh air over burning 
coal, creating even fire 
which completely burns 
the gases and reduces 
chimney loss. 


MALLEABLE IRON 
RANGE CO. 


2414 Lake St. Beaver Dam, Wis. 
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Will you kindly send by parcel post one 


Provo, Utah 





feed door frame for a No. 25 MONARCH 
Range purchased from you over 30 YEARS 
AGO. The hinge is worn on this door, aside 
from this fact the stove is in perfect condition. 
L. F. CARRIER & SONS 
Lehew, West Virginia 


We have a customer that we sold a 
MONARCH Range to some 35 YEARS AGO. 
They now need a new stove and they want 
us to get them a new Malleable range. 

WALTON HARDWARE STORE 
Carlinville, Illinois 


Just 35 YEARS ACO this fall we sold 
our first two MONARCH Ranges. We 
are still representing MONARCH in 
New Windsor. ° 
CHRISTY HARDWARE CO. 
New Windsor, Illinois 






Write for Exclusive 


Dealer Franchise 





MALLEABLE 


COAL-WOOD RANGES 
AND HEATERS 





LUTICA, 
TOOLS 





for More Tool 
Mileage 
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¢ UTICA Tools are sold with 

confidence by our distributors 

» who know that half a century 
as Rae ee ence stands: be N ‘ 
ONE OO 9S 
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Limited space has resulted in crowding but the new ground floor 


store will provide ample room in which to have adequate displays. 


room furniture, rugs odd chairs 
and other pieces. Although the 
second floor location has consider- 
able space, the furniture stock is 
so extensive that the items must be 
placed close together, affording 
little opportunity for effective dis- 
play. Despite this handicap, Mr. 
Mattix has a fine volume of busi- 
ness. 

In the new first floor location 
Mr. Mattix will have practically 
double the floor space for furni- 
ture, and he says that this will en- 
able him to give it the proper 
kind of display. 

“We did a fine business on fur- 
niture for a number of years even 
though prospects had to walk up 
one flight of stairs,” he states. 


“However, we know we will do 
more business on a first-floor lo- 
cation, with better display facili- 
ties. Men do not mind walking up 
one “flight of stairs to buy furni- 
ture, but women do.” 


Scottville is a thriving farm 








One of the features of this section is the rug display. 
A special rack makes it possible to show the entire rug. 
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Lawrence Mattix in his store. 


community of 1500 population, 
and has a large number of mod- 
ern stores. A weekly farmers’ fair 
day, held on Tuesdays, is one of 
the town’s big drawing cards for 
the rural trade and it means much 
to the merchants. On Tuesdays it 
is almost impossible to find a park- 
ing space for automobiles, except 
on side streets, for farmers come 
in force. They bring their cows, 
pigs, chickens, etc. for sale, and 
while in town visit the various 
stores. 


This close cooperation between 
Scottville merchants and farmers 
has helped much to make this town 
prosperous and a place that farm- 
ers like to visit. 











TAROGRAPH 


TAX COLLECTIONS COMPARED 
WITH NATIONAL INCOME 





(cD NATIONAL INCOME 
EMEP Au Tax Couecrions 
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Showing the rising scale of tax- 
ation from 1929, the year of the 
crash, up until the present time. 






































OF THE PRODUCTION LINE 


No product made can be better than the threaded 
fasteners that hold it together. For, if the fasteners 
yield or give out from stress or strain, the product 
is generally headed for the repair shop. 

We want you to think of TRIPLEX cap screws 
and semi-finished nuts as the tough jewels of any 
production line or assembly job. They are just as 
important to fabricated metal products as the 
diamond or sapphire is to a precision jeweled 
movement. Write for literature and stock list today. 


THE TRIPLEX SCREW COMPANY 
5317 Grant Avenue °* Cleveland 5, Ohio 


». 


BOLTS, 


THREADED 
FASTENERS 


NUTS AND RIVETS 













Pictures of interest to fishermen are always in evidence. 
During the fall and winter they are featured under glass. 


Fishing Pictures Help Attract 


The Sportsmen's Trade 


OOD BROS. of Charlevoix, 

Mich., makes a practice of 
collecting fishing pictures of its cus- 
tomers and has an excellent display 
of them in the store. Some of the 
fish that have been caught by the 
store’s patrons are large ones—trout 
and whitefish—and only the pictures 
of large fish are displayed at the 


store. 
Distinctive Display 

D. H. and C. F. Wood, owners of 
the store, have given their fish pic- 
tures display considerable distinc- 
tion by placing them on a piece of 
insulation board with thumb tacks. 
This keeps them in place and in 
a neat arrangement. 


Featured During Winter 


The display board is so arranged 
that it can be placed in a sporting 
goods display or fit into a former 
builders’ hardware wall cabinet un- 
der glass. It is usually under glass 
during late fall and winter, but it 
has high display value even at such 
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times, for it provokes the interest of 
fishermen who come to the store for 
other items. 

During normal times this store 


sells a lot of fishing and other sport- 
ing goods supplies. Charlevoix is 
one of the most beautiful summer 
resort areas on the upper part of 
Lake Michigan and there are three 
lakes close to the city. In fact, a 
large commercial fishing colony an- 
chors its tugs about 1500 feet from 
the Wood store, as Lake Charlevoix 
comes almost to the main street of 
the town. 

With such a continuous local in- 
terest in both individual and com- 
mercial fishing, the Wood hardware 
finds it profitable to carry a com- 
plete line of fishing supplies as well 
as other sporting goods merchan- 
dise for the sports enthusiasts of 
that section. 


Games Help Swell 


Store's Profits 
TEMS such as paint books for 


coloring, paint sets, simple 
games such as bingo and others are 
always in demand by youngsters 
forced to stay inside by inclement 
weather. The Robert F. Illian hard- 
ware store, Milwaukee, Wis., carries 
a stock of these items and places 
them on display on a table at the 
center of the store where they may 
be seen by everyone entering the 
establishment. 

The line moves very well. Mothers 
who come to the store to buy glass- 
ware, gifts and other items, and 
fathers who come to buy hardware, 
often stop at the paint book display 
to pick out one or two or more items 
for their youngsters. 





Post-War Kitchen Equipment 


The above illusration shows a new sink and cabinet design for post-war 

manufacture of the American Central Manufacturing Corp., Connersville, Ind. 

This new island kitchen unit, designed by Raymond Loewy, has a wider 

sink, sliding panels replacing doors, a garbage slot, concealed bin, plastic 

finishes and a hinged drainboard. The reverse side contains a buffet facing 

the dining space, which can be woe for displaying china after the completion 
of the meal. 
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7 | Reasons why 


PLVMB TVVLA 


make you more Profits 


Ahi 5 DPA oe 


The Only Tool Line That 
Meets ALL Your Needs 


Consider the advantages of concentrating 
on the Plomb line in your postwar pro- 
gram. Nationwide popularity means 
faster stock turnover, more repeat sales. 
One source of supply simplifies your 
purchasing and service to customers— 
centralizes your buying power. Plan ndw 
to make more profits with Plomb. Write 
today for free catalog and complete 
details.—Plomb Tool Company, 2227 Santa 
Fe Avenue, Los Angeles 54, Calif. 
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Service Department an Aid 
In Building Store Traffic 


Lynn R. Beeman finds it helps in 
keeping contacts with appliance 
customers until end of the war 





A service man repairs a washer. Sometimes there are as many 
as 15 of these appliances waiting their turn in the shop. 





A vacuum cleaner receives attention. There is plenty of room 
in this shop and ample equipment to handle any kind of a job. 
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jw men are kept 


busy at the Lynn R. Beeman hard- 
ware store, Red Wing, Minn., re- 
pairing and servicing milking ma- 
chines, washers, vacuum cleaners, 
cream separators, small electrical 
appliances, gas and electric and 
kerosene stoves and a miscellany 
of other items. 

According to L. R. Beeman, this 
repair shop turns out a great deal 
of work and is doing its part to 
keep the local community func- 
tioning during wartime. The shop 
is located in the basement of the 
large store, and there is plenty of 
room there to keep the appliances 
that are in for repair. Sometimes 
the firm has as many as 15 wash- 
ers in the shop awaiting repairs 
of one sort or another and a con- 
siderable amount of room is need- 
ed in which to store the appli- 
ances. 


System the Watchword 


The right tools, drills and vises 
are needed in a repair shop of 
this kind in order to do good 
work and these are to be found in 
abundance at the Beeman shop. 
There is a tool for every job and 
every tool is always kept in its 
place. Special washer roll orders 
are so classified and stored in a 
section made for these items. Sys- 
tem in a shop of this kind helps 
to get the work done faster and 
better. 

This shop repairs about 35 
washers per month as well as nu- 
merous wringer jobs. Any sort 
of a washer repair job can be 
handled. So far, the firm has ob- 
tained washer parts quickly, so 
as not to cause too much delay to 
customers. The store provides a 
pickup and delivery service for 
heavy appliances where needed, 
although customers are asked to 
bring in as many of these items 
as they can. Attention is called to 
the fact that the more time the 
service men can spend working 
in the shop the quicker the repairs 
can be made. In numerous in- 
stances, farmers who have light 
trucks are willing to cooperate and 

(Continued on page 153) 
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ALWAYS IN GOOD STANDING 
WITH YOUR CUSTOMERS 


“Warren-teed” signifies top-notch 
materials gnd workmanship. 
Warren Tool Heavy Hand Tools are 
made of selected steel. With crafts- 
manlike forging, with accurate con- 
trol of temperatures which assures 
uniform and propes hardness, and 
with gauge-accurate, sharp cutting 
edges and striking faces, Warren- 
teed tools assure long, hard, and 
dependable service in the hands of 
your customers. 

Ask your jobber-salesmen, for War- 
ren-teed tools. 


WARREN TOOL CORP. «+ WARREN, OHIO 
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HE children’s season is com- 
gy ing. For the next few weeks, 

youngsters will be seen in 
ever-increasing numbers in every 
hardware store that handles play- 
things of any kind. During the 
holiday period the children will be 
valued customers—and justly so. 
Their preferences will be catered 
to and their desires will be recog- 
nized. Every salesman who is 
worthy of the name will do every- 
thing in his power during the 
Christmas season to help please 
the younger generation. 

Don’t let your friendliness and 
consideration for the youngsters 
wane by the time the new year 
rolls around. They will be around 
to visit your store both with their 
parents and unescorted. Answer 
their questions, be courteous to 
them and help them out at all 
times. Aside from heing proper 
way to treat them, it also is the 
wise thing to do, 

Many a youngster who has been 
shabbily treated by a salesman 
grows up to dislike both that sales- 
man and the store he represents. 
And nine times out of ten they will 
not keep their feelings to them- 
selves. Other children will form 
similar resentments. Parents will 
invariably side with their young- 
sters if they have been treated in a 
curt manner and when that hap- 
pens their business goes elsewhere. 
Incidentally, when the child grows 
up you can rest assured that he 
will deal with some other store. In 
any event it means business lost— 
either in the present or the none 
too distant future. 


Remember Their Names 
Many a salesman remembering 


his childhood days can recall the 
resentment he felt when older 
people called him “Bub” or 
“Sonny.” The modern child feels 
the same way about it and likes to 
have his individuality respected by 
being addressed by his proper 
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Don't Forget the Children After Christmas! 


name. Plenty of grownups feel 
flattered when their names are re- 
membered and it’s a type of flat- 
tery that appeals just as much to 
the children. And don’t forget that 
if you remember a youngster’s 
name when his parents are present 
they'll have a kind spot in their 
hearts for you and your store as 
well. 

Many a youngster is experienc- 
ing the same difficulty that his 
parents are experiencing—that of 
trying to make old things last until 
new ones can be purchased. All 
parents are not mechanically in- 
clined but many a salesman in a 
hardware store is possessed of real 
mechanical ability or is at least able 
to “fix things.” If Johnny breaks 
his roller skates and brings them 
in to you, try to repair them if you 


can. Your last pair of skates may 
have vanished and it may be prac- 
tically impossible to obtain a new 
pair. So help him out by fixing 
them up so they will function once 
more. You may be embarrassed 
by having him bring in some of 
his friends with their repair jobs, 
but, if you have the time to help 
them out, it will be time very well 
spent. 

Word-of-mouth advertising is 
one of the most valuable forms of 
publicity and you'll be surprised 
at the extent to which a young- 
ster’s opinion in matters of this 
kind is respected by older people. 

The children of today are the 
grown-up customers of tomorrow. 
Get their good will now and it 
will be easier sailing in the days to 
come. 











Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40, poor, and 
20, very poor. The correct answers to these questions will be 
found on page 167. 


Work the problems first then substitute the figures 
of your own business for those in the problem. 


1—Rent in a hardware store amounts to $1,500 per year. 
It represents 3 per cent of sales. Figure the sales volume of 
the business. 

2—In January, 1941, a business purchased a new delivery 
truck and paid $800 for the vehicle. The property is being 
depreciated at the rate of 20 per cent per year. Determine the 
amount charged off to depreciation each year. How much of 
the original value of the truck remains to be charged off to 
depreciation at the end of 1944? 

3—Ten per cent of the year’s advertising budget of $1,200 
is to be spent in equal amounts the first three weeks of Decem- 
ber to promote holiday sales. Local display advertising space 
costs 40 cents per columnar inch. How many columnar inches 
of space could be used each week? 

4—Endorsements of checks and notes are generally made 
for two purposes. Can you name them? 

5—The cost of goods sold in a business was $30,000 during 
a year. Stock was turned 2.5 times during the year. Figure 
the average inventory for the year. 

(Answers on page 167) 
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€ READY for the TOMORROW 


Better built and better designed McAleer all metal Cabinets 
and Wardrobes will be available with the coming of Peace. 
Weare profiting by the engineering and construction progress 
achieved while making important materials of war. This ex- 
perience will be applied to your advantage for peace time 
production of improved McAleer Kitchen Cabinets, Ward- 
robes and Wall Cabinets. To assure the style and utility that 
your customers will want after the war, we have engaged as 
consultants, Dohner and Lippincott, well known stylists of 
kitchen equipment. You and your customers will be able to 
enjoy once again McAleer’s national reputation for all metal 
cabinets of better quality. 


READY for TODAY 


McALEER TOOL CHEST with TOTE TRAY 
Designed specifically to meet Army Ordnance requirements. 
These McAleer Tool Boxes are ideal for real mechanics every- 
where. Practical to merchandise for Christmas. “Sturdy as a 
‘Sherman’ tank”’. Each box has been given a coat of govern- 
ment specified finish over a Red Oxide rust-proof primer. 
Finished in baked Olive Drab enamel with high gloss. Built 
for civilian use in accordance with U.S. Army specifications. 
& Order McAleer Tool Boxes through your jobber. If he doesn’t 
carry them, either send us his name and address or place 
your order direct with us. 


MCALEER 


AND COMPANY, INC. 
1422 N. Sth Street 
PHILADELPHIA 22, PA. 
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Congoleum-Nairn, Inc., Sponsors 


Sixth War Loan 


Congoleum-Nairn, Inc., Kearny, 
N. J., manufacturers of linoleum 
and allied lines is sponsor of the 
Sixth War Loan Drive contest 
for retail furniture and floor 
covering stores. The display con- 
test will be held during the Sixth 
War Loan Drive, Nov. 20 to 
Dec. 16, 1944. A total of $10,500 
war bond awards (maturity 
value) is offered for store or 


READ IT IN HARDWARBicr 
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Drive Display Contest 


| window display winners selected 
by the judges. Participation in 
this contest is limited to retail 


furniture and floor covering 
stores only. 
The Congoleum-Nairn  spon- 


sored contest rules are the same 
as those for the Henry Disston 
& Sons, Inc., contest as reported 
in the Oct. 26, 1944, issue of 





Harpware AcE. 








RUSSELL ASST. MGR. 
OF WOOSTER BRUSH 


The Wooster Brush Co., Woos- 
ter, Ohio, has announced the ap- 
pointment of W. R. Russell as 
assistant general manager. With 
previous experience in the paint 
field, Mr. Russell came with the 
Wooster Brush Co. in Septem- 
ber, 1935, as a traveling sales 
representative, carrying out 
Wooster’s program for cooperat- 


ing with its distributors, their | 


salesmen and trade. This nation- 
wide activity included, among 
other things, conducting meetings 
with distributors’ salesmen in the 
field. 

At the start of the present war 
he was placed in charge of a 
necessary new department con- 
cerned with Government regula- 
tions affecting the brush indus- 





try. This involved intimate con- 
tact with practically all branches 
of the business, manufacturing. 
purchasing and sales. During 
this time he has made improve- 
ments in manufacturing process- 
es as well as in the development 
of new products including Foss- 
Set nylon brushes. 





BARLOW & SEELIG MFG. 
APPOINTS TWO NEW 
DIVISION MANAGERS 


Announcement has been made 
by P. J. Daniels, general sales 
manager of Barlow & Seelig Mfg. 
Co., Ripon, Wis., of the appoint- 
ment of T. A. Barry, to be in 
charge of the New England divi- 
sion, and C. D. Staples as head 
of the eastern division. ] 

Mr. Barry has been identified 
with the company since 1928 and 
had been in charge of the New| 
England area until the war shut | 
off washer and ironer production 
in 1942. Mr. Staples, who has a 
background of 25 years’ experi- 
ence in the major appliance field, 
returns to the company after an 
absence of two-and-a-half years 
spent in the durable goods divi- 
sion of the OPA regional office 
in Cleveland, Ohio. 





PLASTIC DIE & TOOL 
NAMES MONTGOMERY 
ASST. GEN. MANAGER 


George E. Montgomery, Jr., 
has been appointed assistant 
general amnager of Plastic Die 
and Tool Corp., Los Angeles, 
Calif., it is announced by George 
A. Cooper, president of the com- 
pany. His duties will include 


tion control. 

Mr. Montgomery joined Plas- 
tic Die and Tool Corp. in De- 
cember, 1942, as an expediter in 
connection with its war produc- 
tion program. He _ progressed 
through the positions of assistant 
purchasing agent, purchasing 
agent, and materials and produc- 
tion control supervisor. Prior to 
his association with this company 
he was employed by the Edi- 
phone Company in Los Angeles, 
and as a production inspector 
of aviation for the Navy Depart- 
ment. He graduated with an A. B. 


lege, Elsah, Ilinois in 1939. 


CONKLIN HEADS RANGE 
UNIT OF ADMIRAL CORP. 


Harold D. Conklin has been 
appointed mandger of the Elec- 
tric Range Division, Admiral 


Corp., 3800 Cortland St., Chica- 





eq 


go 47, Ill. He has had 16 years 
of experience in the electrical 
range business, having just re- 
signed as manager of the Range 
and Water Heater Division, Edi- 
son General Electric Appliance 
Co., Chicago, Ill. He joined that 
company in 1928 as assistant 
manager of the small appliance 
division, later becoming assistant 
manager of the range and water 
heater division. He was for some 
time west coast regional man- 


H. D. CONKLIN 








W. R. RUSSELL 








supervision of purchasing, traffic, 





ager for that company. 


material, inventory, and produc- | 


BRACHER PROMOTED 

| BY REMINGTON ARMS 
C. V. Bracher has been ap- 

pointed assistant sales manager 

of the Remington ammunition, 





degree from the Principia Col- 





Cc. V. BRACHER 


target and trap division, accord- 
ing to an announcement by B. E. 





Strader, vice-president and direc- 
tor of sales, Remington Arms 
Company, Inc. Mr. Bracher will 
make his headquarters at the 
home office in Bridgeport. 

Mr. Bracher has had extensive 
experience in the selling of Rem- 
ington products and during the 
present emergency has gained 
manufacturing experience as 
well. He served at the Utah 
Ordnance Plant at Salt Lake 
City, following which he was 
transferred to Remington’s arms 
plant at Ilion, N. Y. Before his 
present assignment he was a 
member of the company’s de- 
velopment section. 

In addition to his sales and 
manufacturing experience Mr. 
Bracher is a big game hunter, a 
top-flight amateur photographer 
and an authority on the propaga- 
tion of game birds. A native of 
Oregon, he organized the first 
private game farm on the Pacific 
Coast successful in the breeding 
of Hungarian partridges in cap- 
tivity. He subsequently success- 
fully introduced these birds to 


the Island of Kauai in the 
Hawaiian group. He is well 
known to the hardware trade 





from coast to coast. 
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Henry Disston & Sons Issues Details 
On War Loan Display Contest 


Henry Disston & Sons, Inc., 
Philadelphia, Pa., saw manufac- 
turers, recently issued to inde- 
pendent retail hardware stores a 
folder outlining the provisions of 
the Sixth War Loan National 
Window. Display Contest which 
it is sponsoring for retail hard- 
ware stores. Copies of the fol- 
der, with another letter, have 
also been sent to wholesale hard- 
ware distributors. Terms and 
purposes of the display contest 
were given in the Oct. 26, 1944 
issue of Harpware AcE begin- 
ning on page 204. A total of 
580 awards—$10,500 worth of 


war bonds are offered for win- 
ning displays, instead of $7,875 


reported. 

To tie in with the contest to 
run during the Sixth War Loan 
Drive, Nov. 20 to Dec. 16, 1944, 
Henry Disston & Sons, Inc., is 
offering dealers a small identifi- 
cation placard pointing out that 
that store is participating in the 
event. The placard, of modern 
design, in red, white and black 
reads “6th War Loan Window 
Display Contest,” and may be 
obtained on request mailed to 
the Disston Company. 











McCARGO HEADS EAST 

CARBORUNDUM SALES 

W. T. McCargo has been ap- 
pointed eastern regional sales 


manager of The Carborundum 
Co., Niagara Falls, N. Y., suc- 








W. T. McCARGO 


ceeding in that, capacity F. Je- 
rome Tone, Jr., who has been 
named vice-president in charge 
of sales. Loaned to the War De- 
partment in 1940 Mr. McCargo 
returns to the Carborundum com- 
pany after having served succes- 
sively as a consultant to the As- 
sistant Secretary of War, Chief 
of the Abrasive Section of the 
War Production Board, and Gov- 
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ization. 
i 


ernment Presiding Officer of 
Abrasive Industry Advisory Com- 
mittee. 

Prior to assuming his War De- 
partment duties Mr. McCargo 
had been with The Carborundum 
Co., for 13 years as abrasive en- 
gineer. After resigning his 
lieutenancy in the U. S. Navy 
following World War I, Mr. Mc- 
Cargo was employed by the 
Heald Machine Co., Worcester, | 
Mass., as service engineer and 
salesman until 1927 when he 
joined the Carborundum organ- 


U. S. TIME CORP. MAKES 
EBERHARD PACIFIC 
COAST DISTRIBUTOR 


Announcement has been made 
by The United States Time Corp., 
New York City, of the re-appoint- 
ment of the Geo. H. Eberhard 
Co. of San Francisco and Los 
Angeles, Cal., as Pacific Coast 
distributors to handle the com- 
pany’s line of Ingersoll watches 
and clocks upon the resumption 
of civilian manufacture. 


GENERAL ELECTRIC 
BUYS STOCK INTEREST 
OF TRUMBULL ELEC. 

The General Electric Co., 
Schenectady, N. Y., has recently 
announced its purchase of the 
entire stock interest of the Trum- 


worth as had been previously | 


Former Governor John 
H. Trumbull, president of the 
latter company, and its other 
officers have tendered their resig- 
nations. 


Conn. 


DAVIS HEADS SALES 
FOR UNITED STOVE 


W. T. Davis has been appoint- 
ed general sales manager of the 
United Stove Co., Ypsilanti, Mich. 
For the past twenty-three years 
Mr. Davis has served as a mer- 
chandising executive promoting 
the sales of stoves and many 
other furniture and hardware 
items. He brings to his new 
position a broad background of 
selling and advertising experi- 
ence. 

Mr. Davis is making plans for 
an extensive Savoil post-war pro- 
gram to include extension of the 
territory and also a modernly 
designed post-war line. 
ELECTROMASTER GAINS 

THIRD WHITE STAR 


Electromaster, Inc., Detroit, 
Mich., has received its fourth 
award for excellence in the pro- 
duction of war materiel. This 
is the third white star the com- 
pany has received. 





PAUL CRISSEY JOINS 
ENGLISHTOWN CUTLERY 


Paul Crissey, well known to 
hardware wholesalers and manu- 
facturers, now director of 
chain and syndicate store mer 
chandising and sales of the Eng 
lishtown Cutlery, Ltd., with head- 
quarters at 1493 Merchandise 
Mart, Chicago, Ill., and New 
York offices at 230 Fifth Ave.. 
New York City, N. Y. 


is 





GIBBONS, SALES MGR. 

FOR VIKING CORP. 
Frank P. Gibbons has been 
appointed sales manager for the 
Viking Air Conditioning Corp., 





FRANK P. GIBBONS 


5600 Walworth Ave., Cleveland, 
Ohio, according to an announce- 
ment by Marion I. Levy, presi- 
dent of the company. Mr. Gib- 
bons has been with the company 
since 1935, and represented the 
Viking line of blowers, humidi- 
fiers and fans. More recently he 
was purchasing agent and assis- 
tant sales manager of the com- 
pany. 

Prior to his association with 
Viking Air Conditioning Corp. 
he was with the Monmouth Prod- 
ucts Humdifier Division, Cleve- 


land, Ohio. 


. 


DOPKINS EASTERN 

MGR. FOR MAJESTIC 
E. A. Tracey, president of the 
Majestic Radio & Television Cor- 
poration, Chicago, Ill., has an- 
nounced the appointment of 
Lloyd Dopkins as eastern divi- 
sion manager. Mr. Dopkins will 
be in charge of all Majestic dis- 
tributor operations throughout 
the east, from Maine to Florida 
and east to Pittsburgh, with 

headquarters in New York. 
Prior to joining Majestic, Mr. 
Dopkins was a division manager 
for the Zenith Radio Corp. He 
has also held positions with De- 
troit Michigan Stove Co. and At- 
water Kent Mfg. Co., with whom 














bull Electric Mfg. Co., Plainville, 


PAUL CRISSEY 


he was associated for six years. 
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RED PLASTIC 
"> Can 





Submitted to Electrical 
Testing Laboratories, 
tnc., for certification 





Pat. Nos. 2200443-2228210 


Locks Out Resets AUTOMATICALLY 


1 Positively cuts out deactivated, flickering, blinking 
lamps. 

2 When trouble is detected the starter automatically 
cuts off current fo the ballast and lamp. 

3 Gives long life to ballast because defective lamp is 
locked out. Prevents overheating. 

4 When Lloyd AUTOMATIC locks out defective lamp 
—turn off the current—Remove defective lamp—Put 
in a new lamp. 

Allow at least one minute to make the above change 
of lamps. Turn on the current. The starter auto- 
matically lights the new lamp. 

NO NEED TO DO ANYTHING TO THE STARTER 

5 Lloyd NEW PLASTIC CAN has higher. dielectric 
strength, is stronger, lighter distinctive. 














6 Knurled rim on plastic can insures positive grip for 
insertion and removal of starter. 


No projecting lugs to cause 







J Plastic can is sealed. 
trouble. 


@ The life of the AUTOMATIC starter is many times 
greater than that of the average lamp. 






gQ |t saves maintenance costs and power consumption, 
protects and insures longer life to the ballast and 
lamp. 

10 Tested in production and prior to shipment to insure 

perfect performance. 


LLOYD PRODUCTS COMPANY 
Dept. HA-11 Providence 5, R. I. 
Representatives in 23 Leading Cit'es. Export Office 13 B. 40th &t., 
N.Y.C. 

























| Duo-Therm in a territory which 


| rauder bombers as well as a 


| frames 





| tributors 


DUO-THERM NAMES 
SEVEN DISTRIBUTORS 


Appointment of seven new dis- 
to handle the Duo- 
Therm line of fuel oil appliances 
has been announced by M. F. 
Cotes, Motor Wheel Corp. vice- 
president in charge of the Duo- 
Therm Division. 

Exclusive Duo-Therm distribu- 
tor franchises have been awarded 
as follows: 

The C. R. Rogers Co., Pitts- 
burgh, Pa., will serve as distribu- 
tors for Duo-Therm space heat- 
water heaters and other 
appliances for the western Penn- 
sylvania territory. Southwestern 
Missouri will be served for Duo- 
Therm by the Four States Dis- 
tributing Co., Springfield, Mo. 
McDonald Bros., Memphis, Tenn., 
will distribute the Duo-Therm 
line in the Tennessee territory 
west of the Mississippi River, 
while Bomar Appliance Co., Inc., 
of Knoxville, Tenn., will handle 
eastern Tennessee. 

The Bluefield Supply Co., 
Bluefield, W. Va., will represent 


ers, 


includes eastern Kentucky, the 
southern part of West Virginia, 
and the western part of Virginia. 
Northern Louisiana and cer- 
tain western. Texas counties will 
be covered by the Ark-La-Tex 
Wholesale Co., Shreveport, La.. 
while the Arkansas Electric Co., 
Little Rock, Ark., will distribute 
the line in a large section of that 
state. 
LA PORTE CORP. TO 
MAKE WHEEL GOODS 


The La Porte Corp., La Porte, 
Ind., has anneunced that as soon 
as the government permits its big 
plant will be converted to the 
production of wheel goods. Since 
Pearl Harbor the plant has been 
making vital assemblies for B-24 
Liberator bombers and B-26 Ma- 


wide variety of metal doors and 
and lockers for naval 
vessels. 


GALVIN MFG. CORP. 
WINS FOURTH 
WHITE STAR 


The employees of the Galvin 
Mfg. Corp., Motorola Radio, Chi- 
sago, Ill., have recently won for 
the fifth time the Army-Navy 
“E” production award. This 
award entitles the company to 
fly the Army-Navy production 
award flag with four white stars. 
Creators and developers of the 
Handie-Talkie, the company in 
its peacetime work produced 
radios for the home, car and the 
farm, F-M and A-M sets, auto- 
matic phonographs, and the F-M 


telephone system for police, fir 
public utilities, railroads, aj 
industrial concerns. 





HOTPOINT TO OPEN 
CHICAGO DISPLAY 
AND SALES OFFICES 


Edison General Electric (Hot 
point) Appliance Company, Chi. 
cago electric appliance manufae. 
turer, will establish  centml 
region sales offices and mer. 
chandise display rooms Dec, | 
in the Merchandise Mart, Chi- 
cago, according to W. H. Bon 
Durant, regional manager. 

When equipment is available 
the offices will house displays of 
complete “all-electric” kitchens, 
complete home laundries, and 
commercial cooking equipment. 
The company is engaged in war 
production work at present, in 
eluding electric commercial cook. 
ing equipment war needs — but 
which is available for commer 
cial and institutional uses with 
War Production Board approval 

The central region include 
the Chicago sales district, which 
will headquarter in the new of- 
fices under the direction of L. E. 
Buxton, district manager. The 
company’s other district sales of- 
fices in the central region are at 
Cleveland, Kansas City, and Min. 
neapolis. 


E. L. FENN REELECTED 
CONN. STATE SENATOR 


Connecticut State Senator Ed 
ward L. Fenn who is well known 
as manager of the New York 
office of Millers Falls Co., Green 
field, Mass., tool manufactures 
was reelected Nov. 7 to serve his 
second term in that office. When 
elected two years ago for his first 
Senatorial term he was the first 
senator to be elected for the 
then new Greenwich, Conn., sena- 
torial district. In the recent elec 
tion he received twice the num- 
ber of votes polled for his op- 
ponent. 
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SHAFER REPRESENTS 
CORBIN SCREW CORP. 
Announcement was recently 


made of the appointment of 
H. R. Shafer as sales represen- 





H. R. SHAFER 


tative for The Corbin Screw 
Corp., New Britain, Conn., cov- 
ering that company’s western 


Pennsylvania and Ohio territory. 
In 1927 he became connected 
with the Strong Mfg. Co., of 


Sebring, Ohio, from which he} 


went to the Yale & Towne Mfg. 
Co., Stamford, Conn., as assis- 
tant sales manager of padlocks 
and latches. From 1929 to 194] 
he was salesman and district 
manager for the International 
Silver Co., which post he left to 
assume managership of J. Lud- 
wig’s wholesale jewelry firm in 
New York City. 

He with U. S. 
Army Signal Corps of the Air 
Force during 1942 and 1943, and 
upon being honorably discharged 
entered The Corbin Screw Corp. 


saw service 


J. W. FORBES SALES MGR. 
WICKWIRE SPENCER 


molybdenum and head of the 
Service Department for Western 
Electric Tube Shop, New York 
City. In his new position he 
will be in charge of all sales ac- 
tivities. 
U. S. RUBBER ADVANCES 
EVERLIEN AND SPOERL 


Ernest G. Brown, general man- 
| ager of the mechanical goods di- 
vision of the United States Rub- 
| ber Co., New York City, has an- 
| nounced the appointment of 





Herman A. Everlien as general 
| sales manager of the division and 
| Walter F. Spoerl as merchandise 
manager. Both positions are new- 
ly created. 

Mr. Everlien has been identi 
fied with the mechanical rubber 
goods industry for the past 41 
years and Mr. Spoerl for 36 
years. 


KROMEX CO. HAS 
NEW HEADQUARTERS 
The Kromex Corp. headquar- 

ters was recently moved to 110 
St. Clair Ave., Cleveland, Ohio. 





THE 1900 CORP. 
WINS WHITE STAR 


The men and women of the 
Nineteen Hundred Corp., St. 
Joseph, Mich., were honored 
recently with the presentation of 
the white star which signifies 
continued excellence in the pro- 
duction of war materiel. This 
company has been fully engaged 
in vital war production since the 
spring of 1942 and, before the 
war, produced washers and 
ironers. 














METALLURGICAL CORP. 

The Wickwire Spencer Metal- | 
lurgical Corporation, subsidiary | 
of the Wickwire Spencer Steel | 
Company, New York City, has | 
announced the appointment of | 
Jack W. Forbes as sales manager. | 
The Wickwire Spencer Metal- 
lurgical Corporation is a recently 
formed subsidiary manufacturing 
fine drawn molybdenum and 
tungsten wires for the electronic 
industry, and tungsten carbides | 
and dies. 

Mr. Forbes formerly was with | 
the Western Electric Company | 
for six and one-half years. At| 
the Western Electric Kearny | 
Works, Kearny, N. J., he was! 
engaged in the scheduling and 
planning of production. For the 
past three and one-half years he 
the buyer of tungsten and 
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M. COHOLAN 


G. 


whose appointment as assistant | 
io the export manager of The 
Stanley Works, New Britian, 
Conn., with headquarters at the 
company office at 98 Lafayette 
St.. New York City, was an- 
nounced on page 123 of the 
Nov. 9, 1944, issue of HARDWARE 
AGE. 











ATLAS 
cut TACKS 


are made to stand 


CLOSE scrutiny 


Atlas Cut Tacks readily satisfy 
the exacting requirements of a 
close-up because their pre-war 
quality has been resolutely 


maintained despite uncertainties 





and hazards of a war-torn world. 










If your needs 
in cut tacks in- 
clude carpet, uphol- 
sterers, billposter, trunk 
or carpet laying tacks, send 

along your orders . . we're 
making PROMPT deliveries. 


le 


CORPORATION 
HENDERSON, 





= f 
tel 
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FAIRHAVEN, 
MASS. 





To the nationally known line 
of Parker Small Hand Tools 
such as Parker Hack Saws, Coping 
Saws and Screw Drivers will shortly 
be added new, post-war, quality tools 
in greater variety. 











| *arker 
MANUFACTURING €0. 


WORCESTER 





1, MASS. 





| engineering and 


| are highly specialized. 





OBSERVES 60th ANNIVERSA 
Division of Borg-Warner rece 
versary in Chicago, Ill. The 


RY: The Ingersoll Steel & Disc 
ntly celebrated its 60th anni- 
firm now maintains plants at 


Chicago, Chicago Heights, New Castle, Ind., and Kalamazoo, 
Mich. Farm implement manufacturers of firms supplied by 
Ingersoll for more than a half-century attended the anni- 
versary dinner which was addressed by Eric A. Johnston, 
president of the Chamber of Commerce of the United States. 

Hosts at the dinner were two generations of Ingersolls. Left 
to right are Harold G. and Stephen L. Ingersoll, vice-presi- 


dents; Roy C. Ingersoll, presi 


dent, and Robert S. Ingersoll, 


works manager at the Kalamazoo factory where amphibious 


tanks are manufactured for the U. S. Navy. 








WICKWIRE SPENCER’S 
SPRINGS, AUTOMOTIVE 
DIV. NOW IN MASS. 

The Wickwire Spencer Steel 
Co., New York City, has an- 
nounced, as of Nov. 1, the gen- 
eral sales offices of the springs 
and formed wire division and of 


1923. Mr. Van Deman has been 
with the company for 11 years 
and also served for eight years 
with the Westinghouse Electric 
Supply Co., marketing  subsi- 
diary of the parent organization. 


BLOODWORTH TRAVELS 


the automotive division will be 


located at New Bond Street, 
Worcester, Mass. The Morgan 
plant, where the , products of 


| these divisions are manufactured 


is also located at Worcester. A 
district sales office of these divi- 


| sions will continue to be main- 


| tained at 500 Fifth 


Avenue, New 
York 18, N. Y. 

In announcing the change. 
E. J. Byrnes, springs and auto- 
motive sales manager, emphasized 
that the products of his division 


location of the general sales office 
will enable his unit to better 


| serve customers through close co- 


| ordination of 


and 
operating. 


sales manu- 
including 


scheduling. 


facturing, 





WESTINGHOUSE RADIO 
ADVANCES ECKSTEIN 
AND VAN DEMAN 

Harold B. Donley, manager 
of the radio receiver division 
of Westinghouse Electric & Mfg. 


Co., Pittsburgh, Pa., has an- 
nounced the appointments of 
Paul H. Eckstein as assistant 


sales manager of the division and 
of J. N. Van Deman as the divi- 
sion’s middle Atlantic district. 

Mr. Eckstein comes to his new 


| position from the Stewart-Warner 


Corp. where he had been sales 
promotion manager. He has been 
identified with the radio receiver 
and merchandising fields since 


The re- | 


FOR ORGILL BROS. 


Russell Bloodworth, formerly 
one of Orgill Bros. & Co., Mem- 
phis, Tenn., buyers, is now rep- 
resenting the company and his 
headquarters are at Dyersburg, 
Tenn. 

















H. G. FRANKLIN 


manager of special sales for The 
Schaible Co., Cincinnati, Ohio, 
whose appointment to that po- 
sition was announced on page 
115 of the Oct. 12, 1944, issue 
of Harpware Ace. Due to an 
error in the printing plant a 
picture of John J. Farrell, 
treasurer, American Steel & 
Wire Co., Cleveland, Ohio, was 
used with the previous an- 
nouncement of Mr. Franklin’s 





appointment. 
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REMINGTON ARMS NAMES 
E. C. GRIFFING AS 
DIRECTOR OF SERVICE 


E. C. Griffing, former assistant 
works manager of Remington 
Arms Company’s . Bridgeport, 
Conn., plant, has been appointed 


capacities. 
ington in 1933 as special assis- 
tant to the director of manufac- 
ture. He was then appointed to 
the position of superintendent of 
service of the Bridgeport plant, 
in which capacity he served until 
"1936. Between 1936 and 1944 
jhe occupied the positions of 
|supervisor of shotshell manu- 
|facturing, assistant production 
| superintendent, production  su- 
| perintendent, and assistant works 
manager. 

H. K. Faulkner, former service 
| superintendent, has been appoint- 
|ed to succeed Mr. Griffing as as- 
| sistant works manager of the 

Bridgeport plant. Mr. Faulkner 
| has had extensive manufacturing 
| experience with E. I. duPont de 
Nemours & Co., and with Rem- 
ington Arms. 

—- 7 





BUYS PARIS, MO., 
HARDWARE STORE 


Mrs. Harry R. Herring, Paris, 
Mo., recently sold her building 
and hardware stock on Main and 
Caldwell Sts., to Ray Batsell, 
proprietor of the Batsell Hard- 
ware Store, which is housed in 





E. C. GRIFFING 


Director of Service for the com- 
pany, according to an announce- 
ment by C. K. Davis, president 
and general manager. 





Mr. Griffing has been with |the same building. Mr. Batsell 
Remington for more than 10 | will combine the two stocks of 


years and has served in various | goods. 








He came with Rem- 











RECEIVES ARMY-NAVY “E” AWARD: Impressive cere- 
monies marked the awarding of the Army-Navy “E”’ to the 
Foley Manufacturing Co., Minneapolis, Minn., which were 
held at the Princess Theater in that city. The company manu- 
factures canteen cups, saw filers and grinders for war produc- 


tion. Cedric Adams, columnist of the Minneapolis Star- | 
Journal, as master of ceremonies, gave a brief history of the | 
company and introduced the guests—Col. H. J. Keeley of 
Fort Snelling; Col. Norman D. Dean, head of State Selective 
Service; Col. K. E. Rasmussen, commanding officer of the 
Japanese language school at Fort Snelling, and Col. Frank E. 
Taylor, Jr., officer in charge of procurement of the Jefferson- 
ville, Ind., Quartermaster Depot. The presentation of the | 
banner was made by Col. Taylor, while Commander George F. | 
Jacobs, U.S.N., presented the pins to 10 representatives of 

the company. Above, left to right, are shown Walter M. 

Ringer, president; Freeman Collier, plant superintendent; | 


Robert Taintor and Cora Puchalla, company representatives, | 
displaying the banner. 
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REVOLUTIONARY 
FUEL-SAVING ECONOMY 
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“LoPilot’ on eurnine 
Parlor Furnace 


People today are “fuel-saving conscious” as never 
before. War has made them that way. Continuing 
urgent need for fuel conservation keeps them that 
way. 


That’s why they go for ALLEN’s fuel-saving LoPilot 
Oil Burner in a big way .. . why this revolutionary 
Burner is proving itself to be one of the quickest, 
easiest-selling profit makers ever known to the heat- 


ing industry. 


The LoPilot Burner owes 
its amazing fuel-saving 
economy to a specially de- 
signed pilot light which 
permits fast low-pilot-to- 
high-fire-burner operation 
in mild or changing weath- 
er. Fuel wastage in over- 
heating is greatly reduced 
. “stand by” fuel con- 
sumption is drastically cut! 
The pilot light in the 10- 
inch Burner uses less than 
1/33 of a gallon of oil per 
hour, operating on low 
pilot. 
It will pay you to investigate 
this sensational new ALLEN 


Burner. For fuil information, 
write at once to Dept. HA. 


Allen 
MANUFACTURING CO., INC. 


Nashville, Tennessee 





Allen's Oil-Burning Parlor Fur- 
nace Duotone Baked Enamel. 
Model 41/0 


PIONEER STOVE BUILDERS 


1944 


1867 
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RIFFIN 


nufacturing Company 


ERIE. PENNSYLVANIA 





NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 


SAN FRANCISCO: 








DAVIS PACIFIC COAST 
HOME APPLIANCE SALES 
MGR. FOR A. O. SMITH 


R. V. Davis has recently been 


appointed Pacific coast sales 
manager of the home appliance 
division of the A. O. Smith 
Corp., Chicago, Ill. His head- 





R. V. DAVIS 


quarters are in the company’s 
Los Angeles office, 727 W. 7th 

, which is under the super- 
| vision of R. L. Howes, executive 
| administrator. He was formerly 
associated with the Southern 
California Gas Co., and its pre- 
| decessor, the Los Angeles Elec- 
tric & Gas Corp., for 14 years. 
He has conducted several gas 
appliance salesmen’s 


“Gas Utilization Handbook.” 





| ISSUES STATEMENT ON 
AVAILABILITY OF 
BENNETT FLEXSCREEN 


Fireplace Division, Bennett-Ire- 
land, Norwich, N. Y., has issued 
a statement that Bennett Flex- 
screen fireplace screens will not 
be back on the market before 
mid-1945. Mr. Dean states, “We 
have made application to the 
WPB. Our weaving machines 
are in readiness. Orders for 
raw materials are placed and ac- 
| cepted pending WPB releases. 
We are in a No. 3 labor area, so 
the WPB should grant us per- 
mission among the very first to 
produce.” 

The company has also an- 
nounced that the basic design of 
Flexscreen will not be changed 
although . improvements have 
been made and that there will 
be no material change in the 








training | 
schools, and is the author of the | 
| years. 


price of the units. 





J. STEVENS ARMS 
HONORS 40 YR. MEN 
AT BANQUET 


The J. Stevens Arms Co., Di- 
vision of Savage Arms Corp., 
Chicopee Falls, Mass., recently 
honored, at a dinner, all em- 
ployees ef the division who have 
been with the company for 25 or 
more years. Of a total of 107 em- 
ployees having a quarter century 
record or better there are 27 who 
have been associated with the 
organization for more than 40 











| PRESENTATION OF THE ARMY-NAVY “E” AWARD TO 
THE FRANTZ MANUFACTURING CO., at Sterling, Ill., No- 


vember 3rd, 1944. 


In the photograph, left to right: President 


F. T. Wyne, who accepted the award for the Frantz Co.; 


Major M. C. 


Pratt of the Sixth Service Command, who pre- 


sented the award; Executive Vice-President A. H. Prestin, 
who officiated as master of ceremonies; Lieut. Commander 


Justin J. O'Shea of the Ninth 


presented the employees with 


Naval District, U.S.N.R., who 
“E” award pins; and W. D. 


Seloover, in the employ of the company for 23 years and the 
father of six sons now in the Army and the Navy, who ac- 


cepted the “E” award pins for the employees. 


HARDWARE AGE 


Russell E. Dean, sales manager, 
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FORMICA CO. HOLDS 
THREE DAY CONFERENCE 
FOR POST-WAR PLANS 


The Formica Insulation Co., 
Cincinnati, Ohio, recently held a 
three-day post-war planning con- 
ference, at which time it was 
stated that the company will en- 
deavor to further expand its 
types of laminated plastic prod- 
ucts for post-war applications 
through the fullest utilization of 
the developments acquired and 
attained during wartime. D. J. 
O’Conor, president of the com- 
pany, in the opening address said 
that continued production of 
laminated plastic products for 
industrial, decorative and con- 
sumer uses may have further ex- 
pansion to include additional 
fabricating and veneering opera- 
tions. He informed those present 
that a new boiler plant is in the 
course of completion which will 
provide adequate power and heat- 
ing facilities for the plant. 

George H. Clark, vice-president | 
in charge of engineering, said 
that in his opinion the plastics 
industry will give special atten- 
tion to the development of chemi- 
cal-resistant materials. After the 
conference those attending were | 
guests of the company at a din- 
ner at the Lookout House. The 
conference closed with sessions 
at the plant on the third day. 





DEALERS, TRAVELERS 
HELP DEALER MOVE 


When Louis Loseche, Jr., 
Philadelphia, Pa.. hardware 
dealer moved his store from 228 
South St., to new quarters across 
the street on Oct. 15, he had the 
assistance of five other hardware 
dealers, five traveling salesmen 
of wholesale and manufacturing 
houses and truck drivers of two 
wholesale hardware houses. Start- 





ing the job at 10 a.m., Mr. 


Loseche’s friends had his stock 
and fixtures moved so that he 
was able to open for business 
on Oct. 16 in his new quarters. 

Dealers who helped in this 
fine cooperation were William 
Brown, Bernard Maurer, How- 
ard Muth and Herman G. Klein, 
manager, Henning’s Paint & 
Hardware Store and secretary, 
Retail Hardware Association of 
Philadelphia. Salesmen, who 
pitched in were Joseph Mooney, 
Monsey Products Co.; William 
Nugent, Supplee Biddle Co.; 
Morris Feldman, Shields & Bro.; 
Leon Fishman, G. Spruance 
Paint Co., and Pete Laman, Aus- 
tin Supply Co. Joe Steiger, 
Shields & Bro., and Mike Sorka, 
Supplee Biddle Co., both de- 
liverymen and Jack Weltin, win- 
dow trimmer, helped in the quick 
moving operations. 





INDUSTRIAL EQUIPMENT 
CO., FORMED IN TULSA 
—-DESIRE CATALOGS 





J. O. Braswell, Rex A. Martin, 
H. C. Newman, and C. F. Frazee, 
all formerly associated with Mar- 
shall Supply & Equipment Co., 
Tulsa, Okla., have opened a new 
business known as the Industrial 
Equipment Co., 32 E. 18th St., 
P. O. Box 721. This new firm 
is requesting catalogs and prices 
on lines of machine tools, mill 
supplies, and similar equipment. 





FIBERGLASS AWARDED 
‘ FOURTH STAR 


For maintaining an outstand- 
ing production record extending 
over a period of two and a half 
years, the Newark, Ohio, plant 
of Owens-Corning Fiberglas 
Corp. has been granted a fourth 
renewal of the Army-Navy Pro- 
duction Award, carrying with it 
the right to add a fourth star to 
the company’s “E” flag. 
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HERBERT MEINSEN 


whose appointment as 
assistant sales muan- 
ager, The Wm. Scholl- 
horn Co., New Haven, 
Conn., was announced 
on page 122 of the 
Nov. 9, 1944, issue of 
Harpware Acer. 
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Your Tool Customers 
in 1946 Will Know 


@ The same FAIRMOUNT hammers, 
wrenches and other hand tools that 
are today specified and approved by 
the Army and Navy will-again be 
available for civilian use. The quality 
of FAIRMOUNT Tools has not varied 
and will not vary. Any ex-service man 
will vouch for their dependability. 


The FAIRMOUNT 


TOOL & FORGING COMPANY 





* Hand Tools + Special Tools * Forgings 
* 10611 QUINCY AVENUE + CLEVELAND, OHIO 
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PRODUCTS 


Metal restrictions have been modified to permit the 
manufacture and sale of Chain Link Wire Fence, Steel 
Folding Gates, Wire Window Guards, Wire Mesh 
Partitions and other barriers for certain industrial uses. 
It’s possible some concerns in your vicinity may be 
able to qualify for these products. So keep sending 
your inquiries. We'll be glad to give you complete 
information and advice as to priority procedure. When 
writing, please mention prod- 
ucts in which you are interested. 















































Wire Window 
Guards are avail- 
able to fit any 
size and shape of 
opening. 





Steel Folding Gates—furnished in 
single or double gate construction. 


When writing for information, 
give measurements 
and send sketch. 














Below: Stewart .Non- 
Climbable Chain Link 
Wire Fence is recom- 
mended where complete 
protection is desirable. 
3TH Chain Link Wire 
Fence is made in several 
heights and weights. 


Wire Mesh Partitions 
are sectional and 
made to fit any 
height or width. 








v4 









Style OTH Chain Link Wire 
Fence is used where a lesser 
degree of protection is necessary. 


Quickly and easily installed. Ideal for 
toolrooms, stockrooms, lockerrooms, etc. 
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t Stewart Plain or Ornamen- 
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tal Iron Fences add beauty 
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and dignity to all types of 
property. Its manufacture is 
still restricted. 
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THE STEWART IRON WORKS CO., Inc 








1137 Stewart Block Cincinnati 1, Ohio 


HARDWARE BOOSTERS 
CHRISTMAS PARTY TO 
BE HELD DEC. 18 


The annual Christmas party of 
the Hardware Boosters will be 
held in the Grand Ballroom of 
the Hotel Roosevelt, 45th St. and 
Madison Ave., New York City, 
on Monday Evening, Dec. 18, 
dinner to be served at 7:00 p.m. 
Good fellowship hour starts at 
6:00 prior to the dinner. A 
feature of the entertainment pro- 
gram will be a minstrel show, 
packed full of Booster talent. 
Tickets, including dinner, will be 
$7.50 per person, the party being 
for men only, as in previous 
years. It will be directed by 
A. C. Flamman, Hughes, Flam- 
man & Simpson, vice-president 
of the Boosters and chairman of 
its entertainment committee. 

Tickets may be obtained from 
Harry J. Schmitt, treasurer, 
Hardware Boosters, 8733 110th 
St., Richmond Hill, Long Island, 
me 


SEEKS TO EXPORT 

HARDWARE LINES 
Packprod International Co., 
271 Church St., New York 13, 
N. Y., a division of the Packing 
Products Co., New York export 
and import house,.is seeking to 


| relieving 





for hardware manufacturers. 
Sidney Kapp, manager of the 
hardware department states that 
the company is particularly inter- 
ested in such items as hand 
tools of various types, hardware 
(automobile, builders’, cabinet, 
shelf, etc.) and electrical acces- 
sories. Packing Products Co. 
was established in 1923 as suc- 
earlier company 
organized in 1901. Samuel S. 
Wurtzel, general manager and 
Leon Mann, founder of the busi- 
ness are the active partners in 
the company and Philip H. Ber- 
ritt is assistant general manager. 

The company has an estab- 
lished export sales organization 
comprising resident sales repre- 
sentatives abroad, whose mem- 
bers are contacted not only by 
correspondence but also through 
personal visits of executives of 
the company who travel abroad. 
When merchandise is ready the 
New York office takes complete 
charge, paying cash in this coun- 
try for purchases it makes, thus 
the manufacturer of 
the intricacies of exporting. 


cessor to an 


After the war the company in- 
tends to resume its former world 
wide activities. Because of pres- 
ent conditions the company’s 
efforts are now devoted prin- 





cipally to Central and South 
America, the West Indies, Egypt 


act as export sales representative | and South Africa. 











| UNIVERSAL REGIONAL MEN ATTEND POST-WAR SALES 


CONFERENCE: Landers, Frary & Clark, New Britain, Conn., 
recently held a five-day post-war sales conference at its New 
Britain plants for a review of the wartime period and a pre- 
view of post-war models, sales, promotion, advertising and 
general company policies. A. E. Allen, chairman of the com- 
pany's board, opened the meeting by pointing out that during 
the years of war both the management and the employees had 
learned new and better ways of manufacturing quality prod- 
ucts and that those methods would be incorporated in post- 
war manufacturing. R. L. White, president of the company, 
stated that Universal would continue to maintain manufactur- 


| ing coupled with aggressive merchandising, through ingenuity 


in design and styling. Two days of the meeting were devoted 
to a series of clinics on Universal's engineering and designing 
plans conducted by W. J. Russell, vice-president in charge of 
engineering In the course of the clinics, post-war models and 
new models of small appliances, hardware, and cutlery and the 
194X models of major appliances were presented. Shown 
above, left to right, are: B. C. Neece, vice-president and gen- 
eral sales manager of the company, outlining the future aims 
of Landers, Frary & Clark, and E. J. Van Buskirk, vice-presi- 
dent, who conducted the cutlery sales clinic during the post- 
war sales conference. 
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E. 8S. NORVELL 


E. C. ATKINS MOVES 
NEW YORK OFFICES 
E. C. Atkins & Co., Indianap- 


olis, Ind., saw manufacturers, 
moved their New York offices, as 
of Nov. 1, to Room 2279 Wool- 
worth Bldg., 233 Broadway, New 
York City 7, N. Y. E. S. Nor- 
vell, eastern manager of the com- 
pany, continues in charge of that 
office, which will retain the same 
phone numbers as those used at 
the former headquarters of the 
New York office. 

The Atkins New York City 
warehouse has been closed as 
distributors all over New York 
territory carry Atkins products 
in stock for prompt service. The 
company will operate in the ter- 
ritory the same as before, except 
that the branch will not carry 
any stock of goods in New York. 





DISSTON RECEIVES 

SECOND “E” AWARD 
Under Secretary of War Rob- 
ert P. Patterson has notified the 
employees of Henry Disston & 
Sons, Inc., Philadelphia, Pa., saw 


manufacturers, that a second 
Army-Navy “E” has been 
awarded them for meritorious 


service on the production front. 
REX CUTLERY MOVES 
SALES AND OTHER 
OFFICES TO NEW YORK 


The Rex Cutlery Corp., manu- 
facturers of high-grade house- 
hold scissors and shears has 
opened executive, sales and dis- 
play offices in the Empire State 
Bldg., W. 34th St. and Fifth 
Ave., New York 1, N. Y., the 
company’s plant being in Irving- 
ton, N. J. Prior to the war the 
company produced large quan- 
tities of scissors under private 
brands for manufacturers and 
wholesalers. In the future the 
company intends to manufacture 
only its own brands of scissors 
and shears. At present the com- 


pany’s factories are still engaged 
in producing war materials but 
can reconvert to civilian produc- 


requirements become less essen- 
tial 

L. H. Clark, general sales 
manager, says that his company 
will give wholesalers for their 
dealers one of the most construc- 
tive sales plans to be offered in 
the post-war period. 


| 





MURRAY OHIO WINS 
THIRD STAR FOR 

ARMY-NAVY “E” FLAG 
The Murray Ohio Mfg. Co., 
Cleveland, Ohio, in peacetimes 
manufacturers of bicycles, juve- 
nile wheel goods and automotive 
stamps received the third star, 


aw ard. 
ADMIRAL CORP. NAMES 
DISTRIBUTOR FOR 
ALABAMA, W. FLORIDA 


The Long-Lewis Hardware Co., 
Birmingham, Ala., wholesalers, 


for Admiral radios and major 
appliances in Alabama and west- 
ern Florida. This distributor has 
set up a major appliance divi- 
sion that will be supervised by 
experienced appliance men. 





CAMERON ASSISTANT 
SALES MANAGER GRAND 
HOME APPLIANCE CO. 


A. B. Cameron has recently 
been appointed assistant sales 
manager of the Grand Home Ap- 
pliance Co., 2323 E. 67th St., 
Cleveland 4, Ohio. Mr. Cameron 
has had experience in the gas 
appliance field in many phases 
of the industry such as experi- 
mental research, development of 
appliances, sales and advertising. 
For a period of 15 years, he 
served as manager and _ sales 
manager of the Philgas Division 
of the Phillips Petroleum Co., 
Bartlesville, Okla. He also man- 
aged one of the well known sales 
organizations in the appliance 


field. 
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on Oct. 9, for its Army-Navy “E” 


has been appointed distributor | 





CAMERON 


A. B. 








BUSINESS 


Yes— the Kitchen Business USED TO BE a 
specialized business — until Youngstown Kitchens 
were merchandised on a national basis. 

Now the Youngstown Kitchen Merchandising 
Business has been further simplified. Planning has 
been so simplified that there is practically no loss 
on plans and estimates that are never sold. 

Selling has been simplified so that the mass 
market is open to the Youngstown Kitchen Dealer. 
Installation has been simplified so that extensive 
remodeling is the exception rather than the rule. 

The post-war Youngstown Kitchen Business 


is a natural for the home equipment retailer who 


Until the last shot is fired 
— buy bonds — give 
blood—salvage fats ond 
poper—work for Victory. 
Then do your part to 


wants to cash in on this pre-sold, 
unsaturated market, without the 
headaches of trade-ins and service. 
Write for full information and 
the name of your distributor. 





MULLINS MANUFACTURING CORPORATION 
WARREN, OHIO 












by Mullins. 











_ Mullins Mig. Corp., Dept. HA-1144, Warren, Ohio 
Please Youngstown booklet, “Get Acquainted With Your 















































When peace comes... 


According to a survey made by a 
leading appliance trade paper, GAS 
RANGES rank with the leaders in 
appliance sales. First, as you might 
expect, come Radios, Electric Refrig- 


erators ... and then Gas Ranges. 


Gas Range sales, averaged over seven 
pre-war years, amounted to $153,- 
000,000 .. . and there’s no knowing 
how much higher they may go in the 
first postwar year. GRAND stands 
ready to help you get your share of 
this important business . . . and to help 
you start right now to lay a sound 


foundation with sales today. 





it will be Grand 


PLASTICS FILM SHOWN 
FO HARDWARE BOOSTERS 


Through the courtesy of the 
Boonton Molding Co., Boonton, 
N. J., the Hardware Boosters en- 
joyed an educational film on the 
making of plastics, at their regu- 
lar meeting Friday, Oct. 27, 1944. 
The showing of the film and the 
customary dinner were held at 
the Midston House, New York 
City, with about 40 present. C. J. 
Groos of the Boonton company 
supplemented the information 
provided by the motion picture, 
explaining the history and de- 
velopment of various plastics and 
their potential application to 
post-war merchandise as well as 
their usefulness for special war 


| production. 


T. J. Crofton, The H. B. Sher- 


| man Mfg. Co., president of the 


Boosters presided and _ past 
president John H. Tracy, The 
Rawlplug Co., Inc., handled the 
duties of secretary due to the 
illness of secretary Kenneth A. 
Heale, Harpware Acre. Past 
presidents M. E. Wyckoff, Hard- 
ware World and Harry J. Strug- 
nell, Remington Arms Co., Inc., 
both of San Francisco, Cal., and 
honorary life member George H. 
Griffiths, president and general 


manager, HARDWARE AGE were 
special guests of honor, to whom 
the president extended appro- 


priate greetings. 

Harry W. Kornrumph, The 
Long Island Hardware Co., Long 
Island City, N. Y. and L. C. 
Reiss, Igoe Bros., Inc., New York 
City, were elected members. 


McDOWELL FORMS 
OWN SALES AGENCY 


R. F. McDowell, Los Angeles, 
Calif., former Century Metalcraft 
Corp. sales executive has formed 
his own company and will oper- 
ate in the future as McDowell 
Sales Co. Mr. McDowell has 








sold Century products on the 
west coast since 1933. At the 
time of Pearl Harbor he was re- 
gional manager in the aluminum 
division with offices in San Fran- 
cisco. Since then he has had 
charge of the. territory for Cen- 
tury glassware. 

While continuing to represent 
Century he will add several new 
lines to be announced for the 
January gift shows. Miss Jane 
Holderby has charge of the dis- 
play room in the Merchandise 
Mart for McDowell Sales. Offices 
are at 403 Merchandise Mart, 
712 S. Olive St., Los Angeles 14, 
Calif. 

VITA VAR EMPLOYEES 
RECEIVE WAR BOND AT 
“E” AWARD CEREMONY 


Upon the recent presentation 
of the Army-Navy “E” award for 
excellence in the production of 
war material to the Vita-Var 
Corp., paint manufacturers, 
Newark, N. J., by Col. Edgar W. 
Garbisch, District Engineer, New 
York District, and Lt. Commdr. 
Thos. J. McElroy, U.S.N.R., 
Headquarters, Third Naval Dis- 
trict, each of the company’s em- 
ployees was given a $25 war 
bond in recognition of his or her 
personal efforts in making the 
Vita-Var production record. The 
bonds were distribulted at a din- 
ner held after the award cere- 
monies at the Robert Treat 
Hotel, Newark, N. J., with the 
Army and Navy officers, guests, 
and all employees, present. This 
company has specialized in the 
manufacture of paints, varnishes, 
enamels, protective coatings, and 
product finishes, since 1888. 
They are now producing finishes 
and coatings for the armed 
forces, which render their equip- 
ment, supplies and _ clothing, 
flame-proof, water-proof, and 
serve to protect against the 
jungle growths. 








Vita-Var Corp. Army-Navy “E” presentation ceremony. 
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NOT BRAGGING 

ABOUT IT—NOT 

USING IT AS AN 
ALIBI! 





BracP No! Gilbert is doing only what you 
would do—what every American business or- 
ganization is trying to do—contributing its 
small bit towards a Victory that will be shared 


by all Americans. 


AuisisP By No Means! We know our 
civilian production has been inadequate but 
you, our distributors, have shown a remarkable 
understanding of the unavoidable reasons be- 


hind this clock shortage and we thank you. 
* 


New Qua.iry STANDARDS and new preci- 
sion methods are coming from Gilbert’s cur- 
rent experience in producing highly precise 
instruments of war. In the coming peacetime 
market, you will get from Gilbert a vastly im- 


proved product at minimum production costs. 


THE Wo. L. GILBERT CLOCK Corp. 


clock makers to the nation since 1807 


WINSTED, CONN. 












Keep Your Postwar Eye on ae 
107° tT 
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GILBERT ‘4 
5 ~ 
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OUTLASTS 3°°5 Of THE 
ORDINARY KIND. . - 


Witt Cans are built to take heavy beatings... 
beatings that quickly collapse the flimsy, light, 
poorly-constructed Can. Corrugations on Witt 
Cans are deep, well rounded, and closely pitched... 
of the super strong rolling type that assures free- 
dom from cracks or weak spots. Heavy, welded 

1 steel bands, at top and bot- 
tom, provide spring-like ac- 
tion — absorbing shocks and 
holding body of Can firm and 
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THE WITT CORNICE CO. 


Winchell Ave., CINCINNATI 14, OHIO 
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FAMOUS ECONOMASTER 
DELUXE HEATERS NOW 
IN PRODUCTION. 


OTHER FAST-SELLING 
APPLIANCES TO FOL- 
LOW. INTERESTED 
DISTRIBUTORS, 
WRITE AT ONCE. 








ECONOMASTER 


GAMBILL BLDG. NASHVILLE 5, TENN. 










| loading plants in 








OBITUARIES 








George A. Martin Passes at 79— 
Was Sherwin-Williams Board Chairman 


George A. Martin, 79, chair- 
man of the board of The Sher- 
win-Williams Co., Cleveland, 
Ohio, paint manufacturers and 
dean of the paint and chemical 
industries passed away Oct. 31, 
just one week prior to what 
would have been his 80th birth- 
day. He had been ill three weeks. 
Indicative of his intense activity 
was the fact that he personally 
supervised the operation of his 
companies’ factories in Latin 
America, in addition to his nu- 
merous other responsibilities, and 
just a few weeks prior to his 
demise he returned from a 10,000 
mile trip through South America. 

A leader in the paint and color 
industries for more than 50 years 
he personally crusaded after the 
World War I blockade of Ger- 


man dyes and colors to make the 


| U. S. paint and chemical indus- 
| try 


independent of foreign 
sources of colors and dyestuffs, 
to the extent that the companies 
which he headed owned their 
own pigment mines and smelters, 
oil mills, color works and even 
tin can plants. 

At the time of his passing in 
addition to his office as Sherwin- 
Williams board chairman he was 
active president of Acme White 
Lead & Color. Works, Detroit, 
Mich.; John Lucas & Co., Phila- 


delphia, Pa.; Ozark Smelting & 
| Mining Co., and the Sherwin- 
| Williams Companies of Canada, 


Cuba and Argentina, as well as 
vice-president of Lowe Bros. Co., 
Dayton, Ohio, and Martin-Senour 
Co., Chicago, Ill. He was direc- 


| tor of Goodyear Tire & Rubber 


Co., Akron, Ohio; Wilson & Co., 
Chicago; Erie Railroad; The 
Cleveland Baseball Club and the 
Metropolitan Opera Association. 
He had been responsible for Sher- 
win-Williams sponsorship of the 
Metropolitan Opera Anuditions 
of the Air, which in the past nine 
years discovered 34 singers who 
were put under contract to the 
Metropolitan Opera Association. 
One of his contributions to 
World War II was the lending 
of a staff of engineers to build 
and operate for the government 
the Illinois Ordnance works, one 
of the largest shell and bemb 
the country. 
Other contributions of his com- 


panies to wartime technology 
included new aircraft finishes, 
materials for drugs, synthetic 


terials and materials for smoke- 
less powder and insecticides for 
mosquito control, etc. 

A self made man he began his 
business career at the age of 12 


in the Union Stock Yards, Chi- 





GEORGE A. MARTIN 


cago, later in the meat special- 
ties business and from 1880 to 
1887 was with Union Brass Mfg. 
Co., manufacturers of railway car 
trimmings. The next four years 
he manufactured paint special- 
ties for railway and industrial 
use, finally selling the business 
to the founders of Sherwin-Wil- 
liams and becoming one of their 
employees. For the following 
four years he managed Calumet 
Paint Co., for whom he also was 
salesman, bookkeeper and paint 
grinder. From 1898 to 1905 he 
was manager of Sherwin-Williams 
western division in Chicago and 
that year was transferred to 
Cleveland in charge of the Auxil- 
iaries Department, mines, oil and 
power plants, etc. He was made 
vice-president and general man- 
ager of manufacturing in 1916 
and five years later became vice- 
president and general manager of 
the entire business. In Novem- 
ber, 1922, he was elected presi- 
dent of the Sherwin-Williams Co. 
and in 1940 chairman of the 
board. He was a Mason, a mem- 
ber of the Harpware Ace Fifty 
Year Club and of numerous clubs 
in Cleveland, Chicago and New 
York. 

Surviving are Mrs. Martin, a 
son, George, Jr., vice-president 
of the W. W. Lawrence Paint 
Co. of Pittsburgh, a_ brother, 
John, of Chicago and three sis- 





rubber, improved camouflage ma- 


ters. 
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Flexible Flyer 
BACK 
AGAIN! 










FLEXIBLE FLYER 
SKI RACER 



















Here’sanewand 
tested Flexible 
Flyer! The only 
steering Ski- 
Sled. A new 
thrill in sled- 
ding. Easy to 
control, steered 
with a twist of 
the wrist. Ask 
about it. 













































"It’s a Flexible Flyer!’ has long been the rallying cry for boys 
and girls—and grown-ups—to whom sledding is still the 
grandest of winter sports. Flexible Flyer Super-Steering Sleds 
are the standard of safety, performance, and long life. 

And to skiers—expert and novice alike—/aminated Flexible 
Flyer Splitkeins mean the best in skis—mean light weight and 
great strength... skis exactly matched in weight, grain, flexi- 
bility, camber. | 

Both available in limited quantities this winter. Write now 
for information. 


S. L. ALLEN & CO., Inc. 


403 Glenwood Avenue - Philadelphia 40, Penna. 
MAKERS OF FLEXIBLE FLYER SUPER-STEERING SLEDS, SPLITKEIN AND SOLID HICKORY SKIS, FLEXIBLE FLYER SKI RACERS 


§ 


Pat. applied for 
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xible Flyer 


SLEDS and SKIS 
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NOW AVAILABLE 








You sell sakety aud durabelity 
uheu you agger 


IRON HORSE 


BRAND 


OILY WASTE CANS, 


Constructed in accordance with Un- 
derwriters Laboratory Specifications. 
Approved by Associated Factory 
Mutual Fire Insurance Companies. 


Reinforced top 
stand up under rough treat- 
ment. Gravity closing for safe- 
ty—-can’t stay open. 


extra strength to 


Opening mechanism hugs can ex- 
terior —no place for clothing to 


catch. 


Man-size handles 
ed, make moving and handling 


securely rivet- 


much easier. 


Full apron body amply ventilated for 
air circulation. Firm foundation 
eliminates tipping. Constructed 
of galvanized steel. 


ROCHESTER CAN COMPANY 


82 GREENLEAF STREET ROCHESTER 9, N. Y. 
ROEM 






GUY A. WELLMAN 


Guy A. Wellman, vice-presi- 
dent and factory manager of the 
Champion Hardware Company, 
Geneva, Ohio, one of the best 
known hardware executives in his 
state, died Sunday, Oct. 29. Mr. 
Wellman served his company for 
41 years and was a leader in the 
civic and welfare activities of 
Geneva. He was mayor, presi- 
dent of the Community Hospital 
Board and a member of the 
County Red Cross Board. He 
also was an active member of 
the Methodist Church, the 
Masonic Lodge and the Rotary 
Club. 

He is survived by his widow, 
Mrs. Alice Wellman and one son, 
Lt. Harold Wellman, U.S.N. 





| HENRY P. HOFFMAN 


| Henry P. Hoffman, 85, retired 
| co-owner of the former Hoffman- 
| Marks Hardware Co., Los An- 
| geles, Cal., and stockholder in the 
| Hoffman Hardware Co., of to- 
day, passed away recently. He is 
survived by his widow, and three 
daughters. 


FREDERICK HOENNIGER 


Frederick Charles Hoenniger, 
77, vice-president and secretary 
of the Hoenniger-Sizemore Co., 
Inc., hardware dealers, Rich- 
mond, Va., passed away recently. 
He had been affiliated with the 
company for 25 years. 


J. W. SULLIVAN 


J. W. Sullivan, 73, chairman 
of the board of Skilsaw, Inc., 
portable electric tool manufac- 
turers, Chicago, Ill., passed away 
recently at his home in Evanston, 
Ill. Mr. Sullivan was the foun- 
der of Skilsaw, Inc., and during 
the early years of the company, 
he devoted all of his daylight 
hours to calling on contractors, 
|and selling them on the value 
and possibilities of the first port- 
able electric hand saw. At night 
| he supervised the “production” 
line in the company’s factory. 





the company, and in 1942, was 
| elected chairman. of the board, 
| when his son Bolton Sullivan was 


son Nelson who operates his 
father’s former store, two broth- 
ers and three sisters. 





L. N. HOFFMAN 


Laurence Nathaniel Hoffman, 
48, secretary-treasurer of the 
Shelby Metal Products Co., 
Shelby, Ohio, passed away re- 
cently at the Shelby Memorial 
Hospital, after suffering a heart 
attack. During the first World 
War, Mr. Hoffman served for 21 
months in the Army and became 





L. N. HOFFMAN 


first lieutenant in the Quarter- 
master Corps. Following the 
demobilization of the army, he 
became affiliated with the cost 
department of the Hatfield-Pen- 
field Co. In 1921, Mr. Hoffman 
joined the Shelby Metal Prod- 
ucts Co., as secretary-treasurer, 
which position he held until his 
death. He had been a leader in 
the civic and business affairs of 
Shelby, and for many years 
served as a member of the school 


board. At the time of his pass- 
ing he was president of the 
board. Mr. Hoffman was a di- 


rector of the Shelby Building & 
Loan Co. and Shelby Cycle Co., 
and a member of the Al 
Koran Temple, American Legion 
O’Brien Post No. 326, of which 
he was past commander and of 


was 





| In 1926, he became president of 
| appointed president of the com- 


| pany. | 
THOMAS J. COMERER | 


Thomas Jefferson Comerer, 88, 


former McConnellsburg, Pa., 
hardware dealer passed away 
Oct. 27, at his home in that 


community following a brief ill- 
ness. For more than 50 years 
he operated a hardware and im- 
plement store in McConnellsburg. 
Surviving are Mrs. Comerer, his 





| Shelby. 





the First Lutheran Church of 
He is survived by his 
widow, two sons, his mother. 
brother and sister. 


ADOLPH C. SCHWARZ 


Adolph C. Schwarz, 61, as 
sistant sales manager in New 
York City for E. I. du Pont de 
Nemours & Co., Wilmington. 
Del., passed away recently. He 
is survived by his widow, a son, 
and a daughter. 
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G. E. Home Food Freezing Conference 


Hears About 


A Home Food Freezing Con- 
ference sponsored by the Gen- 
eral Electric Consumers Institute, 
head- 
3, and attended 
by business paper editors, news- 
paper and radio representatives 
included the premier showing of 
full-color, 
sound film, “Frozen Foods.” The 
film has been produced by the 
Consumers Institute as the initial 
a nationwide education 
acquaint con- 
correct procedures 


Bridgeport, Conn., at its 


quarters, Nov. 


the 45 minnte, 16 mm., 


step in 
plan to better 
sumers with 


for freezing foods. Dr. D. K. 
Tressler, manager of the Con- 
sumers [Institute directed the 


day’s study. 


A. M. Sweeney, sales manager a 
General 
speaking on post- 
said 
goods for 
more people at constantly lower 
than a 
mechanical 
household refrigeration industry. 
two-temperature refrigera- 
tors (having a frozen food stor- 
freezers 
coming very prominently into the 
after Vic- 
sales of refrigerating 
increase tre- 


of major appliances, 
Electric Co., 
war period 

more goods, 


refrigeration 
better 
more 


prices has been 


mere slogan in the 


With 


age zone) and home 
picture immediately 
tory, the 
services should 


mendously. 


Boyd Bullock, advertising man- 





Now TWO FAST SELLING ITEMS 


Educational Campaign 


ager, appliance and merchandise 
dept., General Electric Co., said 
if we are to have an economy on 
a 120 or $130,000,000,000 national 
income post-war manufacture of 
peacetime goods will not be the 
major problem, but that to main- 
tain such a national income | 
(twice that of pre-war income) 
there is great need for consumer 
education in the creation of de- 
sires and to direct buying power 
into sound, constructive chan- 
nels. Miss Fern Snider, Home 
Service Director, Georgia Power 
& Light Co., spoke on the needs 
of consumer education on home 
freezing of foods from the stand- 
point of field work. 


























MOLLY SCREW ANCHORS 


Expansion bolts that sell fast because 
they hold fast ... even in ¥" wall- 
board, as well as lath and plaster 
brick, concrete, hollow tile and other 
solid materials, where they resist 
hundreds of pounds of direct, out- 
ward pull. The only anchor that holds 
in plaster board. The only STEEL- 
FINGER-GRIP anchor! 


and 


MOLLY BOILER PLUGS 








$5 Rs 








Miller, manager, Re- The immediate wall area around a 
frigeration Dept., General Elec- leak is already corroded to a fragile 
tric Co., explained that the |] thinness. Unless a Molly expanding 
movie, “Frozen Foods” is purely Boiler Plug is used continued cor- 


educational showing the prepara- rosion gives the repair job but a 


: : PS Nie short life ... and "It's folly not to 
tion steps for freezing vegetables, have a Molly". Molly Boiler Plugs 
fruits, meats, poultry and fish, grip a large inside area of I". 
It will later be available for Mollys hold fast and sell fast! 








to schools, 
colleges, dealers. etc. Dr. Tress- 
ler and Dr. Jennie McIntosh and 
Mrs. Adelaide Fellows, staff 
members of the Consumers Insti- 
tute enlarged and demonstrated | 
some of the phases of home | 
touched upon in the 


showing, at no cost, 





MOLLY CORPORATION 


YORK 17 
TODAY 


re j NEW 
IT'S FOLLY NOT TO STOCK MOLLY 


freezing 





movie. 








EUREKA CLEANER CO. 
GETS PERMISSION TO 
MAKE ELEC. CLEANERS 


Eureka Vacuum Cleaner Co., 
Detroit, has been granted permis- 


sion by WPB to start the produc- 
tion of vacuum cleaners, it was 
announced recently by H. W. 
Burritt, President. 

“Production will depend on 
availability of material,” Mr. 
Burritt said, “and we expect to 
make initial deliveries during the 
first part of 1945.” Mr. Burritt | 
emphasized, “the company’s 
present output of war materiel 
will not be affected and our 
volume of vacuum cleaner pro- 


duction will be contingent upon | 


the progress of the war.’ 


“The new cleaners will be re- 


styled,” 


wartime 


Burritt said, “and our 
experience in making 
high precision’ materiel will en- 


able us to produce better vacuum | 


cleaners than were possible be- 
fore the war.” 


The company ceased produc- | 
| that time the company has been 


tion of vacuum cleaners early in 


1942 to expand its war produc- | 
| three 
| February of this year, the final 


tion begun in the previous year. 
It has been 100% engaged in the 


manufacture of small high pre- | 
for bom- 


cision electric motors 
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CHAINS 


| bers and fighter planes, gas 





masks, signal dischargers, and 
other materiel for the armed or War 


| forces. 





LA 






DAVIS TO REPRESENT 
WM. SCHOLLHORN CO. 


Arthur R. Heise, 
| ager, The Wm. Schollhorn Co., 
New Haven, Conn., has an- 
| nounced that the company’s line | 
of Bernard pliers, stationery tools | 
| and other products will be han- | 
dled in Michigan, Indiana, Ohio, 
|| Kentucky and western Pennsyl- | 
vania by Grenville Davis of the 
| Grenville Davis Co., 330 So. 
Wells Street, Chicago, III. 


general man- 


-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 


ccomed 


TABLISHED 1886 


° DELL CHAIN CO. 


HOBART MFG. CO. WINS 
FOURTH “E” AWARD 


The Hobart Manufacturing 
Co., Troy, Ohio, received its first 
Army-Navy “E” award for ex- 
cellence in producing war ma- 
teriel in November, 1942. Since 


weal 


the recipient of the award on | 
occasions, in July, 1943, 


star being received a short 
time ago. 
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WAR DEPT. AGAINST EXEMPTING SMALL 


PLANTS FROM MANPOWER CONTROLS 
UNDER SPOT AUTHORIZATION PLAN 


Manufacturers complain of red tape under “‘spot 
authorization”’ plan. Approximately 90 per cent of 
turndowns on “‘spot authorization’’ are on man- 
power grounds. WMC seems willing to have exemp- 
tion for small plants under “‘spot authorization.” 


Bureau 
AGE) 


(Washington 
of HARDWARE 

Smaller War Plants Corp. Di- 
rector Maury Maverick said on 
Nov. 2 that the proposed exemp- 
tion from manpower controls of 
plants employing 100 employees 
or less has reached the “argu- 
ment” stage. It is reported that 
the exemption order which at the 
same time holds down Pacific 
Coast concerns to a level of 50 
employees or less is now await- 
ing WPB Chairman Krug’s sig- 
nature. 

Mr. Maverick said that he 
could not see any reason for 
freezing employees in one part 
of the country where labor is 
plentiful because there is a 
shortage in another part of the 
country. He said that it would 
be silly to keep 2,000,000 to 3,- 
000,000 out of work under this 
reasoning. 

It is generally agreed, Mr. 
Maverick said, that if this ex- 
emption on spot authorizations 
is approved, it will nullify the 
Byrnes Directive of Aug. 4 
which reposes in the War Man- 
power Commission the authority 
to turn reconversion applications 
down on the ground of man- 
power shortage. 

Other WPB Sources report 
that the War Department is op- 
posed to the order and that this 
is the thing that is holding up 
WPB’s approval. The War De- 
p-rtment says that “must” pro- 
grams would suffer if the ex- 
emption order were approved be- 
fore X-Day, it is alleged. 

While much ballyhoo has been 
released by WPB about the spot 
authorization plan, government 
officials who have maintained 
close contact with industry do 
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not report much enthusiasm 
among business men. 

Manufacturers have complain- 
ed that there is too much red- 
tape, too many forms to fill out, 
too many irritating questions to 
answer when the subject of the 
application should be of very 
little concern to the government. 

Besides, critics allege that the 
steel reserve established for the 
fourth quarter is so small (only 
about 125,000 tons) and the ap- 
provals had so slowed up in the 
month of October, that the spot 
authorization plans operation so 
far is insignificant. Only about 
50,000 tons of steel have been 
allotted. 

Approximately 90 per cent of 
all turndowns on “spot” au- 
thorization were on manpower 
grounds. In the early part of 
October denials totalled 20 per 
cent on all applications. At that 
time the weekly rate of ap- 
provals amounted to $17,000,000 
a week. For the week ended 
Oct. 24, denials amounted to 24 
per cent of all applications and 
the weekly rate declined to $13,- 
000,000. 

The WMC seems to have with- 
drawn its objections to the ex- 
emption from manpower require- 
ments for small firms, but the 
War Department evidently re- 
flecting the belief that the Euro- 
pean War will extend through 
the winter still objects to this 
relaxation. WPB thinks that 
this is a good reason for per- 
mitting the exemption to cushion 
the unemployment effects of X- 
Day cancellations. 

The chances are, WPB of- 
ficials report that the War De- 
partment supply shortages and 
full war production will con- 








tinue right up to X-Day, so that 
there will never be a time when 
the Army feels that it will be 
right to reconvert until X-Day. 
Mr. Krug who has a plan for 
X-Day order relaxations is hold- 
ing it up until he gets the green 
light from the White House. Ob- 
servers say that he is. much more 
likely to be affected by Army 
and Navy thinking on this battle- 
ground than either Donald M. 
Nelson or Charles E. Wilson 
were because of the fact that he 
is to all practical purposes still 
in the Navy and does not have 
the background of what went on 
before between the former WPB 
heads and War Department 
representatives. 

In conjunction with the man- 








| power exemption, WPB has ob- 





tained the approval of all 
agencies except the War Depart- 
ment to deprive Area Production 
Urgency Committees  (interde- 
partmental local committees that 
have done war production trov- 
ble shooting) of the authority 
to turn down spot authorization 
applications on manpower 
grounds. This would rule out 
Army and Navy intervention in 
the APUC and would leave to 


| WMC the duty of passing on 


manpower questions as provided 
by the Byrnes directive. 

Although War Department of- 
ficials are still talking about a 
200,000 employee manpower 
shortage, informed trade sources 
say that the actual shortage is 
12,000 unskilled laborers in 
“must” programs such as heavy 
tires, trucks, artillery and am- 
munition. 

Another factor said to be de- 
laying reconversion is the report 
that the President and Prime 
Minister Churchill agreed to 
hold up American reconversion 
until Britain could reconvert. 
When SWPC Chairman Mave- 
rick returned from England he 
advocated synchronization of 
British and American reconver- 
sion, for the reason that England 
wouldn’t be a good tool market 
if we used up our tool making 
capacity in reconverting first. 








Makers Required to Make Staple Work 
Clothings May Seek Price Increases 


Manufacturers required to pro- 
duce staple work clothing by 
War Production Board order 
may apply to the Office of Price 
Administration for a price in- 
crease under the Vinson direc- 
tive, OPA announced Nov. 9. 

This action, effective Nov. 13, 
1944, will make no change in the 
dollar-and-cent retail prices of 
staple work clothing, OPA said. 

Upen approval by OPA of a 
manufacturer’s application, price 
increases will be allowed by this 
amendment to the staple work 
clothing regulation under certain 
specified circumstances affecting 
the manufacturer. 

This method of _ increasing 
manufacturers’ ceilings for an 
item under a production order is 











part of a general program which 
was developed by OPA and 
WPB in cooperation with the 
Office of Economic Stabilization 
and is usually called the Vinson 
directive, originally issued Nov. 
16, 1943. 

The program provides for the 
issuance by WPB of production 
orders and for price adjustments 
by OPA, within limits estab- 
lished by the Office of Economic 
Stabilization, when _ existing 
maximum prices impede _ the 
carrying out of WPB production 
orders. 

Amendment No. 3 to Revised 
Maximum Price Regulation No. 
208—Maximum Prices for Staple 
Work Clothing, effective Nov. 13, 
1944, made these provisions. 
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Steadily building 
your 


Postwar Market 


[ a 


@ For years ‘‘Thermos”’ has been a 











famous trade-mark. To the American 
public it has long meant ‘tops in 
vacuum-insulated goods."’ 

Since Pearl Harbor Thermos has 
won many thousands of new friends 
among America’s war workers. These 


new users will join the multitude of old- 


THERMOS BOTTLE CO., LTD., TORONTO 


























time customers to build a steadily in- 


creasing market for Thermos brand. 
You can count on continued Thermos 

dependability and continued Thermos 

advertising to keep up this enviable rep- 


utation and promote your postwar sales. 


THERMDs 


TRADE-MARK REG. U. S. PAT. OFF. 


BRAND VACUUM BOTTLE 
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He bunch Ke 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


THERMOS LIMITED, LONDON 




















THE ONLY 
HOUSEHOLD REPAIR 
CEMENT THAT 





X-PANDOTITE 


Wow ct can be sold / Immediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
duction has, of necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen. X-Pandotite is 
the only cement that expands as it sets. The ex- 
pois action causes a permanent, perfect, strong 
ond. No other cement has this amazing advantage- 


FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


9's Easy to Hse — Mold it, trowel it, or 


pour it. Use X-Pandotite in any desired consistency. 
It’s so simple to use that home repairs become a 
pleasure. 


%'s Economical — You won't have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Wakes refpacrd last because it is leak- 


proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It 
expands! X-Pandotite is unaffected by heat, oil, 
soap,®or caustic solutions. 


Order from your nearest job- 
ber. If his stock is short, write 
vs and we'll arrange for 
delivery. 








X PANDOTITE 


A High Profit, Quick 
Selling Repeat Item! 


Accredited Jobbers 
please write! 





X-PANDO CORPORATION 


43-15 36th Street e« N.Y 





Long Island City 1 



















































| Vacuum Cleaner Makers May Take Orders 


Sabject to Ceilings at Time of Delivery 


Manufacturers of new house- 


ments may agree to sell these 
products at prices that can be 
increased up to maximum prices 
that will be in effect at the time 
| the product is delivered, as a re- 
| sult of an action announced by 
| the Office of Price Administra- 
tion, and effective on Nov. 18, 
1944, 

Some manufacturers have re- 
quested permission to take orders 
for new vacuum cleaners and at- 
tachments that are not yet on the 
market. OPA will enable them 
to take orders and agree to de- 
liver at the maximum price that 
will be set by the agency when 
production begins. 

However, OPA _ emphasized, 
the action specifies that no 
seller may deliver or make an 


| 
rd ait te; © 
Ef | hold vacuum cleaners and attach- 





agreement to deliver new vacuum 
cleaners at prices to be adjusted 
upward in accordance with a 
maximum price that may be set 
after delivery, unless authoriza- 
tion has been obtained from 
OPA. Such authorization will 
be given when a request for a 
change in the applicable maxi- 
mum price is pending, and only 
if it is necessary to promote dis- 
tribution and production, and if 
it will not interfere with the pur- 
poses of the amended Emergency 
Price Control Act. It is not ex- 
pected that authorization will be 
given in connection with sales at 
retail. Amendment No. 13 to 
Maximum Price Regulation 111 
— New Household Vacuum 
Cleaners and Attachments—ef- 
fective Nov. 18, 1944 makes these 
provisions. 











| Authorize Production 


Additional authorizations for 
the production of 12,400 domes- 
tic electric ranges in the fourth 
| quarter of 1944 have been issued 
| to five manufacturers who are 
| able to make them without in- 
terfering with war production, 
the War Production Board said 
on Nov. 3. The manufacturers 
| and the ranges they are author- 
ized to produce: A. B. Stoves, 
Inc., Battle Creek, Mich., 3,500; 
Frigidaire Division, General Mo- | 
tors Corp., Dayton, Ohio, 6,000; 
Newark Stove Co., Newark, Ohio, 
1,000; Roberts & Mander Stove 
Co., Hatboro, Pa., 900, and 
Rutenber Electric Co., Marion, | 





| turers are being 





Ind., 1,000. 
The two last-named manufac- 
permitted to 


of 12,400 


Domestic Electric Ranges 4th Quarter 


four-burner ranges will not rearch 
consumers until the beginning 
of 1945. 

WPB hopes to authorize the 
production of a total of 88,000 
domestic electric ranges of this 
year, about 16 per cent as many 
as were made in the year ended 
June 30, 1941, the agency said. 


SIMPLIFY, EASE 
FARM MILK COOLER 
GOVT. CONTROLS 


Controls over the production of 
refrigerated farm milk 
have been transferred from order 
L-257, (farm machinery) to or- 
der L-38, (industrial equipment) 
chiefly for simplification pur- 


coolers 





make electric ranges for the first 
time since production was stop- 
ped two years ago. The au- 
thorizations to the three other 
manufacturers supplement their 
previous authorizations. 

Except for 500 three-burner, 
apartment house models author- 


poses. 

Farmers can now procure a 
refrigerated milk cooler by sign- 
ing a certificate with their deal- 
er, with a statement that the 
cooler is to be used to cool milk 


for sale through wholesale or 
retail sources. 
Under order L-38, manufac- 





ized for production by A. B. 
Stoves, all the ranges authorized | 
will be standard, four-burner | 
models. The three-burner ranges 
will be used to fill Army orders. 

The four-burner models may 
be sold for essential civilian re- 
placement purposes. Most of the | 





turers will not need an AA-5 rat- 
ing or better, to sell dealers a 
complete farm milk cooler or a 
milk cooler cabinet, but an AA-5 
rating will be needed, when 
manufacturers wish to sell a 
condensing unit separately. 
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Of The Office of 


An order outlining the organi- 
zation and functions of the Office 
of Civilian Requirements was 
announced Nov. 1 by the War 
Production Board. Only the 
position and duties of the Vice- 
Chairman for Civilian Require- 
ments had been established here- 
tofore. The new order gives 
formal recognition to the struc- 
ture built by the vice-chairman 
and formalizes functions that he 
has been performing in addition 
to those established heretofore. 
Among them are the following, 
as described in the text: 

Participation “in the review of 
plans for cut-backs in military 
and other war programs” and 
recommendation of the “facili- 
ties most suitable to release in 
order to resume or expand the 
production of goods and services, 
for which he acts as claimant, 
which are of the greatest benefit 
to the civilian economy.” 

Specification of “the kinds, 
categories, and amounts of goods 
and services, for which he acts as 
claimant, which should be pro- 
vided first as resources become 
available as a result of cut-backs 


Order Outlines Functions, Organization 


Civilian Requirements 


or other changes in war require- 
ments.” 

Another change made by the 
new order makes the Govern- 
ment Division, now operating as 
a separate unit under the Vice- 
Chairman for Civilian Require- 
ments, an OCR bureau. 

Under the new order, OCR 
will continue to have the follow- 
ing functions in protecting essen- 
tial civilian supplies. 

1.—Seeing to it that sufficient 
supplies are maintained to meet 
essential civilian requirements. 

2.—Seeing to it that the prod- 


ucts in short supply are fairly | 


distributed to all parts of the 
country in accordance with es- 
sential needs. 

3.—After consultation with the 
industry divisions, certifying to 
the Office of Price Administra- 
tion, under the terms of the Vin- 
son directive, those cases in 
which production is being held 
up by need for suitable price ac- 
tion. 

4.—Watching the claims for 
the export of any short supplies, 
so as to protect the essential sup- 
plies for United States civilian 





consumers, 








Marine Cleat, Chock Restrictions 


Cancelled, 


The War Production Board on 
Nov. 4 removed marine cleats 
and chocks from Schedule III 
of the hardware simplification 
order, L-236, thus permitting 
manufacture of these items with- 
out restrictions on types and 
sizes. 

Specifications formerly includ- 
ed in the Schedule (Tables VI 
and VII) were for cleats and 
chocks most commonly needed 
when the schedule was issued in 
Oct., 1943. 

The demand for non-conform- 
ing cleats and chocks for spe- 
cialized military requirements 





Removed From L-236 


has been met from large inven- 
tories in the hands of jobbers 
and ship chandlers, WPB said. 
These stocks are now depleted. 
Future demand, chiefly for re- 
placements, can most effectively 
be met by removal of restric- 
tions, WPB officials said. 
Schedule III still restricts 
manufacture of five kinds of 
marine fittings hardware to the 
types and sizes specified in 
Table I through V as follows: 
forged, fabricated and pipe turn- 
buckles; forged shackles; rope 
thimbles; rope sockets; and 
forged hoist, grab and slip hooks. 








Onion Set Ceilings Continue Same 
—Size Requirements Are Altered 


Maximum producer ceiling 
prices on onion sets have been 
fixed for the 1944-45 selling sea- 
son, the Office of Price Adminis- 
tration has announced under 
the second revision of MPR 371, 
onion sets, effective Nov. 10, 1944. 

The prices established are the 
same as those fixed for similar 
sizes of onion sets in last year’s 
regulation (Revised Maximum 





Price Regulation No. 371). How- 
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ever, a provision is made that 
all sizes of sets must contain at 
least 30 per cent of onion sets 
of % in. diameter or less. 

Also, the size requirement of 
the largest size of onion sets— 
1 3/16 in. square mesh or 1% in. 
bar screen, has been reduced to 
14% in. square mesh or 1 1/16 
in. bar screen, with a reduction 
in price of one cent per pound 
throughout the selling season. 











No. 27 


CAREON TY PRE 
WRENCH 


No. 15 DOUBLE END WRENCH KIT 
PRACTICAL, INEXPENSIVE, QUICK-SELLING 


BRIDGEPORT wrenches, with their pear-shaped jaws, 
have long been the choice of skilled mechanics. The 
Bridgeport design makes for strength and a tighter grip. 


Although Bridgeport wrenches are not available now, 
and probably won't be for the rest of this year, 
Bridgeport is ready now to discuss your peacetime 
small-tool requirements. 


BOX HEAD DOUBLE END WRENCH 
The ideal slip-proof wrench for 
automotive, electrical and 
general use. Made in 
three sizes. 
No. 2725B 


Bridgeport 
DROP-FORGED 1O@@es 


TY YEARS 


KNOWN 


GEPORT HDWE. MFG Pe BRIDGEPORT, CONN 








We are manufacturing 
7 | 
Gr eWIN 


-»-Dut only a fraction 
of what is needed 
at home 




















You can put your fipger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 
ibg job. 












Though the C-M plants are working 
’round the clock, our armed forces 
and essential wartime ind@istries 
have first call on C-M production. 








We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. 











As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. 













COLUMBUS*McKINNON 
CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 
SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 











132 








An order designed to tighten 
control in pricing of some ready- 
mixed interior and exterior paint 
products made up of new or re- 
vised material content was an- 
nounced by the Office of Price 
Administration, effective Nov. 
10, 1944, 

In applying for prices for new 
or further revised products, some 
manufacturers have used for 
comparison purposes unit direct 
(material plus labor) cost for 
products with contents previously 
modified, and for which the unit 
direct cost was consequently re- 
duced. When applied to the 
product being priced in such 


Tighten Pricing Regulation .on 
Some Ready-Mixed Paints 







cases, the resulting maximum 
price represents an unwarranted 
increase, OPA said, since it is 
based on an out-of-line mark-up. 

When new or further revised 
paint products are being priced, 
the unit direct cost of the origi- 
nal formula will be used for 
comparison purposes — rather 
than this cost for ‘a product with 
previously revised material con- 
tent. Order 2842 Under Section 
1499.159b of Maximum Price 
Regulation No. 188—Manufac- 
turers’ Maximum Prices for 
Specified Building Materials and 
Consumers’ Goods Other than 
Apparel, makes these provisions. 











None of the material recently 
authorized for production of 30,- 
000 domestic type oil burners 
during the fourth quarter of 
1944 can be allocated for pot 
type or sleeve type vaporizing 
oil burners, the War Production 
Board said Nov. 2. 

These burners were inadver- 
tently included in the definition 


No Pot or Sleeve Type Oil 


Barners in Fourth Quarter 


der L-74, under which the 30,000 
domestic type burners will be 
produced, WPB officials ex- 


plained. 
By this amendment to the 
order, however, the definition 


has been clarified. Production 
of pot and sleeve type burners, 
although not included among the 
domestic type burners, is permit- 





of domestic type burners in Or- 


ted under L-74, 








RELEASE COPPER FOR 
RADIATOR TRAPS 


Bodies of low pressure ther- 
mostatic radiator and drip 
traps, combination float and ther- 
mostatic traps, and boiler return 
traps may now be made of cop- 
per, the War Production Board 
announced Nov. 3. Previously 
only cast iron could be used. 
Schedule VIII of Order L-42, 
Plumbing and Heating Simplifi- 
cation, was amended to make this 
change, in line with a recent 
WPB action that authorized suf- 
ficient copper for these low pres- 
sure traps as well as for many 
other varieties of civilian prod- 
ucts, 





RELEASE SOME NURSE 
WRIST WATCHES 

A limited number of non- 

jeweled wrist watches with sec- 

ond hands, designed especially 


through regular retail outlets, 
WPB announces. About 90,000 
nurses’ watches have been manu- 
factured in the last year and a 
half according to the latest 
figures. 





M-312 AMENDMENTS 
GIVE MORE KINDS 
MATERIAL FOR MATS 


Conservation Order M-312 
(Coir Yarn and Products) has 
been amended to permit the use 
of the lower grades of Cochin 
coir yarn in addition to Calicut 
and Ceylon coir yarn in the 
manufacture of civilian mats 
(floor and door mats), the Tex- 
tile, Clothing and Leather Bu- 
reau of the War Production 
Board reported under date of 
Nov. 2. 

Under the original order, man- 
ufacturers were restricted to the 
use of Calicut or Ceylon coir 
yarn in the manufacture of 





for nurses, are available again 








civilian mats, WPB said. 
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WPB TO DISSOLVE 
ALLOY STEEL BRANCH 


The Alloy Steel Branch of the 
War Production Board’s Steel 
Division is being dissolved and 
its functions will be assigned, 
according to the particular prod- 
ucts involved, to the division’s 
various product branches, Nor- 
man W. Foy, director of the 
Steel Division, announced Nov. 1. 

“Under existing conditions,” 
Mr. Foy said, “the requirements 
for alloy steel do not nearly 
equal the available supply, and 
consequently, the need for a 
branch to handle alloy steel has 
disappeared. “Processing of the 
alloy melt schedule, which will 
be continued for the time being, 
will be carried on under the 
Metallurgical Branch of the 
Steel Division.” 

S. A. Crabtree, of Chicago, 
chief of the Alloy Steel Branch 
and assistant director for pro- 
gram and distribution, Steel Divi- 
sion, has resigned from the divi- 
sion and will resume his duties 
with the Republic Steel Corpora- 
tion at Chicago, Mr. Foy said. 

He also announced the resigna- 
tion, effective Nov. 30, of A. A. 
Wagner of Pittsburgh, Pa., chief 
of the Carbon Bar and Semi- 
Finished Branch, who will be 
succeeded by P. J. Sandmaier, 
of Cleveland, now deputy chief 
of that branch. Mr. Wagner will 
return to Jones and Laughlin 
Steel Corporation, Pittsburgh. 
where he was employed prior to 
coming to Washington more than 
three and one-half years ago. 





TRANSFER CMP WORK 
TO WPB PROGRAM UNIT 


The War Production Board re- 
cently announced that the CMP 
(Controlled Materials Plan) Di- 
vision work is being taken over 
by WPB’s:program office together 
with the work of the Production 
Controls Bureau. Walter C. 
Skuce, who had been director of 
the CMP division and deputy di- 
rector of the Production Controls 
Bureau, was named executive of- 
ficer to Hiland G. Batcheller, 
chief of operations. 





HORSEPOWER ELECTRIC 
MOTOR INDUSTRY COMM. 


The OPA has recently an- 
nounced the appointment of an 
industry advisory committee for 
fractional horsepower electric 
motors. The members of this 
committee are: A. M. Bartling, 
General Electric Co., Fort 
Wayne, Ind.; W. R. Clements, 
Master Electric Co., Dayton, 
Ohio; Paul D. Dale, The Leland 
Electric Co., Dayton, Ohio; 
Charles Dunham, Electric Motor 


vertisement — ‘what’ 


dridge, The Holtzer-Cabot Elec- 
tric Co., Boston, Mass.; R. J. 
Russell, Century Electrie Co., St. 
Louis, Mo.; W. R. Frazer, Emer- 
son Electric Mfg. Co., St. Louis, 
Mo.; Hjalmar Hertz, Diehl Mfg. 
Co., Somerville, N. J.; H. A. 
Hudson, Wagner Electric Corp., 
St. Louis, Mo.; R. L. Irvin, West- 
inghouse Electric & Mfg. Co., 
Lima, Ohio; R. J. Montgomery, 
Packard Electric Div, General 
Motors Corp., Warren, Ohio; 
F. W. Smith, Robbins & Meyers, 
Inc., Springfield, Ohio, and J. J. 
Wall, Marathon Electric Mfg. 
Co., Wausau, Wis. 





ACKLEY DIV. ADVISOR 
TO CONSUMER GOODS 
PRICE DIV. OPA 


Gardner Ackley, has recently 
been appointed division econo- 
mist and economic advisor to the 
director nf the OPA’s Consumer 
Goods Price Division. Mr. Ack- 
ley succeeds Leander B. Lovell 
who is now with OPA’s division 
of Industrial Manufacturing and 
Industrial Materials. 





NRDGA TO FURNISH AD 
COURSE FOR WOUNDED 


SERVICEMEN 


The Office of the Surgeon Gen- 
eral of the United States has 
just acknowledged and accepted 
the offer of the National Retail 
Dry Goods Association, to fur- 
nish, without charge, its new 
“Retail Advertising Course,” for 
the use of disabled servicemen 
in the various rehabilitation cen- 
ters throughout the country. 

The primary purpose of the 
course, which is the same one 
that has just been sponsored and 
launched in several cities in dif- 
ferent sections of the country, is 
to furnish a basic knowledge of 
production in a contemplated ad- 
beginners 
should know about display and 
the basic facts about radio adver- 
tising. 

2,000 copies of a comprehen- 
sive textbook, about 60 film 
strips, together with the art 
course, have been sent to the 
Ninth Service Command Head- 
quarters, for distribution to the 
Government’s General Hospital. 





NEWA TO MEET IN 
IN APRIL IN CHICAGO 


The 37th annual convention of 
the National Electrical Whole- 
salers Association will be held 
the week of April 22, 1945, at 
the Hotel Stevens, Chicago, III. 
C. G. Pyle, managing director, 
states that the convention will be 
held only if it appears to be ad- 
visable according to the situaion 
at that time with regard to trans- 
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Facts that are convincing proof 
of “AMES” unquestioned leader- 
ship for 170 YEARS of shovel 
manufacturing. 


1,—Experience. 
2.—Production design. 


3.—Most plete linea 
. 7... Plain Back, Solid Shank, 
Closed Socket Shank, Socket 
Shank and Hollow Back types. 


Hea 





4.—Selected materials and per- 
fection of workmanship guar- 
antee value for user and 
seller. 


5.—REPEAT SALES INCREASE 
PROFITS. 


“AMES” forks, hoes 

and rakes were in- 
troduced six years ago 
following seven-years of 
development and experi- 
nfentation. Today, recognized 
by Mr. and Mrs. Consumer as 
representing all the name 
“AMES” implies—value. For 
increased profits, promptly 


investigate sales possibilities 


AMES ? 
Since ») 
UL 


AMES BALDWIN WYOMING CO. 
Parkersburg, W.Va. North Easton, Mass. 


AMES” PRODUCTS 
SCOOPS FORKS HOES RAKES 
AGRICULTURAL HANDLES 


SHOVELS SPADES 
POST HOLE DIGGERS 














The 
Dean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


N EWSPAPERS and 


magazines these days are full of 
articles and advertisements about 
how the average citizen is going to 
spend his savings and income after 
this war. A study of all this matter 
lends one to believe that a careful 
factual analysis will prick many gas- 
filled, planning balloons. 
Optimistic Predictions 

It is cheerfully predicted by these 
optimistic writers that the booms in 
various lines will help take care of 
unemployment and bring forth a 
burst of prosperity such as we have 
never seen. In this article let us 
just touch upon the expected boom 
in home building. The Dean has 
had quite a little experience in home 
building. His first suggestion would 
be the great importance of a good 
location. Even if your new house 
is to be modest, pick a good neigh- 
Borhood and give yourself all the 
air space possible. 

A friend of mine just before this 
war was shown a great bargain in 
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a suburban town by a real estate 
agent. The story was that the con- 
tractor who had built the house had 
gone bankrupt, the property was in 
the hands of a local bank and the 
bank wanted to unload. The place 
had cost $20,000. It could be bought 
for $12,000—$2,000 cash, $10,000 
20 years, 5 per cent monthly pay- 
ments to the same bank. It was a 
lovely place but it was in a hollow. 
Handsome homes were on the neigh- 
boring hills. To be brief, my friend 
grabbed the bargain. 

He had electric air conditioning 
and everything in the kitchen. I saw 
the place one fine sunny day and I 
couldn’t understand how there was 
so much for so little. Then there 
came a torrential rain and my friend 
had a foot of water in his basement. 

The water put everything out of 
commission, air conditioning, elec- 
tric equipment and all. He had 
bought “as is’—he put in pumps, 
dug a deep outside drainage well. 
He cut out all the fancy gadgets, got 
the water fairly well under control 
but his “dream home” was gone up 
in smoke. 





In the New York Times of August 
7th I note the following: 


“Gypsum Men Decry 
‘DreaAM House’ TALES 


“The Gypsum Association an- 
nounced today a program for stimu- 
lating building activity during the 
reconversion period. The aim, ac- 
cording to Henry Schwein, general 
manager, is to ‘help to promote real- 
ism’ in the industry. The points in 
the program are: 

“Debunk the ‘dream house’ pub- 
licity. Make it clear to everyone 
that houses with everything from the 
vacuum cleaner to the dishes built 
in are not going to come the day the 
war is over. 

“Impress local officials with the 
importance of allowing proved new 
materials and new methods of con- 
struction, both of which may make 
possible better buildings. 

“Emphasize the importance of 
safety features, fire protection and 
durability. 

“Promote remodeling and modern- 
ization of homes and apartment 
buildings. Although wonder houses 
will not be possible, older buildings 
will have to put on new clothes to 
compare favorably with the new 
ones that will go up in quantity. 

“Educate farmers to the best 
methods of construction and the im- 
portance of fire protection.” 

The National Association of Home 
Builders writes us: 

“A story of unusual significance 
to the readers of your magazine and 
to the nation’s post-war economy is 
enclosed. 

“Home building, expected to play 
a leading role in solving the prob- 
lem of post-war employment and 
prosperity, is seriously threatened 
by the erroneous, widespread con- 
ception of the ‘miracle’ house. 

“So serious is this problem re- 
garded by the National Association 
of Home Builders that we desire to 
disseminate the true facts and to 
project a true picture of the better 
home of tomorrow which will be 
evolutionary in character, not revo- 
lutionary. 

“The sales and profits of your cus- 
tomers are directly and indirectly 
dependent upon the construction of 
new homes. I am hopeful you may 
conclude that this story is one with 
which your readers will be con- 
cerned. 

“DreAM Homes’ THREATEN 

Burpine Inpustry 
“Survey Shows Public Won't Buy 
Or Build Post-War Homes 
Without Miracles 


“Most business leaders, indus- 
trialists and economists look to pri- 
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ATTENTION TO DETAIL 
DOES IT! 


While modern machines are used in the manufacture 
of Russell Jennings Auger Bits, it takes more than 
that to account for their wide reputation for ease of 
use, clean cutting quality and long service life. Below 
are some outstanding reasons for their popularity 
which every clerk should have in the back of his mind 
when talking to customers. 





Spurs and lips are hand-sharpened; and, due to fine 
— and special heat treatment, long edge life re- 
sults 


Screw point is accurately centered and hand-finished. 
It bites into the wood and pulls the bit in after it! 


Each bit is checked to micrometric accuracy. You 
can absolutely depend on the size marked on the 
tang. 

A well-designed, open throat affords good chip 
clearance, makes for easy boring. 


A true taper from spur to end of twist makes certain 
there will be no "binding." 


Fussell Fornings 


AUGER BITS 








THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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Just as soon as 
UNION and VICTORY 
shut down on Fighting Tools! 


Just as soon as we can switch our ex- 
panded facilities from fighting tools to 
hardware and sporting tools, — 


You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 
*Hack Saw Frames 


Gun Implements 


* Available on Priorities 


HARDWARE COMPANY 
aw EWVi aw EY 


TORRINGTON. CONN. 


YORK OFFICE ISI CHAMBERS 











vate building and its allied interest 
to form a potent stabilizing force in 
our post-war prosperity. But a recent 
survey of consumer demands and ex- 
pectations in post-war homes shows 
that this will not be true unless the 
public’s conception of ‘miracle’ 
housing is exploded. 


“Dream World” Houses 


“The revealing study, sponsored 
by the National Association of 
Home Builders, clearly shows that 
prospective home buyers are con- 
vinced a new era of ‘dream world’ 
houses will start. the day hostilities 
cease. Their expectations, fostered 
by well-intended but misguided post- 
war prophets, portend, harmful con- 
sequences for the building industry 
in particular and the nation’s econ- 
omy in general. 

“The popular delusion of the 
‘miracle’ house must be dispelled 
and replaced with the true story of 
the many practical improvements in 
design, construction methods, and 
interior equipment that will provide 
more livable houses. Otherwise, the 
building industry faces the thank- 
less task of dealing with a disillu- 
sioned and disappointed public in 
the immediate post-war years. As a 
consequence, the industry will not 
be able to do its full share in pro- 
viding employment. 


High Points of Survey 


“The survey was conducted in At- 
lanta; Chicago; Columbus, Ohio; 
Hartford, Conn.; Houston; Minne- 
apolis; Pittsburgh; Rochester, N. 
Y.; and San Francisco. It was con- 
fined to the broad middle class with 
an average annual income of $3027, 
and embraced the middle younger 
age bracket. Of the families inter- 
viewed, 32 per cent owned their 
homes and 68 per cent were non- 
owners, but 45 per cent of the total 
indicated they expected to build or 
buy a home. The great majority, or 
68 per cent, expected to build or buy 
from one to two years after the war. 

“More than half of those inter- 
viewed expected to get a six-room 
house with two baths, replete with 
mechanical wonders. Yet, they 
planned to pay an average of only 
$52 per month in financing the mort- 
gage. 

“Prospective home buyers were 
asked this question about six proj- 
ected developments in _ low-cost 
homes: 

“*At the price you intend to pay, 
do you believe that any of the fol- 
lowing ‘revolutionary’ changes will 
be available?’ 


Improvements Expected 


Complete air-conditioning with cool- 
ing in the summer as in the movies 


Electronic controls which will make 
housekeeping far more simple than 
today. 


Extensive use of plastics for plumb- 
ing, pipes, bathroom fixtures, wall 
surfaces, etc. 


Movable partitions which permit the 
making of one room out of two, or 
vice versa 


Outside walls which can be opened 
up on a garden or terrace in warm 
weather. 


Rooms built as complete units which 
can be added or removed, depending 
on family requirements 


Percent expecting 





Available 


it to be available how soon 
at price they are atter the 

willing to pay war 
72% 10 months 

81% ll months 

81% 8 months 

60% 6 months 

54% 8 months 

56% 8 months 








“In other words, the overwhelm- 
ing majority, planning to pay an 
average of only $52 per month, ex- 
pect construction features or prod- 
ucts which either did not exist in 
the pre-war period, or which were 
available only to a minority of home 
buyers in the high income brackets. 


Won't Buy Without Miracles 


“The most revealing part of the 
survey (which should awaken every- 
one to a realization of the damage 
already done by over-selling the 
public with predictions of impracti- 
cal things to come) was contained 
in replies received to this question: 

“*Would you build or buy a new 
home if you could not get any or all 
of the six typical ‘revolutionary’ 
changes in home construction?’ 

“Here’s what the consumers inter- 
viewed had to say: 


“S54 per cent» said they-would not . 


build or buy if they could not get 
complete, year-’round air condition- 
ing. 

“62 per cent said ‘no’ if they 
could not get electronic controls 
which would make housekeeping far 
more simple than today. 

“53 per cent said ‘no’ if they 
could not get extensive use of plas- 
tics for plumbing, pipes, bathroom 
fixtures, wall surfaces, etc. 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 128 











“27 per cent said ‘no’ if they could 
not get movable partitions. 

“37 per cent said ‘no’ if they could 
not get outside walls which could be 
opened up on a garden or terrace. 

“28 per cent said ‘no’ if they could 
not get rooms built as separate units 
which could be added or removed. 

“A further breakdown of the re- 
plies disclosed that families willing 
to pay more than $60 in monthly in- 
stallments for their home expected 
the most for their money; those in 
the $40 to $60 bracket expected only 
slightly less; but even among fam- 
ilies willing to pay less than $40 per 
month, from one-fifth to two-fifths 
said they would stay out of the 
market unless they could get the six 
typical ‘revolutionary’ changes they 
had been led to believe would be 
available in the immediate post-war 
years. 

“In other words, the survey clear- 
ly, indicates that. families in -the 
broad, middle income group—the 
bulk of the post-war market—say 
they will postpone buying a home 
until the ‘magic house’ can be pur- 
chased at the price they are willing 
and able to pay. 

“Because of these alarming im- 
plications, the National Association 
of Home Builders has inaugurated 
a nation-wide missionary campaign 
to destroy the illusion of the ‘miracle 
house’ and to project in its place a 
forthright picture of the attractive, 
practical ‘Home of Tomorrow.’ 


What Consumers Can Expect 


“Just what will the improved 
‘Home of Tomorrow’ be like in de- 
sign, construction and _ interior 
equipment? 

“Frank W. Cortright, executive 

(Continued on page 159) 
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ng the paint selling opportunities in the 
in- great home restoration and moderniza- 
ed tion period which lies ahead? 
hy That’s a pertinent question which you 
| can’t afford to ignore. — 
er Remember that it’s going to take a 
hs combination of vigorous and intelligent 
he merchandising plus a line of new and 
= improved paint products to attract and 
“4 hold customers in the competitive days 
_ to come. 

So better plan now to have your name 
r- at the top of the list for merchandise 
1e that will aid you to serve your customers 
le well when they begin to buy what they 
y please from the one who pleases them. 
“ Over the years Lowe Brothers has 
Z applied a progressive attitude to the 

manufacture and merchandising of 

a unsurpassed quality paint. We intend 
r to keep on doing so. 
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For 74 Years... 
in War or Peace 
First in Quality 

& Dealer Service 
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) WHETHER YOU CAN BUY 
ANYTHING OR NOT... 
YOU'LL SEE PLENTY! 






















* By all odds, this is the most important 
Show you have ever been invited to 
attend. it is the RECONVERSION SHOW 
for the industry. It is the Show that will 
allow you, or your competitor, to “get set” 
for Post-War volume. 


We promise you that ALL the leading 
manufacturers will be exhibiting. And 
while “immediately available” merchan- 
dise will probably be limited, this is your 
opportunity to get in on the ground floor 
on post war models, sales ideas, and 
promotional plans that are now begin- 
ning to be set in motion. 


The January Show is also a travel con- 
serving show for you. It will save many 
trips to factories and sources of supply 
for your buyers during the spring months. 






So save time, money and traveling prob- 






lems by attending this great show. 









HOUSEWARES MANUFACTURERS 
ASSOCIATION 


(INC. NOT FOR PROFIT) 
ASSOC. OFFICES . . . 222 North Bank Drive, Chicago 54, iil. 
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Bicycle prices—Price ceilings 
for modified war model bicycles, to be 
manufactured under recent relaxation 
of WPB restrictions, have been dis- 
cussed with OPA by the bicycle manu- 
facturers’ industry advisory com- 
mittee. The new heavier model, which 
allows use of balloon tires, approaches 
a 1941 standard model bicycle, and 
must be priced accordingly. Typical 
retail prices for lightweight “war bi- 
cycles” now being sold are $32.50 in 
the east, $33.50 in the middle west, and 
$34.50 in the west. 

- 7 . 

Toilet paper pricing — Effec- 
tive Oct, 28, OPA has amended Price 
Regulation 266. It is now provided 
that, where increases in ceiling prices 
are granted manufacturers of toilet tis- 
sue or paper towels, the exact amount 
of the increase may be passed on to the 
public by each subsequent reseller. 

s + . 

Production of civilian goods 
—Replies to an October survey by the 
U. S. Chamber of Commerce brought 
out the fact that slightly over one- 
fourth of the 165 companies cooperating 
had increased their output of civilian 
goods during the past six months. 
Manufacturers of paper products, how- 
ever, had less to offer civilian custom- 
ers, as government demands rose and 
supplies of wood pulp grew scarcer. A 
similar situation was reported in tex- 
tiles, where manpower and raw ma- 
terials shortages with heavy govern- 
ment demands, forced civilian produc- 
tion down. The sharpest increases in 
civilian business were reported in the 
industrial machinery, miscellaneous 
iron and steel products, and office 
equipment industries. About three- 
fifths of all companies reported no 
change in the relative share going to 
civilians. 

° . « 

White pigments — WPB has 
amended Order M-353, governing the 
allocation of white pigments, including 
both titanium dioxide and zinc sulfide 
pigments. The amendment cancels all 
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ratings on non-military orders for white 
pigments, and only those orders with 
military certification are valid. This 
action has been necessary to expedite 
military deliveries, and to place non- 
military orders on a fairer basis. 
. * * 

Warehouse metals eased — 
With the issuance of a new interpreta- 
tion to CMP Regulation 4, WPB, effec- 
tive Nov. 3, relaxed sales limitation 
controls over copper and brass ware- 
houses concerning frozen inventories 
(under P.R. 13) and aircraft inventory 
transfers (under Directive 16). This 
interpretation removes the 500-Ib. 
weekly and 2,000-lb. monthly limit on 
sales by warehouse sellers for resale of 
brass or copper mil] products obtained 
by them from surplus inventory stocks 
or aircraft inventory stocks. Also, as 
to aluminum, distributors are now per- 











mitted to’sell items which have been in 
stock for 15 days, while they previously 
were required to hold these inventories 
for at least 45 days before resale. This 
relaxation is intended to permit a freer 
flow of materials. 

os * + 


Enough batteries — Produc- 
tion of batteries generally has been suf- 
ficient to fill essential needs although 
a sudden cold wave might cause some 
hardship because of depleted inven- 
tories, E. T. Foote, president of the 
Manufacturers’ Association, has said re- 
cently. However, a large backlog of 
battery demand has developed, and 
this will be augmented by new auto- 
mobile manufacture. Mr. Foote ex- 
plained that WPB has permitted bat- 
tery companies to manufacture this 
year up to 110 per cent of their 1941 
production for civilian distribution, ex- 
cept in critical labor areas where the 
limit was 100 per cent. Although «& 





Wholesale Hardware Sales 
By Geographic Divisions, for September, 1944 















































SALES REPORTED SALES-YEAR-TO-DATE 
: 
DIVISIONS September 1944 Thousands of Dollars 
from Percent Nine -| Nine 
Change lonths | Months 
war" | so | amet | eet | set [Am | ace | eat | ea 
Firmsa| 1943 1 1944 1943 “he 1943 000) 0) 
U.S. TOTAL b...| 319 +8 — 2 | $40,509 | $37,569 | $41,300; + 2 | $390,380 | $383,683 
New Be od 23 +1 +3 - 955 943 930; —4 9,733 | 10,175 
Middle Atiantic. . 75 c +18 5,537; 65,536; 4,675; —3 67,054} 69,361 
East North 55 +8 —2 7,333 6,798 7,460; +2 58,457 57,162 
West North Central 35 +14 —3 7,223 6,332 7477; +11 56,003 51,518 
South Atiantic .... 55 +21 +7 6,055; 5,003; 5684) +9 43,993 | 40,416 
East South 17 +12 +6 2,588; 2,311; 2,461] +11 21,864 | 19,679 
West South Central 23 +10 —§ 4,445 4,046 4,878; +65 40,939 39,015 
Mountain... .. 9 +3 —65 1,005 973; 1,060; +6 8,507 8,028 
le 4 a 21 -—5 -9§ 5,218; 6,501) 5,731; — 5 82,687 | 87,202 
neg tty all to the year-to-date 
n all cases es. 
 uians Ga to ol tes ecco oon, 
c Less than 0.5 percent. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y. 


» N. Y¥., Pa.) 
East North Central—(IIL, Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 8 


South Atlantic—(Del., D. C., Fla., Ga., Md. N. 


c., 8. 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas.) 


Meuntain—(Ariz., Colo., Idaho, Mont., Nev., N. 


Pacific—(Calif., Ore., Wash.) 


Cc 


. D.) 
«+» Va., W. Va.) 


M., Utah, Wyo.) 
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GET READY NOW FOR THE FUTURE 


seh PINCORY,, tacts 


for th HARDWARE TRADE 


POWER LAWN MOWERS e HAND LAWN MOWERS 
BATTERY CHARGERS e« POWER PLANTS ¢ CENTRIFUGAL PUMPS 
Look for new PINCOR products just ness. All PINCOR products are 
as soon as war conditions permit their result of careful research by Pic 
manufacture. They will mean increased engineers and reflect high stands 
sales and profits in your postwar busi- design and craftsmanship. 


Your inquiry will receive our prompt attention 
















PT suit 


PIONEER GEN-E-MOTOR 
CORPORATION 

5841-49 DICKENS AVENUE 

CHICAGO 39, ILLINOIS 
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No. 5471/2 


LOOSE RING 


6 inch Mouth 
22 In. Steel Ring 






No. 47'/2 






6 In. Matleable 
Iron 

Mouth 2% In. Steel 
Ring 


No. 79 


Mule Controlling Bit 


Concentrate on Midland harness ,hard- 
ware and chains—the complete line that 
is “tops” in its field. To be doubly sure 
of getting quality, 


Always say, “MIDLAND” 
to your Jobber 
The Midland trade mark identifies plus 
quality in design, strength, material 


and workmanship — the result of more 
than 30 years of experience. 


Wholesale Hardware Inventories 
By Geographic Divisions, for September, 1944 


















































| END-OF-MONTH INVENTORIES (Cost) STOCK-SALES-RATIOS 
| Percent Change 
DIVISIONS } September 1944 Thousands of Dollars 
| from 
Number 
of Sept. Sept. Sept. Sept. 
Firms | 1943 1944 1944 | 1943 1944 1944 1943 ‘te 
U.S. TOTAL a 180 +8 | —3 | $39,062| $36,927 | $41,209; 162 163 162 
New Spee. 13 -3 |} -3 1,200; 1,238; 1,235) 191 196 199 
Middle Atiantic...... 40 +5 | -3 4,208; 3,998, 4,349; 161 151 163 
East North Central... 37 +6 -—3 8,164; 7,686; 8408; 145 151 148 
West North Central... 21 +98 ~4 10,623; 9,715) 11,068; 174 182 171 
South Atiantic.... .. 24 +13 b 2,964 2,622 2,975 146 147 143 
East South Central. . 10 | +8 —6 1,871} 1,734| 1,968 128 132 138 
West South Central... 14 +12 -—2 3,971|. 3,533 apes 168 170 166 
Mountain... .. 6 —11 -6 568 636 145 171 132 
ET 1 +11 -2 6,211 | 5,606 6,320 190 1867 183 
Bureau of the Current Statistical Service 


7 
b Less than 0.5 percent. 


Census. 
Includes data for four firms not allocated to geographic divisions. 





for an identical group ef firn.s. 


Stock-sales-ratios are percentages obtained by dividing the cost value of stocks by sales 





changeover must be made from bat- 
tery types manufactured for military 
purposes, the industry’ anticipates little 
difficulty in reconversion. Manufac- 
turers feel that their problems in this 
regard are slight, compared with those 
of many other industries. 
* * id 

Scrub brush situation — Be- 
cause of heavy army-navy demands for 
scrub brushes, almost the entire facili- 
ties for making them will be used in 
the first quarter of 1945 to fill military 
orders, WPB warns. Sale of scrub 
brushes for civilian use and for export 
will be restricted to distributors and 
jobbers during the balance of 1944 and 
during the first quarter of 1945. Find- 
ing, as the trade has, that substitute 
brushes have proved unsatisfactory, the 
quartermaster corps will accept only 
federal specification brushes for its 


| first quarter, 1945, requirements. 


i 


Castings speedup ordered — 
Lack of manpower is the chief cause 
of insufficient casting production, 
members of the foundry industry ad- 
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visory committee told WPB at a recent 
meeting. WPB replied, however, that 
the industry must put forth added effort 
to satisfy the demand for castings for 
the heavy truck, tank and heavy am- 
munition programs. Despite all dif- 
ficulties, more than 778,000 tons of 
gray iron castings were produced in 
August—the second best 
month in 1944, WPB states. 


production 


Building limitations revised 
—WPB has modified CMP Regulation 
6, easing the limitations as to certain 
authorized building projects, and re- 
flecting recent changes in WPB orders 





governing materials used in construc- 
tion. The changes do not apply to 
housing construction authorized by the 
National Housing Agency. The 
amended schedule permits builders to 
use the following materials or products 
formerly prohibited or restricted: Steel 
plate, aluminum, metal lath, certain 
building components such as hardware, 
plumbing and heating items and cer- 
tain other items manufactured from 
steel sheet or strip, or from copper. 
Restrictions on the use of lumber for 
building construction have been simpli- 
fied. With construction activity in 
September showing a 44 per cent drop 
from Sept., 1943, the building industry 
awaits WPB’s further lifting of restric- 
tions. Notwithstanding the clamor. 
WPB hesitates because of depleted in- 
ventories of light construction lumber 
and most interior equipment. How. 
ever, the building industry expects com- 
plete removal of wartime building limi- 
tations within 90 days after the cessa- 
tion of European hostilities, and an 
early start thus will be possible, in the 
huge post-war private construction pro 
gram which it confidently expects. 
+ s * 


Warehouse steel stocks — 
WPB has been considering the best 
procedure to follow, under CMP regu 
lations, to enlarge steel stocks in ware 
houses. Chairman Krug has urged the 
industry to make a special effort to 
see that the warehouses are suffic‘ently 
stocked, to allow smaller manufacturers 
to obtain their share of steel during the 
reconversion period, because these 
smaller plants will have an important 
role in the transition from war t 
peace production. At present, stee 
warehouses are selling 1,100,000 tons of 
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general steel products per quarter, com- 
pared with 780,000 tons per quarter 
during the first half of 1942. This in- 
crease in sales is largely a result of the 
availability of larger warehouse stocks, 
but is partly due to inventory restric- 
tions placed on consumers by the Con- 
trolled Materials Plan. 


The distributors’ job—The 
role that distribution will play in the 
nation’s post-war economy is the sub- 
ject of increasing interest and plan- 
ning. Edward N. Allen, president, Na- 
tional Retail Dry Goods Association, 
told a recent marketing conference in 
New York, sponsored by the U. S. 
Chamber of Commerce, that American 
retailers will have to distribute at least 
$110,000,000,000 of goods yearly after 
the war, compared with $74,000,000,000 
in 1929, and a record high of $91,000,- 
000,000 in 1943. Since the government 
will no longer be a customer in peace- 
time, retailers will have to change their 
pre-war distributive setup in order to 
move such a huge amount of merchan- 
dise. Far greater distribution and sales 
effort than any known in the past will 
be needed. President Eric Johnston, 


U. S. Chamber of Commerce, speaking | 


at the same conference, asked for 
greatly expanded post-war employment 
in the distribution field, and said 2,- 
000,000 jobs could be supplied if each 
employer in the service trades hired 
only one more employee. Mr. Johnston 
told the conference that the United 
States has 30,000,000 workers on farms, 
in factories, mines and construction 
work who fill “the industrial pipe line 
full of merchandise,” but has less than 


20,000,000 to distribute their produc- | 


tion. 
* *¢ «& 


Carloadings ircrease—In the | 


week ended Oct. 28, a total of 916,446 
cars of freight was loaded by the na- 
tion’s railroads. This was an increase 
of 3.7 per cent over the corresponding 
1943 week. Total carloadings for the 
year to Oct. 28 were 37,019,912, com- 
pared with 36,026,889 in the corre- 
sponding 1943 period. 


™ * * 


Retail sales grow — Depart- 


ment store sales in the country for the 
week and four week periods ended 


Oct. 28 were up 11 per cent and 13 


per cent, respectively, from the corre- 
sponding 1943 periods, according to 
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federal aid 
to states 


local governments 
and by the fed- 
eral government 
to the states. With 
these increasing 
grants - in - aid, 
a proportionate 
share .of .control 
is being surrend- 
ered by the re- 
cipient govern- 
ment to its “bene- 
factor.” 


Local govern- 
ments received 
$1800 million 
from their states 
in 1942 as against 
only $536 million 
in 1925. During 
the same period, 
federal payments 
to the states rose 
from $114 million 
to $800 million, a 
much larger pro- 





Many persons, 
feeling that the 
closer government 
remains to home 
the more efficient 
and _ economical 
it becomes, see a 





in this trend. 
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portionate rise. 


growing danger | 


government is on 
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The satisfied customer who comes 
back, who values your sound advice 
and service—he’s the one who creates 
business and increases your profits. By 
selling STAR Hack Saw Blades you 
make lasting customers among me- 
chanics who KNOW the true value of 
a blade that gives long and efficient 
service. The STAR Unbreakable 
Special Flexible blade is the ideal all- 
around metal sawing blade. Display it 
where your customers can recognize it 
by its distinctive green finish. They'll 
soon learn to ask for it by name. 


... with this handy pocket- 
size booklet “Metal Cut- 
ting”. Itis really atextbook 
on the art of metal sawing, 
covering the important 
points in the selection, use 
and care of hand and 
power hack saw blades, 
and the proper use of the ‘ 
sensational STAR Hack Saw Frame. Copies 
are available for distribution to your cus- 
tomers. And they’re free to you. 





CLEMSON BROS., INC., Middletown, N. Y. 
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Federal Reserve reports. In Septem- 
ber, independent retailers in 34 states 
reported an average sales increase of 8 
per cent over September last year, and 
5 per cent over August, the Department 
of Commerce reports. Department 
stores had a dollar gain in September 
over the 1943 month of 14 per cent. 
For the country as a whole, retail sales 
in abe first nine months were 6 per cent 
over the like 1943 period. 


Price index climbs — Nation- 
wide all-inclusive wholesale prices in- 
creased 0.1 per cent in the Bureau of 
Labor Statistics Index during the last 
week of October, due to somewhat 
higher prices for oats and rye and sea- 
sonal advances for poultry and eggs. 
The index rose to 103.9 per cent of the 
1926 average, a gain of one-tenth of | 
per cent over the month-ago mark and 
of 1.1 per cent above the corresponding 
week of 1943. 


* * * 


Tools — coated abrasives - 
Purchasers of coated abrasive products 
are no longer required to file Form 
3478, and purchasers of certain types 
of mechanics’ hand service tools are no 
longer required to file Form 1319, to 


obtain specific WPB authorization to 





Wholesale Hardware Collections 
on Accounts Receivable 
By Geographic Divisions, for September, 1944 












































| | _ACCOUNTS RECEIVABLE Collection Percentages 
| 
| Percent Change 
DIVISIONS | September 1944 Thousands of Dollars 
a por A Sept. | Sept. Sept. $s A 
ept. 
| rn | es | “idee | Sate | Sats | Mamet) Se | S| Are 

U.S. TOTAL a | 287 b | +3 | $36,634 | $36,801 | $35,462 96 91 cr) 
New | 2@ | -1/] +3 774| _7ei| 749) 101 108 * 
Middle “) @ | —-58 | +8 | 98320] sez 89 88 90 
East North Central | se | 6] +2 7,033} 7,000} 6910) 100 95 101 
West North Central... 3 | +4) +9 6,387| 6,147| 5,864) 108 101 114 
South Atlantic. . | os | +2] +4 5,780| 5,639| 5,551 90 87 91 
East South Central. =| #16 =| +8 | —1 1,848; 1,715| 1,888 96 88 90 
West South Contral | @ |-6@e!] +8 2,874| 3,062} 2,660; 104 98 112 
Mountain... . i -3 | -2 346 387 354 101 98 
Pacific. . . | @ | -3] -3 6,159| 6,363| 6,345 85 84 89 

| 

Bureau of the Census. Current Statistical Service 

a Includes data for six firms not allocated to geographic divisions. g 

b Less than 0.5 percent. 
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month by accounts cunebeabile outstanding at the beginning of that month for an identical 


group of firms. 





buy. These two deletions, Nov. 1, from 
Order M-293, affect all types of coated 
such as sandpaper and 
also hand service tools 


abrasives, 
emery cloth, 
screw drivers and six 
Screening of large 


such as pliers, 
types of wrenches. 
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orders placed with producers is no 
longer considered necessary by WPB. 
However, WPB reminds that purchases 
of mechanics’ hand service tools are 
still controlled by Order E-6 (which 
requires a rating of AA-5 or better for 
all orders placed with tools producers), 
and Order L-216 (which limits produc- 
tion to specified patterns, types, fin- 
ishes, etc., and limits use of alloy steels 
in production of wrenches and pliers). 


* * * 


Reduced corundum output— 
WPB reports that the average monthly 
imports of corundum ore have declined 
in the third quarter of 1944, as com- 
pared with average 1943 imports. The 
ore received was of lower quality, re- 
quiring the crushing of increased 
quantities to supply grain  require- 
ments. Domestic ore output is starting, 
but will be retarded by winter weather. 
Consumption of corundum grain by the 
optical and grinding wheel industry 
has declined slightly to about 350 tons 
a month and is expected to remain low 
for the rest of 1944. Primary grain 
stocks, on Sept. 1 amounted to about 
four months’ supply. No sharp decline 
in corundum consumption is expected 
after VE-Day, as any cutbacks in mili- 
tary requirements will be followed im- 
mediately by increases in civilian de- 


mand, WPB thinks. 
* a ” 


Wire rope—WPB has limited 
the use of high carbon steel in the 
manufacture of fine wire-rope filler 
wire, under order L-211. The action is 
expected to save 400 to 500 tons of 
Manufacturing capacity, but with the 
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effect of increasing over-all output of 
steel wire rope considerably. The order 
prohibits the production of wire rope 
of 6 x 37 construction in diameters % 
to % inch inclusive, except with not 
more than 14 wires in the outer layer, 
or in diameters 9/16 to 1-7/16 inch 
inclusive except with not more than 
16 wires in the outer layer. The order 
also bans the fabrication of wire rope 
of the following constructions except 
with filler wires having a carbon con- 
tent ‘of 0.30 per cent or less: Seale 
type, 6-19 filler wire in diameters % 
inch and smaller, and Special flexible, 
6-37, in diameters % to 1-7/16 inches 
inclusive. The restrictions do not apply 
to the production of wire rope which 
is specifically permitted in writing by 
WPB, or which has been produced 
prior to Nov. 27, 1944, or fabricated 
prior to Jan. 26, 1945, on an order 
entered prior to Oct. 28, 1944. 
* * * 

Sewing machines — Three 
recommendations to enable the domestic 
sewing machine industry to return to 
peacetime production with the least dis- 
ruption and unemployment were made by 
the industry’s advisory committee to 
WPB, at a recent meeting. Only four 
manufacturers comprise this industry at 
present. Authorizing sufficient allot- 
ments of materials and parts to insure 
the manufacture of 60,000 sewing ma- 
chines when manpower and facilities are 
available. None (except replacement 
parts) have been made since June, 1942. 
Establishing of an added priority rating, 
to insure an equitable flow of materials 


and parts in the period between “V-E 


Day” and resumption of full-scale ‘ci- 
vilian production. This rating to be in 
addition to the military and emergency 
ratings planned by WPB for use after 
“V-E Day.” Serving of a 30-day notice 
to the industry by the military before 
cutbacks are ordered. WPB officials 
promised that these recommendations 
would be given prompt consideration. 
a 


Paper products inventories— 
Inventories of converters of paper and 
paperboard are fixed at 30 days’ supply, 
or 30 tons, instead of two carloads, 
under a recent WPB amendment to 
Order M-24l-a. A_ certificate, with 
orders, is now required, which must 
state that the converter purchasing the 
paper, from a mill, dealer or supplier, 
is familiar with M-24l-a, and that he 
will use the paper purchased in com- 
pliance therewith. The purchaser need 
file the certificate only once; it is not 
required with succeeding orders. Con- 
verted products, defined in the order in- 
clude many items for industrial and 
household use, such as envelepes, social 
stationery, photographic mounts, toilet 
tissue, towels, napkins, pads, tablets, etc. 
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Tires for “A” drivers—Tires 
will not be made available to “A” 
drivers for at least three months, John 
Mann, chief of OPA’s tire rationing 
branch predicted in a recent address. 
“We will need to ration 2,000,000 tires 
monthly for three successive months be- 
fore our backlog of unfilled applica- 
tions for approximately 800,000 tires is 
met,” he said. “Only after this is done 
can consideration be given to broaden- 
ing of eligibility to ‘A’ bookholders.” 
In regard to large truck tires, Mr. Mann 
said indications point to continued low 
quotas in the immediate future and a 
severe drain on dealers’ stocks. There 
is no relief in sight as long as the mili- 
tary demands continue at the present 
rate. The same holds true for small 


truck tires. 
a ~ * 


In lieu of vacuum cleaners— 
In a recent release, WPB praises the 
war contribution of the eight plants en- 
gaged primarily in making domestic 
vacuum cleaners before the war. Their 
shipments of military and non-military 
goods reached an all-time peak of ap- 
proximately $20,000,000 in the second 
quarter of 1944, more than twice the 
average quarterly dollar value of the 
plants’ 1939 output. More than 80 per 








cent of their second-quarter shipments 
were made to military agencies, and in- 
cluded such items as electric motors, 
ammunition fuses, fire-control equip- 
ment and small gun parts. Shipments 
to non-military buyers included some 
electric motors, repair parts for vacuum 
cleaners and communication test sets. 
Still holding a large backlog of unfilled 
war orders, probably the industry’s mu- 
nitions output will continue at a high 
level until the defeat of Germany. The 
1939 output of domestic vacuum clean- 
ers totaled over $40,000,000 factory 
price. Ninety-five per cent of this out- 
put consisted of bag and tank-type floor 
cleaners; five per cent represented hand 
cleaners. The eight major producers 
accounted for 86 per cent of the 1939 
total dollar value, or 77 per cent of the 
tutal units of floor cleaners, and 46 
per cent of the hand cleaner units. 


+ * e 
The handle situation — Tool 
makers — whether of mechanics’ and 


carpenters’ hand tools, or agricultural 
hand tools are a unit in reporting 
a still-distressing handle shortage. They 
have been operating under this handicap 
through all of 1943 and 1944, and it 
would be hard to say whether man- 
power problems or those of handle sup- 
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ply have been the greater “headache.” 
It is very difficult, perhaps impossible, 
to get new orders accepted by the 
handle plants, even from old customers. 
They report that order books are 
choked with old business of long stand- 
ing, which can only be slowly and 
partially worked off, due to scarcity of 
woodsmen, hauling facilities, and lathe 
operators, 
7 * > 

Christmas trade prospects— 
Christmas trade seems certain to be 
good. It has got under way earlier 
than in peacetime, for people fear 
shortages of merchandise; and with so 


much money in people’s hands it seems 
unlikely to fall below anticipations 
even if the European war should end 
and employment in war work should 
fall off before the holidays. The U. S. 
Department of Commerce has revised 
its estimate of the year’s retail trade 
upward, to $67 billion, compared with 
$61.7 billion last year. Distribution of 
$500,000,000 to 7,000,000 Christmas 
Club members beginning late this 
month, will represent an increase of 
20 per cent over last year’s total, says 
Herbert F. Rawll, founder and presi- 
dent of Christmas Club, Inc. The 
Christmas funds will be distributed by 
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4,800 banking and savings institutions 
and other organizations. The average 
distribution to each member this year 
will be about $70, the highest average 
amount in the 34 years of Christmas 
Club operation. Last year’s average 
was $56. 


* * * 


General retail sales—The De- 
partment of Commerce reports that 
sales of all retail stores in the first nine 
months of 1944 were $49,110,000,000, or 
7 per cent more than the corresponding 
period of last year. After adjustment 
for price changes the 1944 sales showed 
a 5 per cent increase, thus reflecting 
some increase in unit quantities sold, 
but chiefly a shift to the purchase of 
higher priced lines. September sales 
were 8 per cent higher than September, 
1943. 


* * * 


Mail order and chain sales— 
Both leading mail order groups showed 
fine sales increases for October, over 
their year-ago marks. Sears sales 
reached $102,023,805—up 15.4 per cent, 
and the only time, except the Christmas 
months (December) of 1941 and 1942, 
that the $100,000,000 monthly mark had 
been exceeded. For 1944 to date, Sears 
topped last year’s comparison by 13.7 
per cent. Ward in October sold $70,- 
475,01l—up 16.2 per cent from 1943, 
and the gain for 1944 to date was 0.4 
per cent—held down by Spring losses. 
F. W. Woolworth Co. gained 7.1 per 
cent in October, and 3.6 per cent for 
the ten months, as compared to 1943. 


Wholesale prices steady — 
The Associated Press wholesale prices 
index of 35 leading commodities on 
November 8, stood at 105.73 per cent 
of the 1926 “par.” A year ago, the 
mark was 106.12 per cent. In fact, the 
whole range of fluctuation since, has 
been remarkably small. The highest 
1944 mark was 107.91 per cent, and the 
lowest, 106.03 per cent, of the 1926 


base. 
* * © 


The off-farm trerd—The na- 
tion’s farm population has declined 4,- 
748,000 in the last four years, says the 
Department of Agriculture. Its estimate 
showed that last January a total of 25,- 
521,000 persons were living on farms, 
against 30,269,000 the same month in 
1940. Half of the decrease occurred in 
1942, when migration to war industries 
and the armed forces was heaviest. The 
Department’s analysis showed these 
changes in the last four years: (1) A 
net loss of 1,650,000 to the armed 
forces; (2) a net loss of 4,660,000 per- 
sons of bgth sexes in all ages who 
either moved away from farms or who 
are living on places no longer regarded 
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as farms, (3) a net gain of 1,562,000 
through the excess of births over 


deaths. 
* s 7 


Farm income in 1945—Farm 
income from marketings in 194 is 
estimated by the Department of Agri- 
culture at $19,800,000,000 which was 3 
per cent above that of last year. It is 
predicted that receipts from crops will 
be about 8 per cent more this year than 
last and live-stock products receipts 
would be slightly less than in 1943. 
Receipts from farm marketings in 1945 
may decline 5 to 10 per cent from this 
year’s level, the Department says, ex- 
pected to result from a decline in mar- 
ketings and in demand. Income from 
crop sales is not expected to change 
materially, but the 1945 decrease in in- 
come from livestock and livestock prod- 
ucts probably will be much greater. A 
decline of about 20 per cent in hog 
marketings is expected, as well as a 
decline of about 10 per cent in egg 
and chicken production. The Depart- 
ment forecasts that 1945 production ex- 
penses will be about the same as this 
year, but there may be some “signifi- 
cant changes” among the various ex- 
pense items, including the cost of hired 
labor, cost of maintenance and depre- 
ciation, of buildings and machinery, 
and outlays for new farm machinery 
and motor vehicles. 


s * . 


The 1944 cotton crop — A 
U. S. cotton crop of 12,320,000 (500 
Ib.) bales is forecast by the Department 
of Agriculture, based upon indications 
as of Nov. 1. This is a gain over Octo- 
ber prospects, and compares with 11,- 
427,000 bales produced in 1943 and 12,- 
455,000 bales for the ten-year (1933-42) 
average. The yield per acre, computed 
at 293.3 lbs., is well above the preced- 
ing all-time record of 272.4 lbs., and far 
above the ten-year (1933-42) average of 
226.9 lbs. an acre. Mild temperatures 
with very little rainfall in October over 
most of the Cotton Belt were almost 
ideal for maturity and harvest of the 
cotton crop. All-time record yields are 
indicated for Virginia, North Carolina, 
Georgia, Alabama, Mississippi and 
Arkansas, and near-record yields for 
most other states. 


Rugs Catch the Eye 
And Sales Result 


MASS display of scatter rugs 

has proved profitable for the 
Bremmeyr-Bain Co., Petoskey, Mich. 
These rugs are displayed over a 
large metal linoleum rack and 
show up to excellent advantage in 
one of the main aisles. Such a dis- 
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play of rugs is much more effective 
than a counter display of the same 
merchandise, according to the store 
officials. 

These rugs sell from $2.95 and 
up, according to size. There are a 
number of places around every home 
where such rugs can be displayed. 
The woman who comes into the 
Bremmeyr-Bain Co. and sees one of 
their rugs—with a wide choice of 
color—usually determines to have 
one or two of them in her home and 
buys them. 








Displayed over a large rack these 
rugs are sure to draw customers. 
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HOMER G. SNOOPSHAW says: 


“Sometimes folks get ‘burned up’ because they 
can’t get batteries when they want ’em! That's 


like this in 31 national 
weekly newspapers... to 
how much war batteries 


are needed by our fighting men!” 


Deadly flamethrowers are blazing the road to Victory! Each of these 
efficient weapons depends upon dry batteries to spark the flame for 
instant action. The batteries you are doing without on the homefront 
mean more fire-power for frontline fighting men. Use your available 
batteries sparingly. Keep them cool and dry, handle 
them carefully, and rest them as often as possible. 
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MERCHANDISE: 
For Brother: football, 
ice skates, baseball, 
catcher’s mit, basket 
ball, bow and arrow. 
For Sister: ice skates, 
doll, table tennis set, 
bill fold, pen and 
pencil set, matching 
lamps. For Mother: 
pressure cooker, elec- 
tric iron, roaster, tea 
pot, coffee maker, 
salad bowl, carving 
set. For Father: elec- 
tric lamp, fishing reel, 
fish line, cocktail set, 





tool box, vacuum 
bottle. 
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wallboard. Side pan- 
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EXTENDED 30 DAYS 


In fairness to Dealers whose shipments have been delayed due to our 
factory being swamped with orders — we extend BIG FREE OFFER of 
ECONOMY PLUMBER Drain Pipe Cleaner until December 31, 1944! 


, You can still get 3 cans FREE with every 2 doz. you buy of 





ECONOMY PLUMBER DRAIN PIPE CLEANER 


ECONOMY PLUMBER DRAIN PIPE CLEANER Retail Value $6.00 $ 

7] FREE—3-25¢ cans Retail Value .75 

Total Retail Value $6.75 ee 
WE APOLOGIZE if your shipment of Economy Plumber Drain Pipe Cleaner FREE DEAL has been 
delayed. Furthermore, we hereby make liberal amends by extending this offer for 30 days. This 
not only gives you equal selling opportunity during our great radio promotion, it also enables you 
to RE-ORDER THE FREE DEAL. Another such profit opportunity may be a long time coming. So call 
your Jobber at once and get a double portion of EXTRA PROFITS while you still have time. Be 
prepared so you won't be ‘‘out’’ when folks walk in. 
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RADIO 


Many th ds of people who listen to Nancy Craig on 
WJZ, New York, and Beulah Karney on WENR, Chicago, 
have been induced to buy ECONOMY PLUMBER Drain Pipe 
Cleaner from their local Hardware Merchants. Are you 


getting your shore of this business? 


FREE BUSINESS BUILDING NEWSPAPER 


tHe ECONOMY 





Chicago Office: 
6941 S. Merrill Avenue 


HOME OFFICE: 39 LISPENARD STREET, NEW YORK 13, N. Y. 


FREE HOME REPAIR GUIDES 


Tens of th ds of requests have come in for “It's Fun 
to Fix it Yourself''—a 16-page booklet crammed full of 
easy-to-understand hints for home repairs. Give them 
away FREE in your store. 

Ask your jobber's salesmen for them, or write to us. 


MATS FOR LOCAL ADVERTISING TIEUPS! 


PLUMBER co. 





Los Angeles Office: 
939 W. Sixth Street 
















EDWARD TILDEN 
PARSONS, director and 
buyer of mechanics’ tools for 
the Belknap Hardware & 
Manufacturing Co., Louis- 
ville, Ky., wholesale hardware 
distributors, is 68 years of age 
and on October 12 completed 
a half century in the hard- 
ware business, all of which 
was spent with the same firm. 
Mr. Parsons was born Febru- 
ary 4, 1876, and entered the 
employ of the Belknap firm 
in 1894 as a clerk. His first 
work consisted in marking 
numbers and prices on pocket 
knife samples. From that po- 
sition, he went on to be order 
clerk. Later he became head of the catalog department 
and was the compiler of the firm’s first loose leaf catalog. 
In 1903 he was assigned to the buying department as as- 
sistant to William Heyburn and in 1916 he became buyer 
of tools for the company. On May 28, 1943, he was 
elected to the position of a director of the company. On 
October 12, the anniversary of his 50th year with the 
company, he was the recipient of many congratulations 
and his desk was completely banked with flowers, all of 
which did not deter him from completing a full day’s 
work. Mr. Parsons has two hobbies—one outdoor and 
the other indoor—golf and bowling. 





EDWARD T. PARSONS 





HENRY C. DETTHOF, 
former owner of the Detthof 
Hardware Co., Muscatine, 
Iowa, is 76 years of age and 
up to the time of his retire- 
ment, on September 15 of 
this year, had been identified 
with the hardware business 
for 62 years. Mr. Detthof was 
born April 13, 1868, and on 
September 13, 1882, at the 
age of 14, entered the employ 
of Thompson Bros. Co., hard- 
ware dealers of Muscatine. 
At first he worked in the store 
but the next year started in 
the firm’s tin shop. In 1890 
he went to Chicago where he 
was engaged in furnace work 
for R. Robinson & Co. and later in the tin shop of the 
Chicago Stamping Co. He returned to Thompson Bros. 
Co. in Muscatine in 1892 and in 1895 became a salesman 
in the store. In 1910 he started in the retail hardware 
business under his own name and remained at the same 
location until September 15 of this year when he retired. 
Mr. Detthof attributes his success in the hardware busi- 
ness to the fact that he went after special merchandise 
from the start. Some indication of this may be obtained 
from the fact that in 1941 he purchased electrical appli- 
ances to the extent of $24,000 from a single manufac- 
turer. Mr. Detthof has served as a director of the lowa 
Hardware Insurance Association, served for four years 
on the city council of Muscatine and is a past president 
of the local Lions Club. Fishing is his hobby and he 
says he formerly did a lot of it. 


HENRY G. DETTHOF 


CHARLES J. SKOOG, 
Ludington, Mich., owner of 
Skoog’s Hardware, is 80 years 
of age and has been in the 
hardware business for 52 
years. During wartime, he 
operates his store all by him- 
self, even handling such items 
as stove and furnace pipe re- 
pairs. Mr. Skoog started in 
the hardware business at 
Ludington in 1892 in partner- 
ship with Herman Borg. Mr. 
Skoog’s son, Carl Herman, 
worked for the firm in 1915 
and then entered the army in 
the first World War. After 
his return from France in 
1918 he bought out Herman 
Borg’s interest in the hardware firm and joined his 
father. Mr. Skoog and his son were partners until 1933 
when Car] Herman died. Since that time Mr. Skoog has 
been operating the store himself. Mr. Skoog has no in- 





CHARLES J. SKOOG 


' tention of retiring at the present time. He is very active 


in his store and is happy that he can do his share to help 
win the war by providing some essential repair service 
for the home front. 
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tdjustable 
HOLE CUTTERS 


FOR THE MECHANIC «© HOMEOWNER «+ FARMER 
Because of simple cutting blade ad- 
justability, BRUNO HOLE CUTTERS 
replace a long list of fixed-radius 
tools. Two Bruno Hole Cutters have 
a cutting range of from 5%” to 21,” 
in diameter. High speed steel blades 

ake clean cuts in sheet metal, boiler 
plate, Dural, plastics, wood, Masonite 
die stock, hard rubber, fibre and other 
materials. Ideal for maintenance, re- 
pair, workshop use, model building, 
-radio work. May be used in drill 
presses, electric motors, hand drills or 

and braces! Designed by cutting 
tool engineers of long experience. 


(GIVE Em alol(-. i lolelahae(-oliaMlamellel iil 


wood or compressed materials 


SPECIFICATIONS 
Model Shank Expansion List 
No. Size Capacity Price 
100 %" straight shank %”-1%”" $3.00 
100-B Square Bit Stock %”-1%" 3.00 
101 %” straight shank 1”-2%" 5.00 
101-B Square Bit Stock 1”-2%" 5.00 


JOBBERS & DEALERS 


No. 100-B ) \ Write Today For Generous 
Square Shank Discount Schedule 
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NAME & PLACE—Montana Im- 
plement and Hardware Association, 
36th annual convention, October 27- 
28, 1944, at the Hotel Florence, 
Missoula, Mont. 


NEW OFFICERS —President T. 
J. Cheetham, Dutton, succeeding 
Bert Megquier, Dillon. Vice-presi- 
dent, Pete Hoekstra, Denton; Secre- 
tary-treasurer, C. M. Wall, Helena. 
Board of directors: Rasmus Nelson, 
Scobey; W. J. Sewell, Jr., Butte; 
C. W. Backlin, Bozeman; Joe E. 
Parriott, Livingston; Pete Hoekstra, 
Denton; Don Davies, Missoula; R. 
E. Miller, Circle; Rock Hand, 
Helena, and Bert Megquier, Dillon. 


RESOLUTIONS — Favored the 
motion that all forms of business 
competing with privately owned and 
operated business be subject to the 
same local and federal taxes on the 
same basis as the business with 
which they compete. Favored the 
disposal of surplus stocks of civilian 
goods through existing established 
channels. 


ADDRESSES—tThe first day was 


a busy one at the convention with 


Montana Convention 


talks by Hobart Thomas, Indiana- 
polis, director of service, National 
Retail Hardware Association and by 
Ben C. McCabe, Chicago, president 
of the National Tax Equity As- 
sociation and the International Ele- 
vator Company, Minneapolis, Minn., 
which started the afternoon sessions. 
Paul M. Mulliken, executive secre- 
tary of the National Retail Farm 
Equipment Association, St. Louis, 
was also an afternoon speaker. 

The annual “Get-Together” din- 
ner was held in the Governor’s 
room when after-dinner talks were 
made by Jay Diamond, Helena, agri- 
cultural statistician for the U. S. 
Department of Agriculture, and Os- 
good Murdock, publisher of The 
Implement Record, San Francisco. 

A feature of the afternoon pro- 
gram was a film, “The Road Ahead,” 
offered through the courtesy of the 
Ethyl Corporation, Detroit, by Harry 
Kuhe, Seattle, Ore., and Harry F. 
Manning, Portland, Ore. 

President Megquier said he be- 
lieved the healthy growth in mem- 
bership was attributed to the de- 
sire of dealers to seek the associa- 
tion’s services in search of answers 
to the confusion and red tape of 


doing business under present ad- 
ministrative conditions. 

He pointed out that the associa- 
tion has been active in opposing all 
measures that are inimical to the 
best interests of all and that every 
attempt would be made to carry 
on along these lines. He further 
pointed out that it was his belief 
that all private enterprise seeks is 
equal opportunities to compete and 
that generally the independent deal- 
ers are opposed to proposed govern- 
ment favors to cooperatives, seeking 
only to have the cooperatives oper- 
ate on the same basis as private 
enterprise. 

Ben C. McCabe, president of the 
National Tax Equity Association 
said: 

“If subsidization and special pri- 
vilege continue, the United States 
will witness the destruction of the 
system of free enterprise, and will 
see a ‘bloodless revolution’ resulting 
in socialism.” 

Such a future will result, Mr. 
McCabe said, from tax exemptions 
and other special privileges accord- 
ed subsidized government - owned 
plants and certain types of coopera- 
tive associations. These groups, the 
speaker continued, flourish under 
exemption from income and excess 
profits taxes and because of these 
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advantages are forcing small busi- 
ness enterprises to the wall. 

Disclaiming any animosity toward 
the cooperative movement as such, 
Mr. McCabe pointed out that his 
association seeks only equality. He 
cited the experiences of Great 
Britain, birthplace of the coopera- 
tive movement a century ago, where 
in 1933 cooperatives and mutuals 
were placed on the same taxation 
status as privately owned and oper- 
ated enterprises. 

Hobart Thomas, director of ser- 
vice for NRHA, Indianapolis, Ind., 
told convention members that the 
cost of distribution from the factory 
to the back-door of the dealer must 
be reduced to place the independent 
dealer in a position to compete with 
syndicated chains, mail order houses 
and cooperatives. 

Speakers for the second day in- 
cluded A. F. McGraw, Allis-Chalmer 
Company, Milwaukee, on the sub- 
ject, “Traveling with the Manufac- 
turers;” Hobart Thomas, Indiana- 
polis, Ind., on “The Hardware Store 
of Tomorrow,” and Barclay Craig- 
head, Helena, chairman of the un- 
employment compensation commis- 
sion for Montana on the subject 
“Why Unemployment Compensa- 
tion?” 

Informal talks were made during 


the afternoon by Fred Bennion, 
Helena, secretary of the Montana 
Taxpayers’ Association; Rex Price, 
president of the Pacific Northwest 
Hardware Association, which opened 
its convention in Spokane Oct. 30; 
Claude McGinnis, manager of the 
installment loans department of the 
Union Bank and Trust Company, 


Helena, who in speaking on the 
post-war programs, asked the ques- 
tion, “Where is the money coming 
from?” 

While the convention proper end- 
ed in the late afternoon the annual 
banquet was held in the Florentine 
Gardens in the evening with W. S. 
Myles as toastmaster. 





Features Paint in Center of Store— 
Doubled Sales Are the Result 


(Continued from page 93) 


side shelves for the stocking of 
additional cans. There are several 
slots for the display of paint 
charts and folders, all of which 
help Mr. Illian and his staff sell 
more merchandise. 

“In deciding to give the line 
such a prominent display at my 
store I made quite a study of my 
paint volume,” says Mr. Illian. “I 
found that my total paint volume 
was of considerable size and that 
it was an item that would sell well 
twelve months of the year. I knew 
if I gave the line good display up 
in front I could count on constant 


sales without any dull seasons, al- 
though the spring and fall volume 
is heavier. The front of the store 
location gave me a spot to give 
paint the mass display layout 
where it would be the most effec- 
tive.” 

In arranging his paint display, 
Mr. Illian has made it low enough 
so that even the mass showing 
does not obstruct the view of the 
rest of the store from the front 
area, The rounded corners permit 
traffic to flow on both sides of the 
display without bottlenecks or the 
knocking down of merchandise. 
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PIONEER IN 


COVERT. « = ORIGINAL DESIGN 


... COVERT 
..... COVERT 


PIONEER IN 


Many basic designs in saddlery hardware were perfected by 
Covert, and even today Covert sets the pattern for the 


industry. 


Great numbers of improvements in design and production 
shine brilliantly through the seventy-one years of Covert’s 


successful career. 


Today as always Covert snaps and buckles and hundreds of 
kindred items are recognized for their quality and depend- 
ability. Ask the man who uses Covert products in earning 


a living! 


COVERT MFG. CO. 


TROY, NEW YORK 




















Since 1873 











«2 = IMPROVEMENTS 


AN IMPORTANT NAME 
» 22 IN HARNESS HARDWARE 
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BITS RINGS 
LOOPS SNAPS 
HOOKS BUCKLES 
ROPE GOODS 



























































HACK SAW BLADES 


Here’s the original, time-tested HY-FLEX 
GEARS « c's a scecial analysis, 
molybdenum steel as Forsberg produces 
it. Scientific heat treatment enables these 
Biades to give practically equal per- 
formance with high speed tungsten steel. 
They're gauged and checked for accuracy 
throughout every step of manufacture, 
and given a tough bending pounds test 
before you get them for sale. If you 
want to promise tong life on stubborn 
cutting jobs, offer Forsberg HY-FLEX 
Blades and you'll deliver it. 


A popular WHALE BRAND Hack Saw 
Frame for the machine shop mechanic and 
electrician. Ad'‘ustable for 8” to 12” 


Blades. There’s a complete line of 
WHALE BRAND Frames for every hack 
saw need. 
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AFG. CO., BRIDGEPORT, CONN., U.S.A. 



























Pacific Northwest Convention 





PACIFIC NORTHWEST OFFICERS—Left to right: James B. Channing, Spo- 

| kane, Wash, executive secretary: Robert T. Strachan, Wallace, Idaho, director: 

Harold R. Brock, Pendleton, Ore., director: William W. Kabrick, Yakima, Wash.. 

| director; W. H. Price, Okanogan, Wash., director: Rex C. Price, Waterville. 

| Wash., president; Charles J. Heartburg, Cregmont, Idaho, director, and Frank 
L. Dunlap, LaConner, Wash., vice-president. 


NAME & PLACE —Pacific North- 
west Hardware and Implement As- 
sociation, 4lst annual convention, 
| October 30-31, 1944, at the Desert 
| Hotel, Spokane, Wash. 


NEW OFFICERS — President, 
Rex C. Price, Waterville, Wash., re- 
elected; Vice-president, Frank L. 
Dunlap, LaConner, Wash.; Execu- 
tive secretary, James B. Channing, 
| Spokane, Wash., reelected. Board 
of directors: William W. Kabrick, 
Yakima, Wash.; W. H. Price, Oka- 
| nogan, Wash.; Harold R. Brock, 
| Pendleton, Ore.; Charles J. Heart- 
| burg, Cregmont, Idaho, and Robert 
T. Strachan, Wallace, Idaho. 


RESOLUTIONS — Urged that 
present method of discriminatory 
taxation which taxes private enter- 
prise and allows cooperative busi- 
nesses to be exempt from Federal 
taxation be rectified; urged support 
to the National Tax Equality Asso- 
ciation in its efforts to correct this 
present unjust system of taxation; 
urged that surplus stocks of govern- 
| ment-owned civilian goods be dis- 
| posed of in orderly fashion through 
established and existing trade chan- 
| nels. 


ADDRESSES—Ben C. McCabe, 
president of the National Tax Equal- 
ity association, with headquarters 
in Chicago, IIl]., discussed the prob- 
| lem of cooperatives from the deal- 
| ers’ standpoint, explaining that he 
was not opposed to cooperatives as 
such, if they would compete on 
equal terms with private enterpriee. 
| Saying that $1,000,000,000 a year 
is lost by the federal government 
because cooperatives are tax exempt, 
he continued, “The cooperative as- 





sociations are doing almost $5,000,- 
000,000 worth of business a year, 
and because they are exempt from 
the high federal income taxes which 
are today taking most of the earn- 
ings of our corporations they are 
growing ten times faster than any 
other business in the land.” 

Numerous pointers on manufac- 
turer-dealer relations were given by 
A. C. McGraw, general sales man- 
ager of the Allis-Chalmer company, 
Milwaukee, Wis. 

“Manufacturers must cooperate 
with dealers by giving them assist- 
ance in training salesmen, in help- 
ing them organize inventories, in 
working territories to the utmost 
and in displaying merchandise to 
the best advantage,” he said. 

He emphasized the point that no 
manufacturer should attempt to ob- 
tain new dealers until he finds those 
he already serves cannot absorb his 
output. Reconditioning of second- 
hand equipment ahead of season 
and use of the price listed in trade- 
in manuals were also given by Mc- 
Graw as “musts” for dealers. 

Osgood Murdock, San Francisco. 
Calif., publisher of the Implement 
Record, listed three needs of hard- 
ware dealers for handling expand- 
ing business in the post-war era. 
They were increased manpower, im- 
proved physical facilities and better 
public relations. 

“You must be prepared to handle 
more durable and more expensive 
equipment,” he said, “in addition to 
special implements for irrigation 
which will be of prime importance 
in the northwestern states after the 
war.” 

Other speakers were D. I. Per- 
sons, assistant branch manager of 
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DEPENDABLE... 


...$0 are Morse Tools 


That’s why so many leading hard- 
ware dealers stock Morse Tools - 
they feel Morse dependability 
builds extra good - will for them! 

















TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., u. S. A. 





NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
SAN FRANCISCO STORE: 1180 FOLSOM ST. 








| which need shop attention are 
| hauled into town on his return 


International Harvester, Spokane, 
Wash.; Herb L. George, general 
manager of Marshall-Wells, Spok- 
ane, Wash.; Professor L. J. Smith, 
head of the engineering department 
at Washington State College, Pull- 
man, Wash.; H. G. Murphy, vice 
president John Deere Plow Com- 
pany, Portland, Ore. 

Raymond H. Gerlach, Jensen- 
Byrd, Spokane; Paul Mulliken, St. 
Louis, Mo., executive secretary Na- 
tional Retail Farm Equipment Asso- 
ciation; Hobart Thomas, director of 
service for the National Retail 
Hardware Association, Indianapolis, 
Ind.; Roger G. Hutchinson, Oak- 
land, Calif., regional manager 
Frigidaire division of General Mo- 
tors Corporation, and Kinsey S. Rob- 
inson, president Washington Water 
Power Company, Spokane. 

The convention concluded with a 
banquet at the Davenport hotel, at 
which Mearns E. Gates, Pomeroy, 
Wash., president of the United 
States Junior Chamber of Com- 
merce and a member of the board 
of directors of the United States 
Senior Chamber of Commerce, was 
guest speaker. 


Service Department 
An Aid in Building 
Store Traffic 


(Continued from page 108 


bring in washers for repair and 
call for them when completed. 
This helps the repair schedule 
considerably. Washing machine 
repair jobs at this shop range from 
$2.50 to $25.00, with many jobs 
running over $10.00 and $15.00. 

The Beeman store has sold 
milking machines for many years 
and today it services many of 
them. This means that one ser- 
vice man must call on farmers who 
need attention for their milkers. 
This service man tries to group 
his calls so that time, gasoline and 
tires can be conserved. He also 
tries to handle whatever appli- 
ance repairs and adjustments are 
needed at the same time. Items 


trip. 

A large number of small elec- 
trical appliances such as irons, 
toasters and mixers, are brought 
into the shop regularly for repair 
by both townspeople and farm- 
ers. These repairs are handled in 











turn, and the store is able to give 





Profit from 


the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER-Dirats Grind- 
ing Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask.about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Vtiite 


LAPPING 


COATED ABRASIVES 
AND GRINDING COMPOUND 
en, A 2 a 


QUALITY ABRASIVES AND PERFORMANCE 


SINCE # 1903 






fairly rapid service on them. 


\ = i Te Work is routed through the shop 
| REN FW ABLE and the two men cooperate on im- 
VAI-NOA portant jobs so that they can be 
| FUSES speeded up. This cooperation re- 
(——— = a \ sults in quicker service for cus- 
tomers who actually need their 
7 appliances. 

“Our service department is a 
profitable section of our business,” 
states Mr. Beeman. “It also in- 
ereases our store traffic consider- 
ably. We are maintaining our re- 
lations with appliance customers, 
and this will mean a great deal to 
us, we think, in the post-war ap- 
pliance selling era.” 


} 


Paint Department Brings 
Fine Volume 
HE paint department at the 
Waterloo Hardware Co., Water- 
loo, Iowa, is placed along the rear 
wall of the store where a mass dis- 
play is used to secure the attention 
of customers. 

The paint shelves occupy about 
one half of the rear wall width of 
the big store, with four top shelves 
and three lower shelves all accom- 
modating paint stock. The shelves 
have excellent lighting. A wide 


e 
Simple to USE ..-. rear end aisle — unusual in many 


stores— permits the customers to 


no parts to lose! walk slong and inspect the paint 


on hand and helps boost sales. 
Electrical engineers who use it Brushes and other accessory stock 
think the “NOARK” renewable fuse is contained and displayed in a mid- 
. ° ; dle display area, between the lower 
is the best in the industry. That's <i cep diinne. 
why we were glad to buy it and add 
it to the ROYAL line. The tools and 
equipment for the entire range of 
“NOARK” sizes and capacities are 
being set up in 
our Pawtucket 
plant, and deliv- 
ery of the fuses 
will begin 
shortly, under 
the brand name 


ROYAL-NOAAK 


a wae 


ELECTRIC COMPANY, INC. 


PAWTUCKET @e RHODE ISLAND Cuteness ett ate Ole calle 
section easily — a fact that is 
an added help in making sales. 
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Ambroid Liquid 
Cement 


A waterproof, flexible, weatherproof 
and heat resisting liquid compound 
which is not affected by oil, grease, 





gasoline, sun or rain, according to the 
maker, Ambroid Co., Inc., 305 Franklin 
St., Boston 10, Mass. Recommended by 
the maker for repairing furniture, any- 
thing made of wood, footwear and arti- 
cles of leather, pottery, bric-a-brac, 
celluloid, ivory and metal ornaments, 
jewelry, upholstery, awnings, fabric, 
cabin and auto tops, tents, sails, etc., 
and for securely holding broken or 
loose tile and fittings. For cementing 
or repairing all porous materials. It 
is said to have a high degree of elec- 
trical resistance as well as resistance to 
many kinds of.acids. Although not a 
rubber cement it will make lasting re- 
pairs when applied to the fabric side 
of rubber coated articles. It is not 
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And Still Available for Hardware Distribution 


recommended for mending china nor 
glassware. Supplied in 1% oz. tubes 
and 2 0z., 4 oz., 4% pint, pint and quart 
cans as well as in larger containers 
for manufacturers. 


Two New 
Screen Cloths 
Reynolds Wire Co., Dixon, Ill., has 


announced two new screen cloths— 
Green Edge AlcrominA and Red Edge 
CrominA. Green Edge AlcrominA is 
said to be a new super screen cloth 
with a newly developed super finish 
that is non-staining and more highly 
resistant to corrosion, even in the trop- 
ics and on the sea coast, than any other 
finish on steel cloth. It will cost much 
less than bronze or copper screen. Red 
Edge CreminA replaces the Red Edge 
AluminA grade of screen cloth. The 
company reports that independent engi- 
neering laboratory tests have proven 
this new screen cloth to be superior 
from every standpoint yet it will be 
competitively priced. These two new 
screen cloths just announced are now 
available, in limited quantities, in 16 
mesh only and in 24, 26, 28, 30, 32, 36, 
42 and 48 in. widths. 








“For Better Living 
In the American Way” 


Full line folder in four colors show- 
ing one model each of the 22 pre-war 
Westinghouse electric appliances is be- 
ing packaged with each of the new 
irons the company is manufacturing for 
the purpose of pre-selling consumers on 
the company’s post-war appliances. 
Folds to fit in a No. 10 business en- 
velope, cover of folder bears title, “For 
Better Living in the American Way— 
Special Exhibit Inside.” Is designed for 
direct mail promotion or pass-out dis- 
tribution. Folder features a foreword by 
Mrs. Julia Kiene, - director Westing- 
house Home Economics Institute, Mans- 
field, Ohio. Westinghouse Electric & 
Mfg. Co., Pittsburgh, Pa. 








World War II 
Model Bombers 
Four World War II bombers are 


available in C-D authentic %4-in. scale 
models. Shown here is the 77%-in. B-17 





Flying Fortress. Also included in the 
bomber group are the 48%4-in. Martin 
B-26 “Marauder” Bomber, the 55-in. 
North American B-25 “Mitchell” Bom- 
ber, and the Douglas A-20 “Havoc” or 
“Boston”. Cleveland Model & Supply 
Co., 4508 Lorain Ave., Cleveland 2, 
Ohio. 


Simplified Patterns 
For Woodworking 


Designed to make home woodwork- 
ing easy, these pattern pieces are print- 
ed in full size to actual measurements 
so that they can be traced on wood. 
Each piece is outlined with bold, black 
rule making it easy to cut out and fol- 
low and is numbered for easy identi- 
fication. Step-by-step instructions in 
easy -to-understand terminology are 
printed on each sheet. Pattern sheet 
also includes a layout showing how 
each piece should be laid on the 
wood for cutting. Plans include No. 
25, Adirondack lawn chair; No. 26, 
hanging bookshelves; No. 27, colonial 
bookcase; No. 28, side table, and No. 
29, magazine stand. Other numbers 
in preparation include a window val- 
ence, sawbuck. table, wall rack, serving 
tray, Plymouth bench, towel rack or 
clothes dryer and a tea wagon. The 
Superior Pattern Company, 32 W. 18. 
St., New York 11, N. Y. 
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DAZEY SENIOR CAN OPENER 


Keeping pace with the release of materials for civilian use, 
production of DAZEY Senior Can Opener is being increased 
daily. 

This means that, from now on, famous Dazey Can Openers 
will be available in greater quantities...and we hope that 
before long, production will increase sufficiently to permit us 
to fill all demands. 


DAZEY CORPORATION 


WARNE AND CARTER AVES. ST. LOUIS 7, MO. 














IT DOES SO MUCH 
FOR SO LITTLE! 


HERE’S A REALLY “HOT” WINTER NUMBER . .. at 29c per average 
window, homeowners welcome this modern, convenient, absolutely 
water-and-weather tight means of sealing and weatherstripping win- 
dows and doors . . . it does so much for so little! No tools, no bother, 
no mess ... simply press in place with the fingers! Boost your winter 
sales with Strip-Seal! 


RETAIL LIST PER PER CASE 


CASE OF 13 BOXES 
Higher in the West ond deep South $16.25 





A THOUSAND- 
AND-ONE USES! 


THE TREIMICO MANUFACTURING CO 


4 
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Cley-Play Colored 
Education Puzzles 

Printed in four colors the puzzles are 
on % in. plywood, which is mounted 


on Masonite. There are 16 original de- 
signs by Allen Sloan, Blaine Perrigo 





and Petty Maxwell. “Cley-Play” decals 
are cut into 16 cuts to teach children 
coordination of the hands and mind 
and color study. Di-Noc lacquer is used 
on the puzzles, and it is washable and 
will not chip or cause lead poison if 
the child puts pieces in his mouth, says 
the maker. Puzzles are packed in 10 by 
13 in., envelopes in three dozen assorted 
lots. Weight of the lot is 25 lb. Cleve- 
land Playthings Co., 822 E. 73rd St., 
Cleveland 3, Ohio. 





Brochure on 
Adhesive Tapes 


Bauer & Black, division of The Ken- 
dall Co., 2500 South Dearborn St., Chi- 
cago 16, Ill., has published a brochure 
entitled “Catalog & Handbook of Bauer 
& Black Industrial Adhesive Tapes.” 
Containing 21 pages, and 8% by 11 in., 
in size, it is based on suggestions and 
recommendations obtained after exten- 
sive research to determine the needs 
of industrial tape customers. Each type 
of tape is listed on a separate page 
bearing a sample of the tape, a brief 
description of the product, and its uses 
and essential specifications. Compari- 
son chart showing the relative merits 
of the various tapes assists in quick 
selection of the right tape for the use 
intended. 





Island Garden Tool 
Grass Whips 


Whips are made with replaceable 
blades of bayonet steel, overall length 
being 37 in., especially designed for 
cutting tall grass. The shaft is 3/16 by 
% in., of round edge steel. Handle of 
whip is of hardwood, 13 in. overall, and 
sand finished. Island Garden Tool Co., 
Five Corners, Lynbrook, N. Y. 
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Fitler Paper Twine 


Made from northern kraft twisting 
paper and sold under the trade name, 
“Wood Fiber Twine.” The twisting 





paper is slit into widths, and then by a 
special folding and twisting process, 
and also using a special emulsion the 
twine is made. The emulsion keeps the 
paper twine soft and pliable and makes 
it easy to tie and hold a knot. Does 
Not contain any starch base sizings or 
plastics. Available in two _ types, 
“twisted,” and “laid,” and in two sizes, 
medium and fine. Twine is smooth, 
strong and flexible. The Edwin H. Fit- 
ler Co., 5625 Tacony St., Philadelphia, 
Pa. 


Ferrotoning Finish 
For Ferrous Parts 


Ferrotoning, che mic al blackening 
finish for ferrous parts, has been de- 
veloped by Turco Products, Inc., 6135 
S. Central Ave., Los Angeles, Cal., 1 
This process utilizes simple immersion 
equipment which may be set up quickly 
in small manufacturing or plating 
plants. Ferrotone bath provides a 
gleaming black or rich matte finish 
which is integral with the metal itself 
and extremely durable. Does not chip, 
flake or peal off even under repeated 
flexing. --Wall<-not..b}ister and- can. not 
be removed under routine cleaning 
operations by the action of solvents or 
degreasing agents. The finish meets 
the requirements of Army Specification 
57-0-2C, Type 3, Class A for Ordnance 
Material. The specification process is 
completed by finishing the Ferrotoned 
surface with non-drying petroleum oils, 
rust inhibiting lacquer or a synthetic 
resin coating. Process neither increases 
nor decreases the dimensions of the 
treated metal. 


Chain Hoist Bulletin 


Chester Mfg. Co., Lisbon, Ohio, has 
recently issued an attractive bulletin 
entitled, “The Chain Hoist of Tomor- 
row, Today & Yesterday.” Containing 
12 pages it describes and illustrates the 
company’s entire line of chain hoists 
and trolleys. The care and use of such 
equipment is also covered. Copy sent 
on request. 
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FRANK McCABE says... 


SWING-A-WAY STEEL PRODUCTS co. 


THE SWING-A-WAY "Double 
Gear” CAN OPENER IS THE 
FINEST CAN OPENER on the 


market! 


When you receive your next AL- 
LOTTED shipment, look at the new 
Spring Cap construction! This new 
Spring Cap enables SWING-A-WAY 
to cut out the top of any size or shape 
can up to and including a No. 10 can. 
Notice how smoothly our “Double 
Geared” SWING-A-WAY Cutting 
Wheel moves at a predetermined rate 
of speed—so easily operated! 

Every sale means a satisfied customer. 
When additional restrictions are re- 
moved by WPB we plan increased al- 
lotments to Hardware Jobbers. 


CAN OPENER 


e Merchandise Mart «+ Chicago, Illinois 




















TEMCO «ea CIRCU-RAY 


GAS HEATERS 














in the SERVICE. 
Over 50,000 of these 


Heaters are giving Comfort 
to our boys all over the Country. 


SIX MODELS AVAILABLE NOW ° 


WRITE FOR ILLUS TRA TE D F OLDER 


TENNESSEE ENAMEL MANUFACTURING CO. 


NASHVILLE 9, TENNESSEE 













Wire Forms Solve Many 
Manufacturers’ Problems 


Many a mechanical short-cut is 
possible, many a design is im- 
proved, with Brooks Hooks and 
Wire Forms. Flexible in appli- 
cation, economical in cost, they 
make possible innumerable ar- 
ticles whose manufacture might 
otherwise be impracticable. 


M. S. BROOKS & SONS 


Box "8B" Chester, Conn. 
Since 1848 


‘BROGKS « HOGKS® 
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BECAUSE . . .No other item you've ever 


handled returns you so 
much sound, steady profit, 
or your customer such 
complete satisfaction .. . 
and that’s why constant 
repeats make X-ACTO a 
sure way to profits. 
Address focutvies te Alfred 
Field & Ce., sole ie distributors 
a \° 
} wae d, @% Cham. 
To porte vou SALES 
KNIFE-EDCED 
ADVERTISING THAT 
CUTS THROUCH 
Our national “‘big push’’ in 
ae Teaching le 

















WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





Asbestos-Lined 
Baskets 


Made with a washable leather-grain 
covering, the new baskets made by 
Leipzig & Lippe, Inc., 1166 Broadway, 
N. Y., are asbestos lined. They have 





gold scrolling all around, and are 14 
in. high. Made sturdily, for long wear, 
they have varnished colorful prints on 
the front. For living rooms, baskets 
are available in maroon, brown and 
black, and for bedrooms, in dusty pink, 
blue, and ivory. 


Catalog Describing 
Prefabricated Farm 
Bldg.’s 

The National Ideal Co., 914 Summit 
St., Toledo 4, Ohio has published a 
catalog entitled, “All Wood Premier 
Skyline Prefabricated Farm Buildings.” 
This brochure includes prefabricated 
brooder houses, in both regular and 
deluxe models, 16 by 24 in., two story 
feed room, laying house, and premier 
poultry building installations. Each 
different dwelling is illustrated and 
size and specifications of all parts are 
given. The pieces to be assembled are 
already painted. Although permanent 
when assembled, the house can be un- 
bolted and sold or moved as the owner 
may wish. Houses are easily assembled 
and skilled labor is not needed. No 
permits or priority ratings are neces- 
sary for obtaining these prefabricated 
houses. 


Booklets Describing 3-M 
Grinding and Finishing 
Four new booklets have been released 
by the Minnesota Mining & Mfg. Co.., 
St. Paul, Minn. Largest booklet, en- 
titled, “Step Up Production with the 
3-M Method of Grinding & Finishing,” 
is designed to provide purchasing 
agents, work managers, production 


manager, etc., with the latest facts and 
information on this method, in the most 
concise practical form. Illustrated with 
actual close-up shop photographs cover- 
ing many grinding and finishing oper- 
ations, it- tells that 3-M abrasive back- 
stand belts, and segment face contact 
wheels with bench backstand idlers, 
floor model backstand idlers, swing 
grinders, etc., increase production and 
simplify the maintenance of tools and 
equipment. Three smaller booklets 
deal individually with the 3-M method 
as applied to the grinding and finishing 
of small parts and tools, heavy duty 
grinding and finishing of flat or curved 
surfaces, and the method employing a 
semi-portable unit for grinding and 
conditioning raw metal stock, billets, 
etc. 











Admiral Commander-In-Chief Radio: 
The above Admiral Corp. radio, one 
of which was presented to all of the 
company's distributors at a recent 
meeting, houses eight different fea- 
tures in the one cabinet. Has tele- 
vision with a 542 by 8 in. image; FM 
reception, standard wave reception, 
short wave, phonograph with auto- 
matic record changer, slide-away, 
record storage, and home recording 
apparatus. The distributors’ conven- 
tion, which was held at the Crystal 
Ballroom of the Blackstone Hotel, Chi- 
cago, Ill., was planned for the discus- 
sion of the Admiral Corp.'s post-war 
plans and to show how those asso- 
ciated with the company can coop- 
erate to make these plans successful. 
Among the speakers at the meeting 
and their topics, were the following: 
Ross D. Siragusa, president, “The Ad- 
miral Story”; Richard A. Graver, vice- 
president, radio division, “Radio Prod- 
ucts”; Harold D. Conklin, manager, 
range division, ‘Electric Ranges”; 
Maurice Despres, director, Admiral 
Corp., “Distributor-Dealer Contacts”, 
and Edmond Eger, Cruttenden & Eger, 
“Advertising Themes.” 


HARDWARE AGE 


















a 









(TION 


acts and 
the most 
ted with 
is cover- 
ng oper- 
ve back- 
contact 
| idlers, 
, swing 
ion and 
ols and 
booklets 
method 
inishing 
vy duty 
- curved 
oying a 
ng and 
billets, 





BEEe « cts 


Radio: 
Oo, one 
of the 
recent 
it fea- 
s tele- 
je; FM 
eption, 
auto- 
away, 
ording 
>nven- 
srystal 
1, Chi- 
liscus- 
st-war 
asso- 
coop- 
essful. 
eeting 
wing: 
e Ad- 
, vice- 
Prod- 
1ager, 
iges”’; 
imiral 
acts”, 
Eger, 


AGE 

























FOR ALL TYPES 
OF MEASURING 


























The Streamline steel tape rule 
gets at the places that are hardest 
to reach — makes those difficult 
measurements quickly and easily. 
The Streamline can be used for 
inside measuring, calipering 
rounds, scribing—in fact any type 
of bench measuring. It is an out- 
standing favorite among men who 
take pride in accurate tools. The 
brake holds the reading indefi- 
nitely and the spare blade—an 
exclusive Master feature—not only 
doubles the life of the rule for its 
user, but also means added profits 
for you. 

The Streamline is only one of 
Master’s many types of accurate 
measuring tools. Write today for 
further information about the 
complete line of wood and steel 
tape rules. 


MASTER RULE MFG. CO., INC., Dept. A-11 
815 E. 136th St., New York 54, N. Y. 
Branch: 541 S. Spring St., Los Angeles, Calif. 
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The Dean's Page 


(Continued from page 136) 


vice-president of the National Asso- 
ciation of Home Builders, speaking 
for the nation’s leading builders, 
says: 

“*There will be gradual, pro- 
gressive evolution in home building, 
but not drastic revolution. Greater 
emphasis will be placed on selection 
of site and designing the house to 
blend with the general surround- 
ings to provide a maximum of spa- 
cious living. 

“ “Conventional types of home will 
continue to dominate the American 
scene, with reasonable modifications, 
such as wider acceptance of the 
low, sweeping roof lines of the Cali- 


| fornia and Florida styles. 


“‘In construction and equipment, 


| the builders will be able to deliver 


the best-types of pre-war housing 
with considerable more window 
area, increased emphasis on size and 
charm of the living room at the ex- 
pense of the dining room. Especially 
attractive kitchens and bathrooms 
and appealing basements will be 


| outstanding features of post-war 
| homes. 


“*Practical, labor-saving devices 


| to reduce the burden of housekeep- 


=a — 


| ing will be built into these homes, 


depending upon the wishes of the 
consumer and his ability to pay for 
extra interior refinements.’ 

“Once the ‘Magic Home’ bubble 
has been pricked, and the public 
correctly informed on what it can 
reasonably expect in greatly im- 
proved living conditions, the build- 
ing industry and its allied interests, 
will be in the happy position of 
dealing with enlightened customers. 
They won’t be confused and bewil- 
dered by conflicting illusory prom- 
ises. 


“Wait and See” 


“It won’t be a case of ‘let’s wait 
and see what happens,’ but prospec- 
tive home owners can start planning 
now to build their practical ‘dream 
home,’ firm in the conviction that 


| the finished product will be up-to- 
| date in every way and the best that 
| money can buy in any price range.” 


As the Dean cannot tell the story 
any clearer or better he quotes the 
above verbatim. 

There is, however, no point I have 
not seen stressed in newspapers or 
magazines. When the war is over 
and manufacturers return to making 


| civilian goods, even when goods can 


be obtained, these goods will logi- 
cally all be higher priced. With in- 
creased taxes, and increased wages, 

















NEW 
FAST SELLING 
HARDWARE ITEM! 


Combining the advances of 
the PLASTIC field with those 
of tool designing, Great 
Neck offers this popular de- 
velopment in wood chisels. 





Good Profits 
No. 22 Unbreakable Handle 
Wood Chisel 
ficalli d high-grade all 
Scientifically tempere ih grade 28 loy 


steel, with the RED-A 
PLASTIC HANDLE that is— 


Unbreakable Plastic! 
Shatterproof! 
Splinterproof! 
Warp-proof! 


Chisel designed to prevent steel shaft 
from nicking grip-hand. A SURE SELLER 
that means REPEAT BUSINESS. 


Great Neck Saw Manufacturers, 
Inc., specialize in a fine line of 
hack saw, keyhole 
blades, etc., and 
screwdrivers. 
Craftsmen who ! 
know what they 
need, know the 
trade mark... 


GREAT NECK SAW 
MANUFACTURERS, Inc. 


Mineola, New York 
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with all the expensive new fangled 


trimmings we have learned during You Wil Profit 


the war, goods surely cannot be 


° CAR made or sold as cheap or cheaper . 
a I-TES $T a than before the war. by Featuring 
There will be a lot of new 


H e E 4 p L AT ‘ S$ gadgets Everything will be stream 


lined” and our dollar bills will be D R 4. 4 ft a 


streamlined, too! 
Put it down that new cars, SOLDERING IRONS | 


vacuum cleaners, dish washers, air 
conditioning, radios, electric gadgets Outstanding quality values backed 

of all kinds will be from 25 to 35 by 25 years of soldering iron man- ) 
per cent higher in price. We have ufacturing experience, DRAKE 

all learned that first of all we must Soldering Irons have the built-in 

have a car and plenty of gasoline. —~ a an 
When GI Joe comes marching home - DR ARE Sclderiag Sion juct ‘right 
ready to set up that little “dream for every purpose. 

home” he is going to have some sur- INDUSTRIAL BUSINESS 


prises. The war may be won but it The long-lived stamina of DRAKE Sol- 
dering Irons makes them particularly 
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still has to be paid for. I recom- 8 

mend to “GI”’—that he does not wel DRAKE y= ey won pg Fo 

quarrel with his father-in-law until es a ne ee 

2 ngs up conditions on the home ch iron Seidering Iron. : This same type 

. ratings. 
suvaniilithin . ASK YOUR 

: JOBBER 

a WEAR LONGER Ses Light oe ; Write for | 
.EASIER: TO ATTACH an't Be Disregarde a Sy~ | information about 
ae er =, securing priorities 








DRAKE ELECTRIC WORKS, INC. 





L. KARNO & CO. cnictoor at 


I) = 


3656 LINCOLN AVE., CHICAGO 13, Ill 











RETAILS 





These fixtures are shown where 
they belong — upon the ceiling. 


HE E. M. Briggs & Son, Scott- 
ville, Mich., displays some of 

its light fixtures’ at a ceiling loca- ° 
tion at the center of the store: and 
DON'T WAIT FOR POST wAR— finds that this attracts many pros- 
pects. The display, including some 
because fluorescents, is kept lighted part of 
the day and this naturally attracts 


POST WAR WILL BE WHAT YOU considerable attention. 
PREPARE NOW 


For reliable distribution and repre- 


sentation in Cuba, Dominican Re- Sign Attracts 


public, Haiti, and Jamaica refer to 


Kosta Nios OS er ABIG VALUE / 


























Havana, Cuba HE Wm. Upton Hardware, -.. and a natural for your paint and brush 
i a i: iia Frankfort, Mich., is located on department. Little pew Brash Cleaner ge 
or xico, atem ’ vagor, . . ° . . 
Honduras Ona isersana to r s the principal street =m the city facing aaiates pone gy Gaus 56 to a echetel 
P. C. Fernandez & Cia., Ltd. de Lake Michigan. Directly across the er —— volume with this 
Mexico S.A. street is a large building where the and the four companion items: 
Rep. del Salvador #56 hardware store houses its plumbing ff Rh thy ~ EL 
Mexico D.F. department. On top of this plumb- — Rug and Upholstery Cleaner Con- 
° “73: P > ‘ centrate and the Refrigerator Clean- 
For Panama, Colombia, Venezuela, ing building is a sign with a large . Write today. 
Curacao, and Costa Rica to hand pointing across the street to 
P. C. Fernandez & Cia. Ltd. the hardware store. Copy on the oe J. SCHAFFENER CO. 
peo — seth sign reads, “If It’s Plumbing or Se 534 Colifernie Ave 
mm Hardware—Upton Hardware.” ww 4 Avclon, Pittsburgh 2 Pa 





Nt 
160 HARDWARE AGE 




















AGE 








all “Ridsmel 


ou 
when y ; Buyers 


to Pain 





Because Ridsmel stops paint smell in- 
stantly, every paint customer is a 
Ridsmel prospect. This guaranteed 
paint deodorant works with amazing 
efficiency. A few drops rout the chok- 
ing, sickening odors of paint—quick 
as a wink. Not after the paint has 
been applied—but before! Safe, harm- 
less—good in paint, varnish, enamel. 
Sell Ridsmel to professional painters, 
householders, industrial.-plants, hotels, 
hospitals. 
25¢ to $5.00 Sizes 

BIG PROPIT DISCOUNTS 
Carton of > Dogzen 25¢ Bottles 

$5.40, F.0.B., Now York 


Window Streamers Included 
See Your Jobber or Write Direct 


HOLLEY CHEMICAL CO. | 
122 E. 25th St, New York 10, N.Y. 
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This display of lamps is compact 
and efficient and is responsible 
for many sales in this section. 


Electric Lamp Display 
Helps Build Sales 


HE Wood Bros. hardware 
store, Charlevoix, Mich., has a 
spegially constructed serving eounter 
and display arrangement fér elec- 
tric lamps which helps the. firm to 
sell more merchandise, according 


to D. H. and C. F. Wood, owners. 


Two iron bars, extending up- 
wards for 4 ft. above counter top 
level, support a wooden canopy top 
setup from which hang two rows of 
lamps, each in-a separate socket. 
There are 15 lamps in each row, 
thus enabling the firm to show 30 
different sizes at one time. The 
firm’s stock is directly behind this 
display on the wall shelves, and 
this makes it easy to serve custom- 
ers. 


Wrapping accessories for lamp 
purchases are also kept on the 
counter which saves many a step 
for clerks who do not have to use 
the store’s main wrapping counter 
on another aisle. The’ entire display 
has been varnished and is very neat 
and housewives like to come there 
to buy their replacement stocks. 








Latest News on 


PRIORITIES 


af and 
WAR-TIME ORDERS 
on page 128 
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WORK GLOVES 
ARE 

WAR GLOVES 









THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 








ARMSTRONG-BRAY 


sania Prompt deliveries 


ARM SSH 
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both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
Ang Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belts Lacing People” 
5348 Nerthwest Highway, Chicago, U.3.A. 
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4) New 


BETTER BRAND 
trap 


see the 


HOME GUARD 


(RBG. U. 8. PAT. OFF.) 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marenge, Illinois 























SPEED THE WAY 
TO HIGHER PROFITS 
WITH THE 


Ye" DRILL 
$3250 


For a light weight, handy, 
high powered, general utility 
%” drill the SpeedWay 89-J is 
your best bet. Because Speed- 
Way Tools carry a hardware trade margin 
it means the best profit angle in the drill 
line. Ideal for close quarter drilling in 
tight places and for maintenance, instal- 
lation and repair work. Has streamlined, 
air cooled Die Cast Case, specially wound 
torque SpeedWay Drill Motor, self align- 
ing oilless bearings, Jacobs chuck and 
key, 500 R.P.M. operating speed, and 
every modern feature. 
Light weight (10% Ibs.) though sturdily 
constructed—it will give year-in-year-out 
performance. 


SPEEDWAY MFG. CoO. 
1836 S$. 52nd Ave., Cicero 50, Ill. © 
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and SVORY 
by Walter Galle ~ 





OF IRON, STEEL AND BRONZE 
HAVE BEEN FOUND IN THE RUINS 
OF POMPEII £££ AND SCISSORS WERE 
IN USE IN THE ORIENT MANY CENTURIES 
AGO +**THESE ORIENTAL SCISSORS WERE 
HIGHLY ORNAMENTAL -- FREQUENTLY BEING 
IN THE FORM OF A BIRD--WITH THE 


BLADE FORMING THE BEAK !// 


DEMONSTRATED THE FIRST CAST-IRON PLOW 


IN THIS COUNTRY --THE FARMERS FEARED 
DETRIMENTAL EFFECTS FROM a. 
AND SO, JOHN DEERE (1837) AND WILLIAM 
PARLIN (1842) PIONEERED THE STEEL 


IRON IN CONTACT WITH THE 


FIRST PERSON TO 
COOK WITH AN 
ELECTRIC STOVE 


PLOW BUSINESS OF THE MIDDLE WEST / 





$1.22 WILL BE PAID FOR EACH INTERESTING AND UNUSUAL FACT ABOUT HARDWARE USED IN THIS COLUMN! 











Fawns Featured in Hunting Window 


HIS unustally attractive win- 
dow display was used recently 
by Theo. M. Griffith & Son, Down- 


ingtown, Pa., hardware dealers. The 


three little fawns were the unborn 
offspring of a large doe, killed 
when she bounded into the path 
of a motor car on Baltimore Pike 


This attractive and unusual display made spectators of passersby. 
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PRESTIGE AND SALES 
BUILDERS 


Your share of the money spent in 
your community for hardware items 
of every description will depend oa 
the quality and reliability of the 
products you sell. 


Vaughan tools for over seventy-five 
years have just that reputation—the 
ability to stay sold—to do a good 
job—and bring repeat business for 
many other hardware items to your 
store. 


Vaughan Fine Tools of consistent 
quality cost no more than ordinary 
tools, yet help give your business 
added prestige and increased sales. 


IA 


No. 700 Assortment 


Attractive display assortment of 
Vaughan Quality Hand Tools for use 
in your store windows and counters. 
Each unit consists of 30 assorted 
tools that sell on sight—a real sales 
builder with eye appeal. 
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| in Clifton Heights, Pa., 


| male 
| Game Protector carefully extricated | 


Recognizing the unusual in finding 
not only triplets, but what is even 
strange, that all three were 
animals the Delaware County 


more 


| them and turned them over to Wil- 


| preservation and 


liam <A. Biedermann, taxidermist, 


with the necessary permit for their 


story of the 


a sign in the window, with its cabin 


| type background, 
age. etc., 
| hunting scene. 


tree boughs, foli- 


suggesting an autumn 


| added to the scene. 


Help the Youngsters! 


OME time ago we heard of a 

firm in a southern city that 
revived its service station for chil- 
dren’s roller skates and bicycles. It 
was only a box on the sidewalk con- 
taining oil and grease and marked 
with an appropriate sign. It con- 
tinue a good idea today to help keep 


| these hard-to-get items in condition. 


| 








FIGHT 


INFANTILE 
PARALYSIS 


JANUARY 14-31 


| Infantile Paralysis Drive Emblem: 
Shown above is one of the emblems | 


being used by The National Foun- 
dation for Infangile Paralysis in its 
annual appeal for funds to provide 
viatims of this disease the best care 
that medical science offers today, 
and also to provide a bulwark of 
defense against any 1945 invasion 


of this home-front enemy. Fifty per | 


cent of each contribution is retained 
in the county where it was donated, 


the other 50 per cent will be work- | 
ing to further the National Founda- | 
tion’s program of research, epidemic | 


| aid, and education. It is hoped that 


this year even a greater amount will 


be channeled into universities and | 
| hospitals carrying on vital research | 


on poliomyelitis. The appeal will be 
made during the week of January 
14th to 3lst, the “March of Dimes” 
period. 


last spring. | 


retention. The | 
three does was told in | 


Mounted pheasants | 





ANC 
CUTTERS 


Every one of your customers is a prospect 
for a Manco Cutter, for these powerful, 
portable cutting tools will save time and 
money on dozens of and main- 
tenance jobs in any plant. 

Precision-built te close wisn Mace 
designed with a large - r 4 
Cutters will give years 
cient service. 

Manco Cutters are available in a wide 
range of sizes and styles, center-cut, close- 
~ angle-cut, =. splitter, end and close 

cut combination and with insulated handies. 

Write for catalog and prices. 


Awarded for 
Outstanding 
tia a mp 


Toole f War 


MANCO MFG.CO. 


BRADLEY, ILLINOIS 





Ly phen 


ap a symbol 
of fine 
HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our larZe modern plant 
pive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will pive us the 
“GO” sign for full-speed production 


to serve a world at peace. 


We suppest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - - : ILLINOIS 











YOU GET GOOD PROFIT 
WITH THIS 
NATIONALLY ADVERTISED 
PLANT FOOD 





All Sizes 
Prompt Shipments 





Big circulation magazines and news- 
papers are carrying the Plantabbs 
story to indoor plant growers 
throughout the country and through- 
out the year. The demand for the 
larger sizes of Plantabbs packages 
is growing constantly. It will pay 
you to stock some of each size. 


baal Mi celtl, loi clelelo ms :lelans 


At most wholesalers ke but if yours 


car ot supply, writ 


PLANTABBS COMPANY 


Baltimore 1, Maryland 






















Woman Operates Store— 
Husband's in the Navy 


URING wartime, many a hard- 

ware dealer’s wife and daugh- 
ter have stepped into the breach 
and helped out during the labor 
shortage, and, in some _ instances. 
women have operated stores in the 
absence of their loved ones in Uncle 
Sam’s fighting forces. 





Mrs. Upton seated at 
her desk in the store. 


Mrs. Ted Upton, wife of Ted 
Upton, owner of William Upton 
Hardware, Frankfort, Mich., is 


operating the store while her hus- 
band serves his country in the sup- 
ply department of the U. S. Navy, 
and she is doing a very good job 
of it. 


Likes the Business 


“I love the hardware business 
and I am getting quite a thrill out 
of running the store,” she says. “The 
jobbing houses are a big help to me, 
and their suggestions are always 
welcome.” 

At the present time, Ted Upton 
is stationed at Traverse City, about 
30 miles northwest of Frankfort 
where there is a naval air training 
station. So for the time being Mr. 
Upton is close at Shand where Mrs. 
Upton can consult him when ghe 
runs into a “tough” hardware man- 
agerial problem. 











Latest News on 
PRIORITIES 


and 
WAR-TIME ORDERS 
on page 128 


































FOLDING 


CHAIRS 


Upholstered and 
Picin. Many styles 


ADIRONDACK 
CHAIR COMPANY 
1142 BROADWAY 
NEW YORK 1, WV. Y. 















PRECISION LEVELS 


Available from stock without Priority 


LINE LEVELS 


Write for New Catalog 
HALL LEVEL & MFG. WORKS 
Established in. Geneva, Ohio in 1913 
Hibernia Bldg., New Orleans 12, La 









COOK: r 


SUPER VALUE 
NAIL CLIPPER 


to the war, "oon 
ni "Flasee'N Tr cuene 
t er Na 
are cabuditebie, Uae 
conditions permit thelr 
sale, remember the name: 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Cass. 
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Changes 


New products and new 
trade names are constantly 


being added to the listings 
fer the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do mot 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes Ie” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 
100 E 42nd St, New York 17, N. ¥. 
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Display of Wix Filterfils (oil filter replacement cartridges) 
at store of Manny Supply Co., Winfield, Kan. 


Manny Supply Co. Features Oil 
Filter Replacement Cartridges 


HE Manny Supply Co. of 703 

Main Street, Winfield, Kan., has 
developed an active, robust volume 
of profitable business on replace- 
ment elements for all manner of oil 
filter equipped engines. 

The town of Winfield, a thriving 
community of 10,000 in south cen- 
tral Kansas has been the home of the 
Manny Supply Co. for a number of 
years. Operated by H. F. Manny 
and his son, G. H. Manny, its own- 
ers, the business along with so many 
others in wartime America has felt 
the pressure of manpower problems. 
For young Manny has gone out to 
serve his country in the Navy leaving 
his father to carry on the business. 
With the resourcefulness that is 
characteristic among operators of 
hardware businesses, Mrs. Manny 
has found the time to replace her 
son in the store and assist Mr. 
Manny in carrying the wartime load, 
meeting the needs of the many cus- 
tomers they serve in the Walnut 
Valley of Kansas. 

Mr. Manny is shown at the left in 
the picture and Mrs. Manny behind 
the counter at the rear. In the fore- 
ground, at the right, is Fred John- 
son, field representative of Stowe 
Hardware & Supply Co. of Kansas 
City, Mo. 

The Manny Supply Co. has done 
an outstanding job serving its farm 
customers and has played its part in 
helping to keep the wheels turning 
on many important farms in the 
surrounding community. 

One of the items which Mr. Manny 
has succeeded in popularizing in his 
area is oil filter replacement car- 
tridges. These refills which were 
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once largely confined to distribution 


through automotive outlets have be- 


come a major line for many hard- 
ware merchants. A large and attrac- 
tive display of this product is shown 
in the foreground of the Manny 
store. 

When the Mannys started to dis- 
tribute these particular refills they 
made careful performance tests of 
their own to establish the efficiency 
and service cycle of these cartridges. 
Newly overhauled tractors of a com- 
mon make and age were selected for 
these practical tests and the results 
were not laboratory experiments but 
made under actual working condi- 
tions in the toughest power farming 
service. 


“Clean Up and Save” 


HIS sign, tacked on the main 

wrapping counter at the Mc- 
Cabe Hardware Co., Petoskey, Mich., 
helps the firm to sell a lot of auto 
patching plaster, paint, 
merely by reminding 
“clean up and 


polish, 
varnish, etc., 
folks that it pays to 
save.” 





This sign does a patriotic duty 
and helps sell plenty of goods. 




















In the future, as in the past, you can 
count on: 


e The SAME Company Policy 
e The SAME Top Quality 
oThe SAME Distribution Channels 


"National Consumer Advertisin rising schedule | 


House Beautiful 
Good 
Housekeeping 
Ladies' 
Home Journal 
American Home 
Bride’s Magazine 
Woman’s Home 
Companion 









The juicer that 
gets ALL the 
juice, without 
| rind-oil, pulp, 
' or seeds. 


me F ™ 
Can-O-Mat 
Opens cans of all 
+ shapes, and sizes, 
leaving smooth bev- 
eled edges. 





Ice-O-Mat ) 


Easily crushes cubes or 
lumps, fine or coarse. 


‘er a 7 : rrr b ; 









For steaks, * 
chops, fish or 
fowl. Only 
adjustable 
electric 







‘Broil. O-Mat* 


Trade Mark 
*Trademark Reg. U.S. Pat. Off. 


MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


Miginalitr 


FIRST with an Electric Chicken Fryer 





















































Handy, fast selling, 
profitable. Automatic air intake. Built for 
long service. Medium size retails $1.25 ea. 
Write for circular describing many new 
uses. Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., Inc. 
821 Broadway @ New York 3, N.Y. 








PATENTED 





FILE HANDLE Cunne assures better werkman- 
ship and mfety we 





FILE CARD—cleans files, taps, and dies quiekiy 


and thoroughly. 
TROY FILE WORKS 
Troy, Est. 1831 N. Y. 
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GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mess., U.S.A. 


SU NSH INE 
cHAMI 15 


MADE IN U 


"ASK YOUR peeuee 
@R GUAR EXTRA VA 
SEWED PIECE CHAM 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 


EST 5 
? PRI 7PPERS, 


A COMPLETE LINE 











77 Years Reaulalion 


} in Khe Traae 


\AMERICAN SHEARER MFG. CO,,nasaua, nw 








THEY PULL—CLINCH—HOLD 
The iw - yt for oases, repairieg 
ORDER NOW FROM YOUR JOBBER 


SUPERIOR FASTENER CORPORATION 













CENTROBELLOWS| 








Chicege (18) i. 














Coming Conventions 
and Events 


Ace Hardware Corp., annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Il]. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, I1., 
is executive secretary. 


Bicycle Institute of America, Inc., 
and its affiliates, Bicycle Manufacturers 
of America; Cycle Parts & Accessories 
Association; Cycle Jobbers Association 


and Merchant Members, Jan. 10-11, 
1945, at the Commodore Hotel, New 
York City. Miss Cecile Meehan, 122 E. 
42nd St., New York 17, N. Y., is exec- 
utive secretary. 

Housewares Manufacturers 


Ass'n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 
Palmer House, Chicago, Ill. A. W. 
Buddenberg, Link Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, IIL, is executive secretary. 
Michigan Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
Feb. 13-15, 1945. Headquarters at the 
Pantlind Hotel, Grand Rapids, Mich.. 
and exhibit at the Civic Auditorium. 
H. A. Daschner, 1112 Olds Tower Build- 
ing, Lansing 8, Mich., is secretary. 
Asso- 


Jan. 23-25, 


Minnesota Retail Hardware 
ciation, annual convention, 
1945, at the Radisson Hotel, Minne- 
apolis, Minn. C. J. Christopher, Nicol- 
let at 24th St., Minneapolis, Minn., is 
manager-treasurer. 


New England Hardware Dealers 
Association, annual convention and ex- 
position, Feb. 20-22, 1945, at the Hotel 
Statler, Boston, Mass. Russell R. 
Mueller, 189 Dartmouth St., Boston 16, 
Mass., is executive secretary. 


New England Housewares Show, 
Feb. 5-9, inclusive, 1945, sponsored by 
New England Hoysewares Club, at the 
Parker House, Boston, Mass. Albert 
B. Patterson, Wagner Mfg. Co., c/o 
Barker House, Boston, Mass., is chair- 
man of the Show Committee, House- 
wares Club of New England. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 19-21, 1945, 
at the Netherland Plaza Hotel, Cincin- 
nati, Ohio. John B. Conklin, 175 South 
High St., Columbus, Ohio, is secretary- 
treasurer. 


Western Retail Implement and 
Hardware Association, annual  con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treasurer. 


Wisco Merchandising School and 
Sales Show, Jan. 15-17, inclusive, 1945, 
at headquarters of Wisco Hardware Co., 
15 S. Brearly St., and at University of 
Wisconsin, both in Madison, Wis. J. A. 
Fitschen, Wisco Hardware Co., 15 S. 
Brearly’ St., Madison, Wis., is executive 
director, secretary and general manager. 





(FORT) 


[o> 420) °42) a COMPANY 
G. G. CAMPBELL 2 
1633 N. 2nd Street 


Phiiadciphia, Pa. 

















SCREW HYDRAULIC 


Jacks 


Made in many types and sizes fos every 
lifting, lowering, pushing and wheel 
pulling requirement. 


Laver 


SOLD BY 
LEADING HARDWARE WHOLESALERS 
Templeton, Kenly & Co 
Chicago (44), Il. 
Better, Safer Jacks Since 1899 











SKILLMAN 


Manufacturers 


BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 


SKILLMAN HARDWARE 
M 


. Co. 


Trenton 4, N. J., U.S.A. 














Give to the 
eager 
Red “_\” Cross 








SCHUBERT 


SILO- SEAL SAVES 


the SILO! 


Year ’round seller to farm trade. 





Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 


Prompt shipment. Write or wire 
for prices and full information. 


0., NORTH MANCHESTER, IND. 

















For Your China, Glass 
and Gift Department 


BEAUTIFUL COLORED AND CRYSTAL CUT 

GLASS VASES, ASH TRAYS, BON BON DISHES, 

CUPS AND SAUCERS, MARMALADE JARS, ETC. 
HAND DECORATED POTTERY 


TEA POTS, PITCHERS, RANGE SETS, VASE 
meets SALT AND PEPPER SHAKERS 
D MANY OTHER ITEMS. 


Visit Our penta Room or Write for a $100.00 
Sample Order of Fast Moving Items 


V. H.Worman Associates 


1584 Merchandise Mart, Chieage 54, Illineis 
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A. C. Stone, manager of the Stone 
Hardware Co., Brockton, Mass., is 
shown here with some fireplace 
items which he made and designed 
himself. Made several years ago, 
they are of wrought iron, hand ham- 
mered and hand finished by Mr. 
Stone who did the work in his own 
store. In addition to the items seen 
in these pictures he also has turned 
out lanterns, shelf brackets and drap- 
ery rods used in his own home. Also 
illustrated is a closeup view of the 
fireplace tool holder, the tools them- 
selves and the wood basket. 





Makes a Hobby of Wrought Iron Work 
















Belt Stock Displayed 
Near Ceiling 


ELTS of all sizes and descrip- 
tions are an item that have 
quite a cal] in the average hardware 
store and represent an item that 
customers into the 


brings many 
store. 
Lawrence Mattix, hardware deal- 








These belts are in a dominating 
position where they may be seen 
by everyone entering the store. 
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er at Scottville, Mich., a thriving 
farm community of 1500 population, 
caries his belt stock close to the 
ceiling at the rear of his store near 
the office area. The belts can easily 
be seen by customers coming down 
either aisle from the front of the 
store and a step ladder is close at 
hand in case a clerk is asked to get 
a belt. 


Correct Answers to 
“Test Your Hardware 
Sense” 
(Questions on page 110) 


1—Answer. Sales volume $50,000 pet 
year. 

2—Answer. Depreciation of $160 
charged off each year. At the end of 
1944. $320 of the original value remains 
to be charged off. 

3—Answer. 100 columnar inches each 
week or a total of 300 inches for the 
three weeks at a cost of $120. 

1—Answer. Endorsements are made 
(1) to transfer negotiable instruments, 
and (2) to lend one’s credit—accommo- 
dation endorsements. 

5—Answer. Average inventory $12,000. 








PREM 


Post-War 
Leadership 


Solid Steel Rods 
Landing Nets 
Rod Reels 











Lawn Sprinklers 
House Numbers 
Radio Antennas 
Steel Tent Posts 


Complete Lines — the 
Best of Everything to 
build your sales — when 
“V-Day” 


remax fhoducts 


Division Chisholm-Ryder Co., Inc. 
4509 Highland Ave., Niagara Falls, N. Y. 


comes. 


PAINE 


PERFORATED 
HANGER IRON 








OTA TOE OO SA) ina nai 
5 3. eo 3 2a 2S 


1" x 16 gauge 
5/16" Holes on 5/8" Centers 
In 5 or 10 ft. Lengths 


Approximately 1500 pounds 
per 1000 feet + 


BLACK ONLY 
NO RATING REQUIRED 


Made of Mild Steel Band with mill edge 
Ask your Jobber or Write for Prices 


THE PAINE CO. 


2963 Carroll Ave. . Chicago 12, ill. 


Offices in Principal Cities 


‘PAINE 


Meritrraa 4/149) 








THE -BEST GLUE IS EASIEST TO USE TEREEET REP ES 


(- | 3 ra 

(3¥09'10 WHAT A \( SOMETHING Io ALWAYS. pao \ (mR. HARDWARE DEALER 
(Bov/ THANKSGIVING TAKING THE JOY OUT OF LIFE we 2 (W <n eiiamens 
DINNER lasecp a ae WILL WELCOME 
/ Jae | FRANKLIN Genune 





Bifano NO 
MIXING— 


OR ‘ 5 oe 
aes. THE FRANKLIN GLUE CO. 


Cotumbus 3, Ohio 


DRAWING INSTRUMENTS 


—Immediate Delivery 


CHARVOS — Ameri- 
ca's fastest - selling 
instrument — now 


Standard Package _ available at dis- 


counts affording you 
Shelf Items worthwhile profits. 


Set #814 (illustrated above) includes: 6’’ Compass of most mod- 
ern design; with Pen and Pencil Parts and Lengthening Bar; 6” 
Divider, with micrometer adjustment and tension adjustable head ; 
8%" Bow Divider, center wheel adjustment; 3%’’ Bow Pencil; 
3%" Bow Pen; 5%” Ruling Pen. Screw Driver, Needles, Leads, 
and Parts. Velvet-lined 2-flap pocket-type case. 
$18.00—Discount: 33 1/3% 
Set #612 contains: 6” Compass; 5%” Ruling Pen; 3%” Bow 
Pencil; 3%" Bow Pen; Screw Driver with Needles and Leads. 
Velvet-lined 2-flap pocket-type case. 
$10.80—Discount: 40% 
Set #614N contains: 6” Compass; 5%” Ruling Pen; 6” Di- 
vider with Straightening device; 3%’ Bow Divider; 3%'’ Bow 
Pencil; 3%” Bow Pen; Screw Driver with Needle and Leads. 
Velvet-lined 2-flap pocket-type case. 
$15.00—Discount: 40% 
ONE OF AMERICA'S LARGEST STOCKS OF 
DRAWING & DRAFTING MATERIALS 
MAGNIFYING GLASSES DRAWING TABLES 
Sterling, itinels X-ACTO KNIVES & SETS STEEL SCALE RULES 
PAPER CUTTERS AIRBRUSHES 






































SLIDE RULES 








) Send for wholesale catalogue. 
The Depariment Slore of Art Materials 








(CE ARTHUR BROWN & BRO. 
67 West 44th St., New York 18, N. Y. 
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HAND AND POWER iil VISES 
TOOL GRINDERS SKATE SHARPENERS 


SICKLE GRINDERS ~~ Rtnaunee.ws2— " LAWNMOWER SHARPENERS 
speed and GARDEN TOOLS 


GRINDING WHEELS “ 
SHARPENING STONES Quality LAWN RAKES 
GRASS CUTTERS 


and 
ABRASIVE FILES Hardware WEED CUTTERS HOSE REELS 


Buy from your regular jobber 
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26Gte W. PIERCE STREET MILWAUKEE, WISCONSIN 
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“If it’s available, Brower’s have it,” has been a by-word of poultry 
equipment dealers for many years. 


; When wartime material | shortages developed, Brower continued to 
ee ; deliver the goods by making use of durable, non-critical materials. 


Now, with metals again available, Brower has swiftly introduced many 
newly designed, improved items ... the very latest in poultry equip- 
ment! So, as always, “look to Brower’s for the best.” 


Send for your 1945 Brower Catalog 


BROWER MFG. CO. 318 N. 3rd St., Quincy, Ill. 









































\meri- equipment in our recently enlarged 
selling | 
aow 
dis- 
3 you 
: SCREWS 
it mod- 
ar; 6” 
Lf For Wood or Metal 
Leads, 
Since 1867 the name Southington has stood for 
oe dependable value in hardware. Southington 
Leads. Wood Screws, Drive Screws and Sheet Metal 








Screws are in constant demand because of their 
superior quality. All standard sizes with vari- 


: Bow ous styles of heads in the most called for types. 
Leads Send for Catalog which illustrates and describes 
the entire line. 
Government restrictions prevent us filling orders 
on certain lines. “Our Country first”—you 
ES understand! 


THE SOUTHINGTON 
HDWE.MFG.COMPANY 
fe: SOUTHINGTON, CONN. 235 


and 19 W. 44th St., N. Y. City 
























Black 
Oxide Finish 


SOUTHINGTON — 


will supply auger bits of the same 
high quality as always, in a modern 
package produced on new modern 
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JOHN H. GRAHAM & CO., inc. 
105 Duane St., N.Y. City | SEYMOUR SMITH & SON, Inc.,100 MAIN ST., OAKVILLE, CONN. 


565 W. Wash. Bivd., Chicago Specialists in Garden Shears tor Three Quarters of a Century 


This fast cutting, easy operating tool, and other num- 
bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 
GRASS AND HEDGE SHEARS UNAVAILABLE 
until the war effort is served. 














Distributors 








AGE 





NOVEMBER 23, 1944 





iit! salen nila TT 





169 














-FOR EXTRA PROFITS!——— 


Blae Ribbon POULTRY SUPPLIES 


BROODER STOVES Priced from $1.50 to $36.50 
ELECTRIC — OIL — COAL AND WOOD MODELS 
FEEDERS & FOUNTS WAFERS & THERMOMETERS 
WATER WARMERS FLOAT VALVES 
GLASS CHICK FOUNTS NESTS 
R-V-LITE GLASS SUBSTITUTE 


* Write for Catalog of Complete Blue Ribbon Line * 


ANDERSON BOX CO. "‘woiana 











DIAMOND BRAND PRODUCTS 


Rope Lariats Halters 


Our “DIAMOND 
Our “DIAMOND BRAND” Russet 


BRAND” 4-strand Harness Leather, 
7/16” Best Grade or Chrome - Oak 
White SISAL Fy tan Halters 
Rope Lariats. 1%”. 4 
35 Foot. 6-Ring 
5-Ring 





SEE 
YOUR 
JOBBER 





DIAMOND WHIP COMPANY 


3315-17 NO. MILWAUKEE AVE. @ CHICAGO, ILL. 
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This powerful dis- 
seem infectant also kills 

m blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


5A TOXITE LABORATORIES 
BOX B CHESTERTOWN, MARYLAND 











LET’S ALL 
CONTRIBUTE 
TO THE 
NATIONAL WAR FUND 














Just Orr 
THE PRESS! 


The 
Seventeenth Edition 
Of 


HARDWARE AGE 
VERIFIED LIST 


Of 


WHOLESALE HARDWARE HOUSES 
WHOLESALE HEAVY HARDWARE HOUSES 
DISTRIBUTORS OF MILL SUPPLIES 
PLUMBERS’ano TINNERS’ SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 
HARDWARE CHAIN STORES 


the most complete, comprehen- 
sive and authoritative, hereto- 


fore published by us. 


These lists are without question | 


They will be found constantly 
helpful for personal and direct 





mail sales contacts. 


PRICE $12.00 
PUBLISHED BY 


HARDWARE AGE 


100 EAST FORTY-SECOND STREET 
NEW YORK 17, N. Y. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 














The Standard of 


FAULKNER | Sette: 


MOLDING MORTAR 


A dry, ready mixed refractory to form 
solid, stone-like lining inside cracked 
furnace firepots and stoves. Guaran- 












































a. teed to withstand 2500° F. Easy to ; : 

= | use and apply by anyone. . . de- ——" > No. 151-E 
pendable to sell . . . good profit a r o eames 5, LEVEL 
margins. Used for 20 years. cs ne as TW hidtaen cae: 


VIAL CASES 


TL LEVELS 


705 SOUTH SIXTH STREET MILWAUKEE, WISCONSIN 


The J. A. FAULKNER REFRACTORIES CO. 
404 MAHONING BANK BLDG., YOUNGSTOWN, OHIO 


T NOW AVAILABLE Write today for prices. 

















C OLSMBIAN VISES 














THE BEST MADE 


iF % Columbian Vises 
@ ioe are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your 
customers the great- 
est value in efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 






















Your ¢ s will d d SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges | 
provide for doors, panels and cabiriet } 
work of all kinds. Nationally adver- } 
tised in the Saturday Evening Post | 
and Architectural Journals. It pays 

to stock them. Write for information. 

SOSS MANUFACTURING COMPANY 
21779 Hoover Road + Detroii 13, Michigan 











The Wallmarh 
OF TOMORROW 5 HOME 























nememenwnwa | the PERFECT solder— 
Rubyfluid— r4stee riux 


Plated Flatware with steel 
For a perfect solder that wets out 


base. We are lucky enough to 
have a supply to pass on to you. 24-piece 
freely, and makes strong connections, 
try Rubyfluid liquid or paste flux. No 


j 

| 

| 

set: 6 each knives, forks, teaspoons, soup | 
harmful fumes or corrosion of metal. 


spoons. 30-piece set has 6 more teaspoons. 
RUBY CHEMICAL CO. 


Pattern similar to Early American moulds. 
66 McDowell St. Columbus, O. 





Prices less 70c without chest. 

M322S192 24-pc. set (Lightweight) . . $6.95 
M322S207 24-pc. set (Heavyweight) . 7.95 
M322S233 30-pc. set (Heavyweight) . 8.95 






















WHOLESALE DISTRIBUTORS 
SINCE 1911 


JOSEPH HAGN CO., 217-223 W. MADISON ST. CHICAGO 6 
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MANUFACTURERS OF BATHROOM AND KITCHEN 
ACCESSORIES. NOW 100% IN WAR PRODUCTION 


— | THE AUTOYRE COMPANY - OAKVILLE, CONNECTICUT 
AGE 
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[_Chansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Positions Wanted 


Allow Seven Words for Keyed Address or Your Address 


BOXED DESPLAY RATES 
le GY Babwcocentatcescces cesses 96.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order. 
wot currency of stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wks. 
previous to date of publication. 


Addrese your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 








Essential Workers Need Release Statements 








AN INTENSIVE SELLING JOB 
FOR YOU IN NEW ENGLAND 


Manufacturers of hardware specialties, 
builders hardware, small electrical appli- 
ances, etc., who in the post-war era are 
not going to be satisfied with a scatter- 
ing of business from this rich, active 
market, are invited to write us for a 
statement regarding the outstanding sell- 
ing service we are prepared to render. 

Fifteen years of calling on New En- 
gland hardware dealers, close acquain- 
tanceship and resulting dealer confidence, 
warehousing when desired, staff of six 
experienced and hard-hitting salesmen, 
all these things and more qualify this 
organization to assist you in attaining the 
distribution and volume to which you are 
entitled. 

Write us today. 


Address Box H-634, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 











SALESMAN WANTED TO SELL Econom- 
ical Paint Line, Brushes Pure and Mixed, 
Sponges, Lacquers and Lacquer Thinners, etc. A 
Permanent Money Making Connection. Statement 
of availability required. Address Box 994, 1474 
Broadway, New York, N. Y¥ 


NEW GOVT. SURPLUS 
ELECTRO GALV. SCREWS 


673 gr. Electro Galvanized Flat Head 
Wood Screws, 42”, #7 

1125 gr. Electro Galvanized Flat Head 
Wood Screws, 1”, 28 

549 gr. Electro Galvanized Flat Head 
Wood Screws, 1/2”, #12 

1315 gr. Electro Galvanized Flat Head 
Wood Screws, 2”, $11 

527 gr. Electro Galvanized Flat Head 
Wood Screws, 212”, $11 

96 gr. Twin Fast Flat Head Bright 

Steel Wood Screws, 2”, $11 

The following have been dipped in fallow: 

707 gr. Electro Galvanized Flat Head 
Wood Screws, 2”, #11 

352 gr. Electro Galvanized Flat Head 
Wood Screws, 242”, #11 


FOR QUICK SALE 
$1250 extie LOT 


FACTORY BULK PACKING 


Samples if Desired 


BALTIMORE SALVAGE CO. 








201 W. PRATT ST., BALTO.1, MD. 





DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for New 
Sen SOS S8d Sir parte of Se sateen seaboard. 
Have numerous contacts wi ae daecpunant aeten: 
hardware dealers and jobbers and with Sublic 
utilities and various siegtdanadieg If 
— od ~—— soy at bn hy» he 
MELAIRE "DISTRIBUTING cOn 420 Lexing- 
ton Ave., New York 17, 


A MANUFACTURER’S AGENT WANTED 
UN the State of Ohio—also in the Missouri Valley 
by a leading Builders Hardware Manufacturer. 
You should know Builders Hardware and he 
familiar with the Jobbers, Contract Builders 
Hardware Distributors and Lumber Companies. 
Commission Basis. Give Age, experience, manu- 
facturers now represented, territory covered and 
how frequently. Apply Box H-635, care Harp- 
—~ Ace, 100 East 42nd St., New York 17, 





THERMOS REPAIRS—-QUICK AND EFFi- 
CIENT REPAIRS and Relining for all makes 
of Thermos Bottles, Jugs and Ice Tubs. Bring 
or send them in to Hormel Corp., 20 W. 47th St., 
New York 19, N. Y. Bryant 9-8275. 
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WANTED TO BUY ESTABLISHED RE- 
TAIL HARDWARE STORE in Middle West, 
preferably in the State of Colorado. Prefer 
City having population of from 4,000 to 10,000. 
Address Box H-631,. care of Harpware Acr, 








100 East 42nd St.. New York 17, N. Y. 





SALESMAN WANTED 


WITH 
Hardware Experience 


We want a man between 25 and 
40 years old to cover the Hard- 
ware Trade in New York City 
and Upper N. Y. State selling our 
reputable lines of Hardware and 
Tools. Liberal Salary and ex- 
penses to qualified person. Per- 
manent position with large po- 
tential Post War Prospects. 
Statement of availability required. 


Address Box H-606, care of HARDWARE AGE 
100 East 42nd St, New York (7, HN. Y. 











SALESMAN — EXPERIENCED, HARD.- 
WARE RETAIL STORE for Inside Work. 
Must have good references. Permanent position 
in Atlantie City. State salary and all details in 
first letter. Statement of availability essential. 
Address Kaufman & Weiner, 1007 Atlantic Ave., 
Atlantic City, New Jersey. 





SALES REPRESENTATIVE — WANTED: 
UNUSUAL Age ig cea =m man wy 
on Wholesale trade and large retailers 


inch stainless steel rule with dept. gauge. oti. 
— & in 32nds. and 64ths. Fo. Fg juivalents 

Some of our men make several hundred 
dollars monthly. 
card—No price printed on card. Big appeal, ex- 
cellent commissions to salesman. Continuous re- 
peater. Mark + me — 406 Temple 
Bldg., Rochester 4, N. Y 





MANUFACTURERS REPRESENTATIVE 
AND BROKER WITH competent sales force 
calling on department stores, hardware, grocery, 
drug and other jobbers in TEXAS, OKLAHOMA 
and NEW MEXICO, now ready to take on new 
gag | of merit. Efficient, well organized ser- 

ce. Address SOUTHWEST SALES & DIS 
TRIBUTING CO., 2010 W. T. Waggoner Bldc.. 








Fort Worth 2, Texas. 


HARDWARE AGE 












EN’ 
chas 
Ann 


ture 
sire 

tribt 
mod 
care 
New 


W 
ity, 
Man 
hous 
irm. 
tact 
East 


E 
AN) 
outs 
with 
terri 
Give 
and 
care 


Yor 


N¢ 





Cata- 
| box 
d by 


pt. 
v. Y. 








ice 


| and 


AGE 
. 








[ARD- 
Work. 
osition 
ails in 
ential. 

Ave., 


Bldc.. 














Classihied Opportunities Section... 





Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








MANUFACTURERS 
INTERESTED IN CANADIAN SALES 


WIDEAWAKE, reliable Canadian Sales 
Organization, having long-established con- 
nections with Wholesale Hardware, Chain 
and Department Store Trade, can accept 
Representation for a few additional fac- 
tories who require Canadian factory 
agents operating on a commission basis. 
Postwar programs now being laid out 
for profitable representation. 


H. HACKING CO. LTD. 
144 Water Street, Vancouver, B. C. 
(Est. 1916) 

BRANCHES FROM COAST TO COAST IN CANADA 


SUCCESSFUL 
MANUFACTURERS’ AGENCY 


Established 1930 


Wants potential volume line, 
now or post-war, for Gulf 
States. Complete, frequent cov- 
erage, Hardware, Paint Jobbers 
and Department Stores. Ware- 
house & Distribution Facilities. 


BALDWIN SUPPLY COMPANY 
519 So. Peters St., New Orleans 12, La. 











SALES MANAGER WANTED 


Unusual opportunity for experienced hardware man 
with substantial following among hardware dealers 
in Metropolitan New York and Adjacent Suburban 
Areas. We are large wholesale distributors not 
now represented in the hardware field. Substantial 
earnings and a permanent secure future for the right 
man, Apply in strictest confidence, stating qualifi- 
cations and experience fully. Attention, President, 


Box No. H-637, care of HARDWARE AGE 








100 East 42nd St., New York 17, N. Y. 





EXECUTIVE AVAILABLE, AGE 33, PRES- 
ENTLY CHARGE Department Planning, Pur- 
chasing, Expediting, Hand and Power Tools. 
Annual Volume Twenty Million. College degree 
Mechanical Engineering. Knowledge Manufac- 
turers and Distributors Mid-West and East. De- 
sire Permanent Responsible Connection or dis- 
tribution with own organization. Will invest 
moderately. Best references. Address Box H-624, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





WANTED A MAN OF EXPERIENCE, Abil- 
ity, Sterling Character. Good Personality, to 
Manage a New Jobbing and Distributing Ware- 
house to be set up by reliable well established 
irm. Statement of availability required. Con- 
tact Box H-632, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 





ENERGETIC MAN WITH HARDWARE 
AND Mill Supply Background for inside and 
outside sales—capable of assuming responsibility, 
with established growing firm—must have car, 
territory to cover area approximate 30 miles 
Give full information, references, salary required, 
and include recent snapshot. Address Box H-629, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. Statement of availability required. 


NOVEMBER 23, 1944 








— MANUFACTURERS — 

WELL BOTASLIGESD A ph pg 'L 4 
AGENT. SELLING wey stones im 
HARDWARE JOBBERS AND NGHAIN 870, 
MICHIGAN AND OHIO FOR THE 
RS ESIRES ONE ORITIONAL LINE. LINE. 
CORRESPONDENCE INVITED. PRESENT AC- 
COUNTS WILL BE GIVEN AS 


REFERENCES. 
Aptrees f Bex 2 -565, care of magowAne AGE 
100 st, New a. Y. 











RESPONSIBLE SELLING AGENCY 


MARINE AND 

GRESSIVE SOLICITATION THROUGHOUT 
TEXAS AND LOUISIANA. EXCELLENT 
REFERENCES. ADDRESS P. O. BOX 1150, 
HOUSTON, TEXAS. 





ESTABLISHED NEW ENGLAND MANU- 
FACTURERS’ REPRESENTATIVE with ex- 
cellent sales force wants complete line of bronze 
and steel screen wire for distribution in New 
England States on commission basis. Adequate 
storage space for consigned stock. Address Box 
H-623, care of Harpware Ace, 100 East 42nd St.. 
New York 17, N. Y. 


MANUFACTURERS, PREPARE NOW 

FOR THE LONG PULL 
1932 was a bad year yet I increased Sales 
90% over 5 previous years’ average, and 
continued to increase sales every year— 
am still employed by the same manufac- 
turer but am looking for wider horizons— 
one or two manufacturers—know every 
hardware jobber, large distributors and 
chains in the United States, especially 
the Housefurnishing and Cutlery Buyers 
—what have you to offer? Now is the 
time to get real action for important post 
war distribution. 


Address Box H-625, care of NAROWARE AGE 
100 East 42nd St., New York 17, N. 








WANTED—HARDWARE ENGINEER 
Masupoctanee desires a reliable Hardware Engineer 
and Production Manager. One — of designing 


r 
Letter will be held in strict confidence. Statement 
of availability required. 

Address Box H-588, care of HARDWARE AGE 


100 East 42nd St.. New York 17, N. Y. 











WANTED: By Western Pennsylvania Hard- 
ware Jobber—experienced Hardware Sales Pro- 
motion Manager. One thoroughly familiar with 
the needs of retail hardware stores in store ar- 
rangement, window trimming, writing of ads and 
preparing of all types of advertising matter. 
Kindly give complete pefsonal history as well as 
salary wanted. Statement of availability re- 
quired. Address Box H-621, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMAN — EXPERIENCED: WITH 
FOLLOWING IN Mill Supply and Builders 
Hardware; Man with Car preferred; excellent 
opportunity. Statement of availability required. 
Address Box H-633, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS SALES REPRESEN- 
TATIVES DESIRES DEPENDABLE Items 
for Chicago and Midwest Territory on commis- 
sion basis covering Wholesale Hardware, Auto- 
motive, Mail Order, Chain Stores and Depart- 
ment Stores, Wonderful contacts with volume 
producing accounts for post war possibilities. Ad- 
dress Box H-638, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


(Classified Opportunities continued on page 174) 





FACTORY SALESMEN, WITH PROVEN 
SUCCESSFUL RECORD, established following 
from the retail hardware dealers in two 
Southern States wants connection with reliable 
manufacturer. Write for complete details. Ref- 
erences furnished. Address Box H-599, care of 
a. Acz, 100 East 42nd St., New York 
is ©: 






























Classified Opportunities Section... 








Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








“ATTENTION BUYERS” 


OF BUILDER'S AND SHELF 
HARDWARE CONTEMPLATING 
A VISIT TO NEW YORK CITY 
NO PRIORITIES NECESSARY 
NATIONALLY KNOWN BRANDS IN 
STOCK FOR IMMEDIATE DELIVERY 
A Large Assortment of PREWAR Finishes on Bronze 


Cylinder Bronze Butts. Pisin & Bell 
ceerteg Gute. —— Knob Locks. Eseuteheons. 


Bolts. 
abinet Hardware-Chrome 
and Gaked Enamel Transom Lifts. 

and thousands of other Miscellaneous Items. Also 


Leadin of— 

Meehan e’s Hand Tools. Padlocks. Cylinder Night 
and numerous other items on the Critical and Hard 
To Get List. YOUR VISIT WILL BBE WELCOME. 


Write Box H-507, care of HARDWARE AGE 
(00 East 42nd St.. New York 17, WN. Y. 





OPPORTUNITY 
FOR MANUFACTURERS OF 


HARDWARE & HOUSE- 
HOLD APPLIANCES 


Old Established Export Firm 
with Pre-World War I Experience 
wants to take up Additional Ex- 
clusive Lines for their Latin- 
American and Overseas Trade, 
on an Qutright Cash Purchase 
Basis. 


Address Box H-613, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








WANTED SALES POSITION BY YOUNG 
{AN 


MAN, 32 years of age, recently discharged from 
the U. S. Army and finds that war conditions 
have materially effected his previous line of en- 
deavor. Am obliged to seck a carcer in a new 
field. Excellent references, business, ‘nancial 
background, single, will travel! New York and 


New England Territory. Address Box H-636, care 
of Harpware Acer, 100 East 42nd St., New 
York 17, N. Y 


CASH IN ON AMERICA’S MOST Profitable 
Paint Line. House Paint and Floor Enamel! all 
colors to retail at $1.65, quick deliveries. We 
also have some pure bristle brushes left for sale. 
Address Box 995, 1474 Broadway, N. Y . 





YOUNG MAN, 25, formerly with Well Known 
Purchasing Agency seeks First Class Connection 
as either Buyer or Manufacturer’s Agent. Ad- 
dress Box H-622, care of Harpware Ace, 100 
East 42nd St.. New York 17, N. Y 





DEPENDABLE WHOLESALE CHICKS— 
50,000 WEEKLY. ~— — ae. 18 
Purebreeds & Crossbre Postal brings litera 
ture. STANDARD HATCHERIES, 121 W 
Third St.. Terre Haute, Ind. 





MANUFACTURERS AGENT; YOUNG, 
ENERGETIC, DEPENDABLE and a volume 
producer desires a line of power and electric 


tools, hand tools, and builders hardware. For 
sale in the States of Pennsylvania, Delaware, and 


Maryland. Splendid contacts in the Hardware, 
Automotive. Lumber, Factory and_ Electrical 
Fields. Will carry stock. Address Box H-637, 
care of Harpw arE Act, 100 East 42nd St., New 
York 17, 


WANTED LINE FROM MANUFACTURER. 
SELLING to the jobber, department, chain, 
furniture and large retail stores also premium 
trade. Territory Southern [Illinois, Eastern 
Missouri and St. Louis. Established 20 years 
Commission basis only. Get ready for post war 
selling. Address Box H-595, care of Harpwarr 
New York 17, N. Y¥ 


Ace, 100 East 42nd St., 
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| SALESMAN WANTED TO CARRY A 
LINE of Plumbing & Heating Specialties on a 
Commission Basis. We are selling the Hardware 
Dealers & the Jobbers of Plumbing & Heating 
Supplies. Many Territories Open. Write stating 
Lines Now Carried, Experience and Territory 
Covered. St t of availability required. Ad- 
dress Box H-574, care of Harpware Age, 100 
East 42nd St., New York 17, N. Y 





SALES REPRESENTATIVES WITH OF- 
FICES IN NEW YORK, BOSTON AND 
CLEVELAND ARE INTERESTED IN_AD- 
DITIONAL LINES OF HARDWARE & 
HOUSEWARES, TOOLS AND MACHINERY 
ELECTRICAL GOODS AND AUTO SUP- 
PLIES ON COMMISSION BASIIS. ONLY 
TOP GRADE JOBBERS AND VOLUME RE.- 
TAILERS THROUGHOUT THE COUNTRY 
ARE AMONGST OUR CLIENTELE AD- 
DRESS BOX H-627, CARE OF HARDWARE 
AGE, 100 EAST 42ND ST., NEW YORK 17, 
S.: 3. 





SALES REPRESENTATIVE ESTABLISHED 
TWELVE YEARS wants manufacturers line 
for jobbers of hardware, builders, household & 
electrical appliances and supplies, plumbing & 
heating, mill, marine, industrial supplies, tools, 
and equipment, for Texas, Oklahoma, Arkansas, 
Address 4823 Lemmon Ave., 








Louisiana. Dallas 
9, Texas. 
| = x ne Se 
} 
SALESMAN—-FIFTEEN YEARS’ EXPERI- 
| ENCE CALLING on Hardware Jobbers. Large 
} 


Hardware Dealers and Plumbing Supply Jobbers. 
Would like to hear from Manufacturers desirinz 
representation in Chicago and Vicinity and Cen- 
tral States. Address Box H-628, care of Harp- 
ware Acre, 100 East 42nd St., New York 17, 
ee 





| ——_——___—_- uS 


| SALES MANAGER — Eastern Manufacturer 
| of Builders’ Hardware, long established, is ready 
| * consider applications for post-war attractive 
| position. Write giving full information as to ex- 
| perience; strict confidence assured. Statement of 
| av ailability required. Address Box H-608, care 
of Harpware AGe, 100 East 42nd St., New York 

17, N. Y¥. 





Distribution — Present and Postwar 
Established — Reliable — Aggressive 


Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — 
Chicago — Cleveland — 


Detroit 
Louisville 


Covering all classes of jobbers. We will 
carry the accounts or you can bill direct. 


Write for further information and 
references. 














MANUFACTURER’S AGENCY, ESTAB- 
LISHED 1932. FINANCIALLY RESPONSI- 
BLE. Now selling leading Hardware and Auto- 
motive jobbers covering Pacific Coast with ware 
houses Los Angeles and San Francisco. Desires 
an additional quality line. Can assure manufac- 
turer permanent connections with immediate vol- 
ume. Commission basis only. Address Box 
H-521, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





NATIONAL SALES ORGANIZATION ES- 
TABLISHED 1927 WISHES Additional Lines 
Covering Hardware, Mill Supply, Electrical, Au 
tomotive Fields. Interested in all open terri- 
tories. Address Box H-559, care of HarpWarr 
Ace, 100 East 42nd St., New York 17, N. Y 





“EASY METHOD PAYROLL BOOK.” 
Great Time Saver. Simplifies Payrolls and Go 
ernment Reports. Prevents Errors. Send $1.09 
Ventola Systems, 188 Mystic Avenue, Some: 
ville 45, Mass. 





HARDWARE STORE FOR SALE—STOCK, 
Fixtures, Tools and Building, Well Establishe:! 
Business in Railroad Shop Community. All 
home owned, in Northwest Iowa. Fine oppo 
tunity for tinner, plumber or electrician. Exce! 
lent farming country. Riverside Hardware, 2251 
Riverside Blvd., Sioux City 20, Towa. 





WELL KNOWN MANUFACTURERS’ 
AGENT DESIRES One or Two Additional 
Lines for Metropolitan Chicago Area. Tested 
repeat items, selling through Hardware, Paint. 
Housewares, Automotive and Mill Supply Job- 
bers, Mail-Order Houses & Chains. Address 
Box H-579, care of Harnpware Ace, 100 East 
42nd St., New York 17, N. Y. 





WANTED: By Western Pennsylvania Jobber 
A Hardware Catalog Compiler. One thoroughly 
familiar with general hardware merchandise, 
house furnishings and sporting goods. In reply 
give age and full details as to experience as wel! 
as salary wanted. Statement of availability re 


quired. Address Box H-620, care of Harnwarr 





Acr, 100 East 42nd St., New York 17, N. Y. 


HARDWARE AGE 
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WORN *« * 





Buy only what we must, 
Americans are more than ever 
making War Bonds a high 


first. 


Steel-Fashioned 
Home Equipment 


when Peace comes, will again 
he a first on your list—and on 
your customers’ lists. 
America’s home makers will 
look to you to equip their 
homes to meet their post-War 


hopes and plans. 





GZ. 


PENNA. 





OAKMONT, ALLEGHENY COUNTY. 








CENTRAZ 





Adhesive 


Sets loofe tile 
and linoleum. 
Prevents screws, 
bolts and pipe 
joints from 
working loose. 


% Pint 25° 


CENTRAZ Brick Point 


A 


For filling brick 
joints in fire- 
places, furnaces, 
stoves, barbe- 
eve pits, incine- 
rators, ash pits, 


fete 35¢ 





CENTRAZ 








CENTRAZ 


Prices west of Rocky Mountains, slightly higher 
CRDERS CF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 





a 


Tile Point 


Repairs cracks 
over bathtubs, 
around kitchen 
sinks, pipes and 
plumbing fix- 
— Dries Pure 


~~ 35° 


Cleaner 


Removes paint, 
grease, oil from 
cement floors. 
Cleans bird baths, 
fish ponds, pools, 
iron pots, laundry 


vin, 4% 


READY MARKET— ATTRACTIVE PROFITS 


CENTRAZ Products are nationally distributed — Ask your Jobber or write 


CHRISTY COMPANY, INC. 


1417 PINE STREET . 
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we can fill them! 
years we have been faithfully serving 


the hardware trade. 


no slugs, no miscuts. 


Cleveland 5, Ohio 


. ST. LOUIS 3, MO. 








For more than 


U.S. S. WASHERS ¢ S. A. E. WASHERS 
RIVETING BURRS * SQUARE WASHERS 
EXPANSION PLUGS *« MACHINERY BUSHINGS 
AIRCRAFT WASHERS ¢ DISCS 
LIGHT STEEL WASHERS * COPPER WASHERS 
BRASS WASHERS ¢ ALUMINUM WASHERS 
STAINLESS STEEL WASHERS ©« Ete. 


and over 10,000 sets of tools for special washers 


ODUCTS -o. 






















Whatever your Washer needs may be, 


Di 


- 





Our Washers are Master Products. 
Flat, clean cut, hand sorted—no scrap, 
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Rad Devil, 


10 substitutes for quality 
and sell genuine RED DEVIL tools 
slete Catalog Available 
LANDON P. SMITH, INC., Irvington, N. J., U.S.A 








POINT DRIVER 














Sliding Bons Treab 
A high priority | | 
item for contrac- 
tors engaged on 
large war proj- 
ects. Send us the 
orders. We can | | 
ship promptly. 

| 

| 





Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
433 HARDING ST. HOLYOKE, MASS. 





For three generations Brownie Clamps and Turnbuckles 
have proven their high standard of quality ... in types and 
sizes for almost every shop need, for assembling operations 
or tool, die and pattern work. They're designed for maximum 
strength, durably finished and fitted with accurately ma- 
chined screws. Typical Majestic quality] 


Available in Limited Quantity — See Your Distributor 


the Majestic Company, . . Huntington, Ind. 


Genuit® DOMES of SILENCE 


SLIDE SILENTLY - SOF SOFTLY - SMOOTHLY 


40c 40c SET - ET - 10c SET - 10c SET SET - 10c SET SAVE FURNITURE 
de> FLOORS - CREATE QUIET 
Look for 
“Domes of Stience" 


TO a 





Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
choirs and all furniture. 


Ask your Jobber 


DOMES 0 f SILENCE 





HOLD-E-ZEE 


84 Exchange St. 
Rochester 4, N.Y 








AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
nanndale throughout. 


UPSON BROS., Inc. 















Edges Won't 
Curl nor Split 


—because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 

It is cross-rolled to give an in- 
terlocking, mesh-grain structure, 
and heat-trea to hold edge 


keenness and to resist curling 
and splitting. Write for prices on 


INGERSOLL SHOVELS 
“4 Borg-Warner Product” 
Address Dept. H.A. 
INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation, New Castle, Ind. 
































CARPENTERS 


v= 
| ae AND ALUMINUM 


=" MA 


ASK YOUR DEALER 


ORIGINATED 1896 - 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY 


MASONS 


AND Al UMINUM 


CA TALOG FOR 
ASKING 


naves Toots MAYES BROS. TOOL MANUFACTURING CO... Inc. oe Micu. ‘ 





NOVEMBER 23, 1944 

















An early Hindoo lock, the locking 
security of which was in propor- 
tion to the reverence felt for the 
god it represented. The lock illus- 
trated is in the form of a bird, the 
Hindoo god, Garuda; worshipped 
by the natives of Madras. The 
keyhole is on the side, concealed 
by one of the wings of the bird. 
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EVEN | KNOW IT’S EASIER 
TO DRILL A ROUND HOLE 
THAN TO MORTISE 

A SQUARE ONE 









1944 War Housing Calls for 
DEXTER-TUBULARS 


There is nothing mystical about the performance of Dexter Tubulars. 
Their satisfactory performance is a matter of cold, realistic facts. Dexter 
Tubulars were originated and perfected by forward-thinking hardware 
engineers — are built of the best materials, to precision specifications, 

i Rk by skilled metal craftsmen. This is why they are guaranteed for lifetime 
service. Furthermore, the time and man hours SAVED by their faster, 

easier installation are advantages coming to be more and more appre- 


Lo ciated by progressive builders. 
Now available in limited quantities as provided by Government regula- 


tions. Our regular established dealers come first. Write for your copy 


LOCKS a re LATCHES . = Pere hey Catalog, showing hardware conforming to WP 


Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 
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NATIONAL SCREW CARRIAGE BOLTS 


WHETHER ROLLED OR CUT THREAD...ARE ACCEPTED 
AS TOP-QUALITY FASTENERS THROUGHOUT 
INDUSTRY AND THE JOBBING TRADE 


ROLLED THREAD 


CUT THREAD ~ 


National Screw Carriage Bolts, Roll- 
ed Thread and Cut Thread—just one 
type of fastener in a full line of top- 
quality fastening devices—have kept 
pace with Industry’s demand for 
Better Bolts! 

They are properly heat-treated to 
relieve upsetting stresses. They are 
durable, smooth and have a rich 
black finish. Note, too, the round 
head, the well-defined square, the 


smooth shank—all for one _ pur- f 
pose. To make a perfect fastener / a at anol 
- 


—give an extra good performance. 

Carriage Bolts by National are 
well packaged, clearly labeled. Case 
quantities conform to the Bureau of 
Standards Simplified Practice Recom- 
mendations R60-43. So next time 
you buy Carriage Bolts, specify 


“National”’! 


con 
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SIZE 
In Selling Files 





The Length is Important 


The Cut or Number of Teeth 
is Often More Important 


The Quality is Most Important 


oe ei 
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Your Customer Decides the Length. 
The Job Determines the Cut. ; m 


Mil Second Cut The Brand Certifies the Quality. Flat Second Cut 


| 
\ 
' ~ 
- —? » . : * 
a? _2° 0 ‘ 2 b 
° OO on s -* 


~ 


——— 


Every Time 


You Sell 
A DIAMOND EDGE File 
or 


A KEEN KUTTER File 


You Insure 


Satisfaction 


Ee 
6" 
ee 
8” 
a 
10°’ 
a 
wu 
“ 
14” 





To Your Customer. 











DIAMOND FDGE 


AND 


KEEN KUTTER 


FOR MORE THAN 


70 YEARS 
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SHAPLEIGH HARDWARE COMPANY 


ST. LOUIS, MO. 
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Shapleigh National Series Number 2435 





